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It's Now Up to You, 
SALESMEN! 


[Written for the American Lumberman 

by O. N. Cloud, secretary-manager, 

Long Leaf Yellow Pine (Inc.), New 
Orleans, La.] 





For four years you have watched 
an indecisive classic between the 
forces of depression and the teams 

that have played the game of economic recovery. The 
“crown councils” of business leadership held the line 
pretty well during the first quarter (1931); Congress 
intercepted the ball at the beginning of the second 
quarter (1932), but immediately got into an argument 
with the referee. Penalties for “time out” and “fum- 
bles” found Congress on their own one-yard line at the 
end of the half, but they completed a pass to the 
“brain trust.” 

The kick-off at the beginning of the third quarter 
(1933) was signaled by a new referee. Under the 
inspiration of pep talks by the new leadership, downs, 
end runs, and passes soon placed the ball in play 
near center field. Suddenly a halt was called to ex- 
plain new rules by which the game was to be played 
—the codes. The quarter ended with the opponents 
of depression corseted in a straight jacket intended to 
prevent “roughing,” and the administrative agencies 
were to see to it that there were no “off-side” plays. 
The beginning of the fourth quarter (1934) found the 
players getting used to their new uniforms, but some- 
one found that the knots in the laces could be pried 
loose with a “chisel.” The second half ended in “new 
found freedom,” which resulted in elimination of one 
of the rules—cost protection. 

Some of the “beefy boys” of the “depression line” 
have been knocked out, others are crippled. But they 
are still on the field—undefeated. The classic must 
be played to a finish. Neither side is satisfied with a 
tie. There is one more team to face the wave of de- 
pression—the salesmen. You have been “trotting” the 
side lines long enough, Salesmen; most of you are al- 
ready warmed up. You are on to the “plays” and 
“tricks” of the “depression boys,” none of which has 
ever beaten the time tested play of real salesmanship. 
Defend your title, Salesmen—it’s a distinction to bear 
it. It’s reserved for the “All-American Great.” 

Your task is not going to be easy—it never has 
been. You are the boys that have secured capital, ac- 


tivated industry, created commerce, transported prod- 


ucts, facilitated distribution, and brought in the 


wherewithal to fill pay envelopes of those who earned. 
You have always been and you always will be the 
crusaders that have translated the possibilities for 
human progress into the practical realities of food, 
clothing and shelter, without mention of the comforts, 
conveniences, and even luxuries that have resulted 
from your success in making people want and work 
for the products of a dream. 

This is your greatest and most important engage- 
ment. Five years of inaction, rust and stagnation 
have created your opportunity; an opportunity for 
gain and advancement not only for your own personal 
interest, but the happiness and well-being of multi- 
plied millions who are dependent upon you. It is 
your task to break down the impediments of doubt 
and fear; to recreate confidence, and restore ambition 
to the hearts of the people to be, to have, and to enjoy 
the fruits of all the creative work that has been done 
in the past, and to which the deserving are entitled. 
It is time to attack the enemies of economic progress 
and security, and restore a nation from idleness to 
activity and usefulness. 

You can accept this challenge knowing that every 
weapon needed for your offensive against privation 
and want will support you. Idle factories are ready to 
convert and refine the bountiful supply of everything 
with which we are blessed into finished products for 
the accommodation of every want and need of human- 
ity. The agencies of transportation are under power, 
ready to speed these things on their way to the mil- 
lions that need them. The agencies of distribution 
have dusted out their shelves and the storage places, 
vacant for so long, are ready to be filled. The vaults 
are piled high with finance that has corroded from dis- 
use, but is now ready to facilitate distribution and sale. 

Attention, Salesmen! Thank your Maker for your 
talents and the privilege of matching them with the 
demands of the hour. Crash the line of depression 
that has held for so long. Elevate your country from 
the depths of want and despair to a renaissance of 
economic and social security. Forward, Salesmen! 
Attack, conquer; rise magnificently to the occasion, 
and those who look to you, and whom it is your great 
privilege to help and defend, will build an arch of vic- 
tory at the threshold of every American home through 
which you will be welcomed when the game is over, 
and before every fireside vou will find an altar of 
gratitude upon which the thanks of millions will be 
offered for vour great service to mankind. 
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Salesmanship in the 
Opening Era 


N THE front page of this issue 
() is a striking statement about the 

importance of salesmanship to 
the lumber business. 

The AMERICAN LUMBERMAN has sug 
gested repeatedly that selling would 
be of even greater importance in the 
future than it has been in the past. We 
see no reason to change that prediction 
unless perhaps to put it in still stronger 
colors. So we are especially glad to 
present to our readers Mr. Cloud’s 
breezy and picturesque analysis of the 
part which selling must play in the 
days that lie ahead. 

It is true of course that salesman 
ship can not be fully effective unless 
it handles well manufactured and 
graded stock. Otherwise clever sell- 
ing becomes deception and ceases to be 
salesmanship. But if goods and serv- 
ices are of standard quality, then sales- 
manship determines the success or the 
failure of the company. 

Lumber may be well manufactured. 
It may be shipped promptly and ac- 
cording to order. But unless it is prop- 
erly sold all these other service factors 
are likely to go for nothing. Many 
reputable manufacturers have installed 
the best of equipment and have worked 
hard for economy of manufacture; and, 
having produced a high quality of lum- 
ber, they have taken it for granted that 
quality will sell itself. This is an at- 
tractive theory which satisfies a sense 
of the fitness of things; but unfortu- 
nately retail yard buyers are seldom 
gifted with second sight, and they do 
not know about these qualities of the 
stock until they are told about them 
by a salesman. 

In certain respects a sales manager 
is the most important man in his or- 
ganization. He is the contact man be- 
tween production and retailing; and 
not the least important of his duties is 
the carrying of the story of each to the 
other. There must be co-operation be- 
tween these great branches of the in- 
dustry, and the sales manager’s office is 
one of the clearing houses for the ex- 
change of the necessary information. 
More than one conscientious manufac- 
turer by underestimating the impor- 
ance of this matter and by employing a 
sales manager who was little more than 
an order file clerk has gotten seriously 
out of gear with his markets. 

The salesman who calls upon the 
trade is of like importance. It is taken 
for granted that he is intelligent, honest 
and resourceful, and that he has 
enough technical knowledge about man- 
ufacturing, grading, shipping, proper 
uses of species in relation to building 
practice and the like to talk about these 
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things to the trade. It is becoming a 
general practice in other lines of busi- 
ness, such as insurance, to put salesmen 
through an intensive school of instruc- 
tion before they are allowed to call 
upon prospects. This may become 
standard practice in the lumber field in 
time. But meanwhile the intelligent 
salesman is collecting an enormous 
fund of practically valuable informa- 
tion on the retail front. It is out of 
his reports that sales policies are de- 
termined. Any manufacturing head- 
quarters which does not listen with re- 
spect and attention to the stories its 
salesmen bring back deserves what it 
is certain to get. 

The sales manager and his force 
should have every support and every 
opportunity. If they are the kind of 
men they should be they will use and 
not abuse such support and opportu- 
nity. Theirs is largely a problem of 
co-operation ; a problem of smooth and 





Apropos of the article on front page of 
this issue is a sign observed in a Purchasing 
Agent's office by an American Lumberman 


staff representative. It reads: 


A PURCHASING AGENT'S 
WISH FOR THE 
NEW YEAR: 


Please send me more salesmen who 
are merchandisers. | can get jokes 
and entertainment from the radio. 





efficient movement from the stump to 
the retailer’s warehouse, with a care- 
ful look ahead to the finished house. 

We repeat our statement that sales- 
manship will be of even greater im- 
portance in the future than it has been 
in the past. 





Dan Cupip, reporting for the terri- 
tory in and around Chicago, has an- 
nounced a sharp increase in the pro- 
duction output for 1934. According to 
the records, 41,750 marriages occurred 
in Cook county during the year; an 
increase of 8,000 over 1933, and of 
16,000 over 1932. This record has been 
advanced to prove that building recov- 
ery is just around the corner. The 
cynical, to be sure, refer to the homing 
instinct that sends the happy couple 
from the altar back to share the old 
homestead with Pa and Ma. But re- 
cent surveys indicate that the number 
of families living with other families 
is rather small. It is the normal thing 
for American families to live by them- 
selves. The increased number of mar- 
riages indicates either a better eco- 
nomic status or a recovery of courage 
or both. At least the marriage curve 
is as good an index of future building 
needs as some others that have been 
followed in the past. 
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Again the Conven-_ 


tion Season 
ra INDUSTRY has much reason 


to be grateful to the associations — 


and to association officials for the 
work done during the past months 
of prospecting and experimenting. 
Some of that association work had 
spectacular news value and got on the 
front pages; but much of it, and that 


not the least important, was done 
quietly and without the blowing of 
trumpets. 


Once more the convention season is 
opening. The secretaries doubtless will 
need to do little urging to persuade 
their members to attend; for the jig- 
saw puzzle of industrial, mercantile 
and governmental relationships is not 
yet fully put together, and an alert 
lumberman would not be likely to 
overlook so promising a chance to get 
the available light on this increasingly 
important angle of his business. But 
in addition to the New Deal matters 
there are the old and yet ever new 
problems of business management that 
must be solved in the lumberman’s 
own office. These problems are due to 
receive much attention at this year’s 
conventions. 

The Carolina Retail Lumber & 
Building Supply Dealers’ Association 
promises “A Convention that is Differ- 
ent.” The Northeastern association, 
with its usual instinct for picking out 
definite objects and naming them by 
name, announces as the keynote of its 
convention, “Make Housing Thrive in 
35.” The Mountain States Lumber 
Dealers’ Association sets as its target, 
“Develop Business—and Profits—in 
1935.” The slogan for the entire meet- 
ing of the Illinois Lumber and Ma- 
terial Dealers Association is to be, 
“Our Part in a Revival of the Building 
Industry During This Year.” 

The Northwestern association, 
which has been experimenting with 
methods of formal education as 
adapted to the needs of business, an- 
nounces a Lumbermen’s Merchandis- 
ing Institute to be held immediately 
after the convention. This will be an 
intensive course dealing with planning, 
building, estimating, the Federal hous- 
ing program and a score of other mat- 
ters ranging from air conditioning to 
practical selling. 

The conventions are offering a broad 
and practical line of instruction and 
entertainment. No retailer could af- 
ford to miss the discussions of Title 
2 of the National Housing Act. Also 
he owes it to himself to meet with his 
fellow dealers. It’s in the cards that 
in the future he must learn how to get 
along with them, and this gathering of 
the convention clans is a good place to 
begin. 
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LJow to Build or Buy A New Home With NHA 


Insured-Mortgage Loan, 


Long-Term 


What are the requirements for Gov- 
ernment financing of new home build- 
ing, and how does the long-term, in- 
sured-mortgage plan provided by Title 
Two of the National Housing Act op- 
erate? 

The answer to the above query 
should be, and is, simple. No compli- 
cated procedure involving the study 
or even the reading of lengthy regula- 
tions is required. The step-by-step 
way to work out the preliminaries to 
obtaining a loan in any amount up. to 
$16,000 for a term of years up to 20 
is neither difficult nor devious. 

Just consult with the contractor or 
builder whom you intend asking for 
an estimate covering the construction 
cost of your house. Or, the nearest 
neighborhood bank or local lending 
agency qualified by the Government 
to write insured mortgages under 
Title Two. 

Since each individual loan calls for 
different consideration, the simplest 
way to secure accurate information is 
to apply to the bank, building and loan 
association or mortgage company. A 
list of lending institutions thus far 
approved can readily be obtained from 
the Federal Housing Administration, 
Washington, D. C., or your State di- 
rector’s office. 

Make your financing arrangements 
early if you plan to build next spring 
or summer. The business of prepar- 
ing and filing a borrower’s application 
for an amortized mortgage is not com- 
plicated. Necessary information, cov- 
ered by the application form and 
credit statement, combines a personal 


Financing 


history that goes briefly but thor- 
oughly into the borrower’s — back- 
ground so as to reflect the reliability 
and responsibility of the applicant, as 
well as to determine whether one can 
reasonably meet the monthly obliga- 
tion assumed under an amortized 
mortgage. 

Then the question all-important to 
the new-home builder: “What will 
my home cost me?” can be answered 
at once. Stated in terms of monthly 
payments, equally distributed over the 
full period of the proposed loan, the 
proportion of each periodic payment 
credited to principal, interest, mutual 
mortgage insurance, fire and casualty 
insurance, general taxes, special as- 
sessments etc., is determined in ad- 
vance. 

The term of years your insured 
mortgage is to run—or, to put it dif- 
ferently, how many months must 
elapse before the borrower’s payments 
will equal the equity in the property 
covered by the loan, depends upon 
three things: 


(1) Location of the home site and 
value of realty from stand- 
point of economic risk and 
possible re-sale ; 

Personal financial capacity of 
borrower to repay predicated 
on present income, life-expect- 
ancy etc.; 

(3) Costs of construction in rela- 
tion to proposed plans and 
compared with underlying 
value of building lot. 


Questions of architectural plans and 
contractor’s estimates need not be an- 


By Percy Wilson, Regional Director 
Federal Housing Administration, Re- 
gion No.7 (Illinois—Indiana— lowa) 


swered until after the applicant for 
an insured-loan has ascertained 
whether the mortgage he seeks, in the 
amount he requires and for the num- 
ber of years in terms of months up 
to 240, will be insurable. The section 
of a city in which a home site is lo- 
cated may, for instance, be a control- 
ling factor for determining whether 
the Federal Housing Administration 
will look upon the mortgage as a 
sound economic investment. The Title 
Two section of the National Housing 
Act is intended to stimulate new home 
building and improve national hous- 
ing standards—not to artificially pro- 
mote new construction where it is not 
needed. 

Bearing in mind throughout that 
the Government lends no money, but 
merely insures the lender against risk 
up to 80 percent of the full appraised 
value of the home site and proposed 
improvement, the borrower should 
first find out whether he and his de- 
sired new home are insurable risks— 
regarded together. Just as he would 
first take a physical examination for 
life insurance, he should find out first 
of all whether he can qualify as an 
insured lender, for the amortized 
mortgage plan provided by Title Two 
protects the rights and equities of both 
borrower and lender by means of the 
tested principle of mutual insurance. 

Any of the State or regional offices 
of the FHA will be found ready at all 
times to supply any required informa- 
tion. Lumber and material dealers 
are invited to make full use of the 
facilities thus offered. 


Asks Billion More for Home Owners 


relief of home owners. 


“Under existing law the actual loan capacity of the Home 
Owners’ Loan Corporation is approximately $2,700,000,000. This 
is less than half the amount that would be necessary to grant all 
of the applications for relief. It is over a billion dollars short of 
the sum required to provide even for the properties which already 
have been appraised for assistance. For these reasons | have in- 
troduced in the Senate today a bill to increase the bonds of the 
Home Owners’ Loan Corporation by one billion dollars. 
should be sufficient to insure help where it is most needed, until 


[Special telegram to American Lumberman] 

Washington, D. C., Jan. 3.—Senator Wagner of New York 
today introduced a bill in the Senate to add a billion dollars for 
In connection with bill dealing with the 
Home Owners’ Loan Corporation, he says: 


relief everywhere. 


deterioration. 


This 


still further improvements in general economic conditions bring 


"Under the original legislation, public aid was provided only to 
forestall foreclosure, to check tax delinquency, and to prevent 
But Congress soon realized that home ownership 
has positive as well as negative aspects, and segregated $300,- 
000,000 to encourage modernization, rebuilding and enlargement. 
My bill now earmarks an additional $100,000,000 for these broader 
purposes. Families should not only be protected from eviction; 
they should also be encouraged to draw inspiration from the 
continual improvement of the homes that are bound up so in- 
timately with their personal experiences and hopes." 

The bill will come up for consideration in regular course. 
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Here and there we run across 


a lumber business that is run 
from a down-town store, right on 
Main Street; without much lum- 
ber or other mercantile articles 
fabricated of wood in sight. Prob- 
ably a few corner cupboards and 
some window frames and a panel 
or two of roofing, prominently 
displayed, carry the burden of 
creating lumber atmosphere. One 
of these is the Franciscus Co. 
(Inec.), of Lewistown, Penn. J. 
F. and M. W. Franciscus and 
some associates operate this es- 
tablishment. First of all it’s a 
big-time hardware store; the lead- 
ing one in the city, so far as we 
could tell. It handles a big and 
diversified hardware stock, and 
allied lines. It also handles coal, 
and it’s a lumber company. Mr. 
Franciscus said all these lines 
made a good sales combination; 
but keeping informed on that 
many Codes, making the re- 
ports and gathering the statistics 
called for by public control, is 
likely to have at least one man 
panting along at high speed. 


EXPOSING THE CALLER 
TO DISPLAYS 


The store was undergoing 
some remodeling; specifically, 
having the office quarters placed 
at the rear of the store. A good 
many lumbermen who operate 
sales and display rooms find this 
arrangement is an aid in making 





An interior view of the uptodate 
plant of the Lundy Lumber Co. A 
feature is a waiting alcove 
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A close-up of the display 


windows of the Lundy 
Lumber Co., Williams- 
pert, Pa. 





small sales. The customer 
passes along through the 
displays and may _ see 
something he wants but 
that had slipped his mind, 
or something he hadn't 
thought of wanting until he 
saw it right before his face and 
hands and pocketbook. Just as 
well give the silent salesman a 
chance to do his stuff. 

Cc. A. Hoffman, of the Hoff- 
man Co., Lewistown, had some 
good words for the basic prin- 
ciples of NRA. Maybe these 
things go by States or by dis- 
tricts or trading areas; maybe 
they work better with some 
kinds of trade than with others. 
We got to feeling for a while, in 
certain other States, that NRA 
wasn’t popular at the party; 
used the wrong kind of soap or 
something. Anyway the boys 
talked about her in a scandalous 
way. But over here the lumber- 
men seem to think she’s quite a 
nice little thing; might be nicer 
if she were a little more scrupu- 
lous about treating everybody 
alike, but that defect was gen- 
erally laid at the door of rules 
enforcement. 

Mr. Hoffman and a number of 
others in western Pennsylvania 
say that the rules have been a 
grand thing for the business of 
retailing lumber. Some are posi- 
tive that these rules have vir- 
tually saved the _ industry. 
Things were bad and rapidly get- 
ting no better; quite the con- 
trary, as the seasick man said 
when asked if he’d had dinner. 
A certain number of alleged mer- 
chants found themselves in need 
of something they could use for 
cash. They were not unique in 
this respect, but they went on 
from there and began selling 
stock for anything it would 
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bring. This is usually a short- 
cut to going out of business; for 
the stock wasn’t replaced, and 
after a time there wasn’t much 
left to lay upon the altar of liqui- 
dation. But in the meantime 
these sacrifice sales were playing 
hob with the market. Something 
had to be done to protect the in- 
dustry as a whole, and the gen- 
eral rules seemed to be that 
necessary something. 


STOPPING SALES 
BELOW COST 


Mr. Hoffman wasn’t ready to 
say that all the rules were as 
carefully drawn as they might 
have been. He thought the mat- 
ter of establishing prices was 





the local market. We heard of. 
a specific instance of that kind, 


at a point quite a long distance 


from Lewistown. In fact, so far 
as we could learn, competitive 
conditions in Lewistown have 
been reasonable enough; but 
trucks make little of miles, and 
competition may originate any. 
where. Even the railroad may 
be used at times. We were told 
of a millwork job being sold at 
some 20 percent or more under 
local Code prices, and delivered 
without cost from a mill 800 
miles away. 

It is this utterly demoralizing 
price slashing that Mr. Hoffman 
thinks should be corrected by 
general administrative rules, 
While he would be willing to see 





The shelves on this sales desk of the Lundy Lumber Co. are on the 
side toward the customer 


done with unnecessary crude- 
ness; that the general levels 
were put too high all at once. 
Something, in reverse to be sure, 
like the back-seat driver who 
said if we'd started to stop 
quicker we wouldn’t have had to 
slow down so fast. If prices had 
gone up more gradually and 
without the necessity for back- 
ing up, the public would have 
taken it more kindly. In Mr. 
Hoffman’s opinion, the great 
value of such rules was to stop 
sales below cost. These below- 
cost sales may sprout from vari- 
ous roots, all of them noxious. 
It may be the purpose of getting 
some cash in hand, right now; 
and that’s rather understand- 
able, for if a person’s hungry he 
doesn’t see the welfare of the 
industry in clear perspective. 
But it may be the purpose of 
forcing some particular competi- 
tor into bankruptcy, in the hope 
of being left in peace to exploit 


the process improved and en 
forced, he’d be sorry to see the 
scheme abandoned. In this oli 
sawmill country there is some 
rather difficult competition in di 
mension stock to be met with 
from little mills. scattere 
through the mountains. If 3 
clear division could be made be 
tween the little farmer mill tha 
cuts dimension for local sale, ané 
the somewhat larger mill thal 
enters the market with a rathe 
complete offering, Mr. Hoffmal 
would be in favor of abandonint 
native dimension and leaving il” 
out of the regulatory system. He 
says he’s always had this com 
petition and never has expecté 
to make a profit on a 2 by # 
The practice of buying framinf” 
lumber out in the country ha@ 

been followed so long and is @ 

firmly established that he think7 
it hardly worth while to try de> 
ing anything about it. 5 
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Comments About Public Control—A Dependable Real-Estate Market 
as a Basis of Retailing—Softening Up Those Old Cans of Paint 


ate several yards; one at Belle- 
fonte, near the big spring which 
gives the town its French name, 
one at Lock Haven and one or 
two more. Ben Claster, at Lock 
Haven, said there was little new 
building in ’34; not even the 
usual mountain cottages. This 
is a famous hunting and fishing 
country. Not far from Lock 
Haven the State of Pennsylvania 
has a huge forest; and we under- 
stand the State leases cottage 
sites along lake frontages and in 
other desirable places in this 
forest, for rather long terms of 
years and at low rentals. Mr. 
Claster said the cottage sales, 
like other departments of the 
construction trade during ’34, 
could have been better. The 
neighbors tell us the Clasters are 
keen on the customer trail and 
feel that something has slipped 
if a prospect escapes without 
buying. 


A RESORT AND 
HUNTING COUNTRY 


Eugene M. Emery, of the 
Emery Lumber & Coal Co., Wil- 
liamsport, also mentioned the 
mountain cottage trade as some- 
thing that usually weighs in with 
rather important volume but 
that rather sagged in the middle 
during last summer. Mr. Emery 
praises the surrounding moun- 
tains as fruitful places in which 
to meet up with a bear or a buck, 
but not quite so good if you 
want a fish. The fishing occu- 
pation, it seems, has been some- 
what overcrowded. 

But Williamsport looks upon 
the adjoining wilds or semi-wilds 
as just a sideline. The city is 
a widely known center of manu- 
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\THE MODEL RETAIL YARD IS STILL A 


GOOD NUMBER 


facturing. The famous Lycom- 
ing motors are made here, and 
there is a big steel company and 
other industries. One of the 
things that have _ probably 
shushed the building trade a bit 
of late centers in the banks. We 
didn’t learn the real nature of 
the case, but, for one or several 
reasons, a lot of real estate got 
owned by the banks; which 
didn’t do either party to the 
transaction a lot of good. 


VALUE OF A STABLE 
REAL-ESTATE MARKET 


In talking about this turn of 
events, Mr. Emery said he 
thought some of the abundant 
planning that is getting done in 
these days ought to be aimed 
more directly at stabilizing the 
real-estate market. In a gen- 
eral way, this has been in the 
minds of the planners, of course; 
but up to the time of going to 
press the resulting stability has 
not appeared in over-powering 
quantities. While there may be 
some large difficulties in the way 
of unscrambling the eggs that 
have already been fried, there 
might at least be some precau- 
tions about those that will be 
laid in the future. Certainly the 
whole thing has a bearing upon 
the Federal Housing plan; a 
plan everybody wants to succeed 
in a large way. So long as ex- 
isting houses can be bought at 
distressed or liquidation prices, 
just so long will the customers 
be shy about building more. If 


a family wants a house and can 
finance it handily, it will think 
three or four times before it in- 
vests, say $6,000, in a structure 
which when completed would 
command only ahout $4,000 on 
the open market. This is some- 
thing for the administrators of 
the Federal project to think 
about; and no doubt they have 
been thinking about it to good 
purpose. 

Mr. Emery at least is inclined 
to be hopeful that Federal 
thought on this subject will bear 
fruit; for he rather likes the 
planning the Federals did in es- 
tablishing general standards and 
regulations of business. The 
Code, in his opinion, has done 
a useful job in making sense- 
less competition less fashionable; 
not a complete job, perhaps, but 
promising. 


A SPLENDID RETAILING 
PLANT 


Williamsport has a lumber 
yard that is quite unusual in 
appearance and equipment. It 
belongs to the Lundy Lumber 
Co. Frank B. Lundy tells us he 
sold lumber on the road for some 
years, and his experience as a 
salesman resulted in one little 
feature we want to mention first. 
There is an alcove or waiting 
room where anybody, including 
customers, may wait—though it 
is a policy of the place that cus- 
tomers shall not have to do much 
waiting. There is a settee along 
one wall, and opposite is a range 





This is the unusual plant of the Lundy Lumber Co., of Williamsport, Pa. 
company has both main yard and down-town store. 


The 
Minor changes have 


been made since this picture was taken 
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FRANK B. 

LUNDY, 

Williams- 

port, Pa. 
who. after 
being on 
the road for 
some years, 
turned to 

retailing 





of shelves where trade and archi- 
tectural journals are ranged in 
orderly piles. Among them is the 
AMERICAN LUMBERMAN. “When I 
was a salesman,” Mr. Lundy said, 
“I liked to have a chance to 
read the AMERICAN LUMBERMAN. 
Out on the trip, I had to depend 
on reading customers’ copies. So 
I arranged this room for the 
comfort and interest cof sales- 
men.” 

This company was not content 
with its fine plant and sales 
equipment at the yard, and has 
established a down-town store in 
addition. Itseemsthatsome years 
ago the city coveted the former 
site of the yard for a school 
building and took it over by 
right of eminent domain. So the 
yard had to go out quite a dis- 
tance; and the down-town store 
was established for the benefit of 
shoppers. This company handles 
paint; and Mr. Lundy said the 
34 sales in this department were 
100 percent ahead of those of 
*33. We noticed a device, new 
to us, in the paint department; 
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a machine operated by motor 
that softens up and mixes paint 
right in the can. This is called 
the “Miracle Paint Rejuvenator,” 
and is manufactured by the 
Miracle Paint Rejuvenator Co., 
St. Paul. The company likes the 
machine so well it has two of 
them; one at the yard and the 
other down town. There’s no 
such thing as paint lost from 
hardening, as long as the can 
has remained tight; and custom- 
ers and professional painters 
like to have stock that is thor- 
oughly mixed and stirred, ready 
to use. 


A RETAILER WHO 
CONTRACTS 


Mr. Lundy has also organized 
a collateral business; that of 
contracting. His decision was 
dictated by unusual local cir- 
cumstances, as the combining of 
material merchandising and con- 
struction nearly always is. Of 
course we don’t know the local 
contractors. But the company 
went along with them for some 
years while they went from good 
to bad. It is just possible that 
the ownership of so many houses 
by banks stems from the same 
root that sprouted contractor in- 
solvency. At least it seems, from 
what we hear, that a good many 
contractors sprung up something 
like Jonah’s gourd. They didn’t 
know too much about estimating 
in the first place, and then inter- 
contractor competition got com- 
plicated with temper and other 
unfortunate’ ingredients. The 
result was that the most efficient 
thing they did was to lose money 
on jobs, with the material dealer 
holding the sack. This got a 
little tiresome after a time; so 


“End Piling Is Best,’ Says 


“Off and on” the AMERICAN LUMBERMAN has 


AMERICAN 


Mr. Lundy cleaned up with them, 
charged off the necessary losses, 
organized his own construction 
company and went on from there. 
He doesn’t expect to get much 
trade from the independent con- 
tractors; in fact deals with them 
only on the basis of cash on the 
barrel head. 

Another matter about which 
Mr. Lundy has pronounced ideas 
is the wholesalers’ policy of sell- 
ing truck-lots at car-lot prices. 
This subject has been discussed 
a good deal at conventions for 


LUMBERMAN 


the wholesaler’s warehouse and 
deliver it to the job. The whole- 
saler does the retailer’s ware- 
housing for him and carries his 
investment in stock until the 
time when the material is actu- 
ally delivered to the carpenters. 
The wholesaler can’t, on any ac- 
counting basis, afford to do this 
and sell at car prices. Eventually 
the wholesaler will virtually be 
the retailer and will exercise 
control over the latter. Mr. 
Lundy thinks the practice not 
only gives an unfair advantage 





Plant of the: Hoffman Lumber Co. 
competition of native dimension from small mills, it never expects 
to make a profit on 2x4's 


some years, and a certain amount 
of progress has been made. When 
this type of so called service has 
reached a maximum, it means 
that the dealer with practically 
no yard or stock can bid on jobs 
on an even basis with the fully 
equipped and fully stocked re- 
tailer. Then the merchant whose 
equipment is an office and a 
truck can get his stock out of 
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, Lewistown, Pa. 


to the poorly equipped retailer, 
but that it also puts the whole 
fabric of retailing in danger. 
Like a good many of his neigh- 
bors, Mr. Lundy thinks the gen- 
eral principles, or at least the 
aims, of the NRA are pretty 
good, and would be fine if they 
could be enforced impersonally 
and completely. 
think this enforcement has been 
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January 
impersonal or complete, up tol ally gro 
date. In some districts it seems) always ! 
to be better than in others; g) ventory 
situation rather to be expected, be a 
since in the last analysis it must) 9, aver 
depend upon human agencies.) molding: 
We heard of one local Code Au-' front; n 
thority (not in this district, we waited o 
hasten to add), who, when vio asks for 
lations were reported to him, cut it fc 
would pound his desk and say, would u 


“If these fellows don’t abide by 
the rules, why I’m going to break 
over, too.” For a while the 
ominous threat of Federal au- 
thority scared a good many of 
the loose-policied brethren into’ 
mending their ways. Then a 
few tentative over-steppings were 
tried, by way of experiment; and 
when nothing much happened ex- 
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had considerable to say concerning the respec- 
tive merits of “end piling” and “flat piling” of 
moldings. To this discussion a number of re- 
tailers have, from time to time, made valuable 
contributions, based upon their own experiences 
with one or the other of these methods, 

The latest of these contributions comes in 
the form of a very interesting letter to the 
AMERICAN LUMBERMAN from F., S. Coulter, 
manager Farmers’ Co-operative Lumber Co., 
Worland, Wyo., a subscriber to this journal for 
something like 22 years. Mr. Coulter, who is 
a staunch partisan of the “end piling school,” 
elucidated his subject with a pencil sketch, 
which our artist has elaborated somewhat as 
herewith reproduced. Mr. Coulter says: 

“Some months ago you published several let- 
ters from dealers on the subject of flat versus 
end storage of molding. The consensus of 
those letters seems to be that flat storage is 
best; which leads me to wonder how many of 
the writers have really tried end storage. About 
twenty years ago I read 
LUMBERMAN something about end storage writ- 
ten by the late Met Saley, and became inter- 
ested in that method. 
dealers and to salesmen, and they all thought 
I wouldn't like that method, but I was not satis- 
fied with flat storage, as I have something of 
a ‘show me’ complex (having once traveled on 
a train across Missouri). 

“In 1917, to satisfy myself, I had a tempor- 
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cept a shaking of a finger and a BF oop 
mild tut-tut, the bars began to with all 
come down. There was pretty travels | 
much the old situation over and mo 
again. The boys who played Smithfie 
square in the old days continued ware m 
to do so; but the fellows for) Junct, 0 
whom the Codes were really de| fully = 
vised went back to ways that po ye 
were dark. It is likely that be- more hz 
fore these lines get into print a = ¢gmmur 
good many administrative lines. 
changes will have been made in A gl 
Because of the the NRA. These changes had to showing 
be learned by experiment; and the ope 
one of the things learned is that 4 big p 
rules don’t enforce themselves. henge 
The old respect for Federal law) ) the 
grew out of the fact that in dence o 
former days this law was firmly tions of 
and impartially enforced. These is one 
new Federal regulations can have pe 
the same respect at the same pen 
price. In addition they ought to” jn man: 
be carefully, fairly and intelli- But | 
He does not’ gently drawn; and that, too, will to wan 
come about through experience. coffee-r 
bottle, : 
working 
® will fir 
This Dealer ily 
high-gr 
stand a 
ary rack made for the purpose of giving end) ‘© the 
storage a trial, using the lumber in such a way And 


that it could be used again in construction of a/ 
building we had in mind. However, it did not! 
take long to satisfy our employees and myself 
that it was to be end storage for us from) 
then on. 

“In 1919 we built our new lumber shed andi 
warehouse (to last 100 years) and placed the) 
molding racks on each side of where we would 
have wanted a foot passage anyway. Carpen- 
ters and other customers like this. Patterns 
may easily be located by strangers; and even 
in the dark, if necessary, by us. Partition bars 
indicate the length of the molding, saving the 
time that would be required for marking it; and 
if you can’t grab the length you want almost 
ew your housekeeping probably is at 
ault. 

“The compartments may be made any size. | 
Most of ours are from 12 to 18 inches, with a 
few of 24 inches, and one of 48 inches for 


aon 





“We raise a bundle of molding into its berth, 
and then cut the lower strings, but not the top 


“The horizontal projections (see sketch) may 
be used for climbing up. f course, we don’t 
climb these very often, but when one needs to 
do so he does not have to rustle a ladder. When 
the compartment is too full to count the pieces 
without removing them, a man may just climb up 
and count the top ends. The lengths are usu- 
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ally grouped to some extent, the shorts being 
always in front. This makes the taking of in- 
yentory easy and simple. 

“Among the advantages of end piling may 
be cited: Our inventory is exact, no guessing 
or averaging lengths. There are no dusty 
moldings, and the short pieces are always in 
front; no fishing for lengths. Customers are 
waited on in less time. If a kid comes in and 
asks for a certain pattern one foot long, we 
cut it for him with the same courtesy that we 
would use if selling his dad a house bill; and 


what is left of the piece does not have to be 
re-marked. 

“About the only disadvantage we can think of 
is that there is some warping and bending, but 
not enough to mar the display, and the loss is 
practically nil. 

“In the spaces back of the moldings, to a con- 
venient height (see sketch) are stored 1 x 2 
and 2 x 2 in the longer lengths—placed flat, be- 
cause we are part Scotch and can’t waste the 
space. 

“Shorter pieces are kept in molding berths 
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for convenience; and just inside the door is a 
berth for loose lath for customers who do not 
require a full bundle, and they are many. 

“It would try my patience to have to go back 
to the other method. The next time you go to 
Yellowstone Park, stop at our place, look over 
our layout, and see for yourself.” 


———— 
A GOOD MALE is ten times as important as a 


good hen in building up a flock of poultry, says 
a Department of Agriculture bulletin. 





“You're Sure to Find lt ¢ 
at Welch’s” 


From horse collars to automobile tires—epito- 
mizing the equine era and the motor age, together 
with all that lies between—the eye of the beholder 
travels over the varied stock displaved in the big 
and modern hardware store of Frank Welch, at 
Smithfield, Ill. But Welch is not merely a hard- 
ware merchant. His hardware business is an ad- 
junct, or rather, a complement, of an up-to-date, 
fully equipped and fully stocked lumber and build- 
ing materials yard. Together, these two factors 
round out a business which for thirty-five years or 
more has been devoted to serving the needs of the 
community along building and home furnishing 
lines. 

A glance at the accompanying photographs 
showing the interior of this big store will confirm 
the opening sentence of this story. In the front, 
a big pile of automobile tires. In the rear a row 
of horse collars. But let no one imagine that the 
latter item by any means symbolizes a bygone day. 
On the contrary, old Dobbin is very much in evi- 
dence on the farm of today; at least in many sec- 
tions of the country, and Mr. Welch’s trade area 
is one of them. Economic and other factors not 
necessary to discuss here have contributed to the 
comeback of the horse. Good work horses in that 
section are commanding the highest prices realized 
in many years. 


3ut that’s not half the story. If you happen 
to want an ax-helve, pitchfork, lamp, aluminum 
coffee-pot or stew-kettle, waffle iron or vacuum 
bottle, a paper of pins or a complete set of wood- 
working tools, it’s a foregone conclusion that “you 
will find it at Welch’s.” And of course you can 


fill your tank; that is, the tank of your car, with 
high-grade gasoline at the big, shiny pumps that 
stand at the corner, just outside the main entrance 
to the Welch store. 


And in lieu of further detailed description let 





Automobile tires at front of store, horse collars at rear, and about everything 


else in between 


The modern store of 
Frank Welch, merchant 
of lumber, building 
materials, hardware, 
etc., at Smithfield, Ill., 
would do credit to a 
much larger town 





Frank Welch leaving his home for his 
office—just across the street 





it suffice to say that the Welch establishment as a 
whole would do credit to a town many times the 
size of Smithfield, which boasts of a population 
of around 350 souls; but is surrounded by a rich 
farming territory from which by many years of 
square dealing Mr. Welch has built up a large and 
growing business. 

Not many years ago he built a modern store, 
office and warehouse which, with its adjuncts, 
houses the large stocks of lumber, building mate- 
rials, hardware etc. which enable Mr. Welch to 
supply anything from a complete house, barn or 
other structure down to the smallest article of 
“pocket hardware.” Wire fencing and posts form 
an important item of stock, and of course, these 
items fit logically into Mr. Welch’s purpose to be 
in position to supply everything in the building 
line that the modern, progressive farmer needs in 
order to get the biggest return from his acres. 

An AMERICAN LUMBERMAN representative who 
quite recently visited Mr. Welch’s establishment 
was told by that gentleman that he supposed there 
was a time when he did not read “the world’s 
greatest lumber journal,” but his memory did not 
go back that far. Anyway, he has been a valued 
reader and friend for very many years. 

Mr. Welch doesn’t have to bother about trans- 
portation to and from his “job” for his beautiful 
home is just across the street from his place of 
business. So, if a bit late for luncheon or supper, 
he can’t use the time-honored alibi, “I was delayed 
on my way home.” 





Showing more of the varied stock of this modern version of the old fashioned 
“general store" 
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Plan Gives Impetus to Building a 

a fault it 

ALLENTOWN, Pa., Dec. 31.—Realizing percent covering the unpaid balance. investment, Mr. Fritz advised that the’ customer: 


that exorbitant finance charges have been 
one of the principal causes retarding the 
building of new homes, the Trexler Lum- 
ber Co., here, has given this business an 
impetus by co-operating with individuals 
who desire to build new homes. This 
concern deals in a complete line of build- 
ing supplies as well as lumber, and can 
furnish all the material required to con- 
struct a home, from the cement for the 
foundation to the paint for the exterior. 

The individual who takes advantage of 
the Trexler plan has the privilege of 
selecting his own contractor to do the 
work, or the company will ask for bids 
from a number of contractors, if so de- 
sired. It is immaterial to the company 
who does the construction work, as no 
profit is expected from this. 

It is then agreed that the company will 
supply all the materials necessary, pay the 
contractor for the erection, and finance 
the operation by taking a first mortgage 
from the owner for the amount of the 
unpaid balance. The company will not 
add a cent for finance charges or other 





In financing operations of this char- 
acter, Victor Fritz, credit manager, stated 
that this offer is made particularly to peo- 
ple who want to own their homes, and 
not to speculative operators. 

“We are making every effort to assist 
the individual builders,” he said, “and we 
are pointing out to them the economy of 
building now while prices are at the bot- 
tom. We also show them that under our 
financing plan a five-thousand dollar home 
will cost just that much; not six thousand 
dollars, as it would under certain plans. 

“Another advantage the owner enjoys 
under our plan is that he can pay off his 
mortgage in small amounts if he prefers, 
and that he does not have to liquidate a 
second mortgage on a monthly basis. We 
do not sell these first mortgages, so the 
owner is always assured that his obliga- 
tion is in reliable hands. He will not be 
pressed for payment as long as he 
meets his interest payments.” 

When asked as to the proportion of 
the cost which the builder is supposed to 
pay in order to make the company’s first- 


man who builds a home should be able to 
finance approximately 20 percent. 
This would mean that on a five-thou- 
sand dollar home the owner should be 
able to pay about one-fifth of the cost. 
The balance of four thousand dollars 
would be paid by the supply company, 
with a mortgage:as security, which mort- 


gage will be held indefinitely as long as 


the interest is paid. 


“We have found,” continued Mr. Fritz, | 


“that the man who is able to pay this 
amount towards his home is a good risk. 
He shows some financial stability. But 
where a man is able to pay only five or 
ten percent toward the construction, or 
where he intends to place a second mort- 
gage, we advise him to wait until he is 
better able to finance the project he has 
in mind. Our plan is liberal enough to 
attract any legitimate business, and we 
are making it easier to build than any 
finance company or banker is willing to 
do at the present time. The man who 
builds under this plan is not burdened 
with excessive costs that have no relation 
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Why Not “Go After” Milk Houses? | = 

New I 

There is still a lot of business to be had of their lumber dealers, a lot of the new thing more than would just get him New I 
by lumber and material dealers in the Chi- milk houses were built. But because of through on the Pure Milk Association 
cago milk shed area, for the reason that the much greater expense that dairy barn specifications. Mostly, then, the house, 

not nearly all the milk houses needed remodeling would involve, that part of 8 feet square, would have a cement tank, et 

have been built, and the requirements for the program has been lax even in the best cement floor with drain, a_ simple 
dairy barn remodeling have scarcely been of the dairy districts. With the modern- screened ventilator, and sealed walls to 
touched. However, the Chicago Pure izing loan provisions of the National permit of easy painting. This is the 

Milk Association is still insisting that its Housing Act in force as regards farm as way it was stated by E. J. Bringstaff, Dar 

members conform their buildings to cer- well as city improvements, the lumber and manager Kankakee Lumber & Supply sing 

tain specifications so that their milk can building material men in the Chicago area Co., at Kankakee, IIl., who has sold ma- in the 

have free access to the great Chicago should get plenty of remodeling. terial for about fifty such houses. eral | 

market. A long time has elapsed since In any community where a lumber In order to be in position to help as) concer! 

first the campaign for these better build- dealer has gone after the dairy house con- much as possible, Mr. Bringstaff pro- Palgn 

ings began. Last year in some commu- struction business he has found that only cured dairy house plans from the agri- lumbe 

nities, due largely to the aggressiveness an occasional customer called for any- cultural extension department of the Uni- a 
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Milk house of Wm. Shepley, New Lenox, Ill, Milk house of H, W, Harrold, Valparaiso, Ind, broa 
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versity of Illinois at Urbana. While he 
was not able to put many of these plans 
into use, they enabled him to point out 
a fault in the other plans that saved his 
customers trouble. The Association plan 
called for a cement tank built in with the 
exterior wall. But in time any slight set- 
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the proprietors, likes to point to one used 
by William Shepley. 

In the Shepley milk house, insulation 
was used in both the wall spaces and the 
ceiling, also in the walls of the cooling 
tank. The insulation, declares Mr. Shep- 
ley, keeps the house cooler in summer 





This progressive concern promoted proper milk houses 


tling of either wall or tank causes break- 
age at the junction of the two, and re- 
pair expense must be the result. So, in 
every case possible, the tank was built 
in separate from the wall. 

Occasionally there would be a dairy- 
man who wanted the last word in a dairy 
house. Such a one was ordered of the 
New Lenox Lumber & Hardware Co. at 
New Lenox, Ill. C. W. Batson, one of 


“Ether” Carries Friendly Buil 


Datias, Tex., Dec. 31.—‘‘An adver- 
tising campaign almost without parallel 
in the United States,” is what the Fed- 
eral Housing Administration has to say 
concerning the radio advertising cam- 
paign which 1,500 Texas and Oklahoma 
lumber dealers are sponsoring. And the 
dealers themselves are finding that they 
took a big step in the right direction when 
they launched this co-operative advertis- 
ing campaign, which is known as the 
“Friendly Builders’ Hour” and which 
originates in Dallas, and is broadcast over 
a special wire service from six radio, sta- 
tions every Tuesday evening. 

Letters of praise have been received 
from both listeners and dealers. Typical 
of the latter is one from John Kilpatrick, 
Oklahoma City, who writes, “Just com- 
pleting a $400 material bill the sale of 
which is a direct result of the Friendly 
Builders’ broadcast together with a small 
newspaper advertising tie-up.” Mr. Kil- 
patrick adds that he considers his invest- 
ment in the radio campaign a profitable 
one. 

Purpose of the broadcast, which is a 
thirty-minute program comparing favor- 
ably with some of the best national 
broadcasts, is to stimulate public interest 


and warmer in winter. The New Lenox 
material concern went to no small pains 
to focus farmer interest its way. Early 
last spring it had 250 farmers as guests 
at an all-day event that closed with a 
film exhibition in the school auditorium 
at night. 

Every two weeks thereafter, through 
the spring, the firm sent out letters to 
500 farm homes. The result was sale 


in building, remodeling, and repairing ac- 
tivities made accessible to all home own- 
ers under the National Housing Act. The 
broadcast is also designed to provide a 
direct tie-up between the sponsors and 
potential trade in their respective com- 
munities. 

With a potential audience of between 
six and seven million people through six 
of the most powerful radio stations in 
the southwest, sponsors of the program 
believe there are limitless possibilities in 
the Friendly Builders Hour which was 
introduced to the public on Oct. 2 and is 
still in progress. Originating from 
WFAA, Dallas, the program includes the 
Jel Canto quartette, already famous 
throughout the South, and the WFAA 
studio orchestra, both of which will be 
permanent features. Guest speakers from 
time to time are selected from outstand- 
ing authorities in the building industry 
in the Southwest. 

The broadcasts are largely educational, 
with enough entertainment injected to 
hold interest. Through the announce- 
ments and the speakers, listeners are in- 
formed about housing and home-build- 
ing, about the government’s plan of 
financing, and of the services available to 
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of a good volume of material for milk 
house and dairy barn building or re- 
modeling. Since then the New Lenox 
company has remodeled and enlarged its 
own set of buildings to set an example 
to the country at large. 

Another lumber company that has 
gone after the milk house and dairy barn 
improvement work is the Smith-Nuppnau 
Co., of Valparaiso, Ind., also in the Chi- 
cago milk shed area. Because of the pro- 
motion on the part of the Pure Milk As- 
sociation itself the Smith-Nuppnau Co., 
by stirring itself among the prospects, got 
business all over the county. This com- 
pany also has an ideal milk house to show, 
even more elaborate than the one at New 
Lenox. This structure, of hollow tile, 
was only a small part of a dairy building 
construction program that the company 
carried through on the H. W. Harrold 
farm. Here also, in the slack year of 
1933, was built one of the finest dairy 
barns in the country. 

“T never saw so much potential farm 
business in my life,” said Byron Smith, 
of the Smith-Nuppnau Co. “Just let 
conditions become normal again and 
there'll be business. In the meantime, 
we go after such jobs as repairs for 
dairy buildings, and know that we are 
doing a good service.” 

There are localities in which lumber 
dealers seem to be all unmindful that 
the milk house and dairy barn improve- 
ment program is in order. “Well, I’ve 
been getting some call for milk house re- 
pairs, but I didn’t know why,” said one. 


ers Message 


every listener through his local dealer- 
sponsor. 

Sales suggestions are presented in the 
commercial announcements, two being 
made during each half-hour program by 
the station announcer. Typical of these 
announcements are the following ex- 
cerpts: “Have you ever stopped to think 
just what a vital service the retail lum- 
ber dealer in a community renders? His 
is usually one of the first business houses 
in a new town . because he supplies 
the material with which to build other 
business houses and homes. The retail 
lumber dealer in truth is the medium 
through which communities are built and 
homes are made available to us y 
Another, “Your local retail lumber dealer 
is general headquarters for the materials 
to be used in this modernization and new 
building campaign. Begin planning now! 
Make a decision to build or remodel, and 
let your local retail lumber dealer help 
eee 

Throughout the program full credit for 
the entertainment is given.the sponsoring 
lumber dealers and the audience is re- 
peatedly reminded to look for the identi- 
fying emblem on the store front of each 
local dealer. The emblem is in red, 
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white and blue with “sponsor” and 
“Friendly Builders Hour” printed 
through the center. In the lower portion 
of a symbol which represents a note of 
music is the Friendly Builders’ symbol of 
a saw and hammer. 

This emblem, transferred to every 
sponsor’s door by a decalcomania process, 
is a part of the advertising and merchan- 
dising tie-up which participation in the 
program affords. Maximum cost to 
sponsor-dealers is $5 per month per yard. 
This fee includes the decalcomania sign 
and a small electro for imprinting the of- 
ficial emblem on letterheads, envelopes, 
and direct mail literature. 

Additional advertising materials in- 
clude printed post-cards available to 
sponsors at cost price. Printed on gov- 
ernment postal cards the price is $1 for 
100. Without the stamp the cost is $1 
for 300. Cards are thus available for use 
either as enclosures or as separate mail- 
ing material. So worded that they can 
be used prior to any broadcast, the cards 
can be kept on hand in quantities to be 
mailed out as the dealer desires. 

A series of eight newspaper ads also 
is available to all sponsor-dealers. These 
are in mat form for immediate use in lo- 
cal newspapers, needing only insertion of 
the dealer’s name. Cost of the series is 
$1. Frequently, where there are several 
sponsors in one city they have used the 
newspaper ads as a co-operative cam- 
paign, with names of all dealers printed 
at the bottom of each ad. 

Newspaper publicity stories for use by 
local dealers are also prepared, to be sent 
out with the advertising series. These 
stories are written in interview form and 
include comments on building activities 
and business conditions throughout the 
country. The ads are available in one, 
two and four column sizes, and all call at- 
tention to the Friendly Builders program. 
They also urge repairing, remodeling and 
building -of homes. 

This program had its beginning with 
the decision of the Lumbermen’s Associ- 
ation of Texas several months ago to 
sponsor some kind of a constructive ad- 
vertising program that would enable the 
local retail lumber dealers to get their 
rightful share of the consumer’s dollar. 
Accordingly, a radio committee was ap- 
pointed to represent the Texas lumber- 
men. A little later the Oklahoma lum- 
bermen became interested and named a 
committee to represent them and to co- 
operate with the Texans. These two 
committees are continuing active in the 
program. 

On the Texas committee, headed by G. 
H. Zimmerman, of Waco, vice president 
of the William Cameron Co. (Inc.), are: 
Henry Mitchell, of John E. Quarles Co., 
Fort Worth; Jack Dionne, Houston; 
Max Lingo, Lingo Lumber Co., Dallas; 
Tom Griffiths, Griffiths & Co., Dallas; 
and Hugh B. Hawley, Lyon-Gray Lum- 
ber Co., Dallas. 

The Oklahoma committee is as fol- 
lows: E. A. Foster, of Carey, Lombard, 
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Young & Co., Oklahoma City; Oren 
Huston, F. D. Bearly Lumber Co., Okla- 
homa City; and Harper Baughman, 
Baughman Lumber Co., Ponca City. 

The office of R. G. Hyett, secretary of 
the Lumbermen’s Association of Texas, 
at Houston, was named as headquarters, 
and has been used extensively in trans- 
acting business and as a clearing house 
for merchandising the program. 

With naming of the radio committee, 
Mr. Zimmerman became the moving gen- 
ius behind the Friendly Builders’ pro- 
gram. He traveled thousands of miles, 
talking before lumber dealers’ meetings 
all over the State in bringing the pro- 
gram to fruition. Response to his mes- 
sage was immediate and wholehearted. 
The Texas dealers decided that a high- 
class co-operative program would be the 
best and most economical means of win- 
ning their rightful share of the custom- 
er’s dollar. 

The Erle Racey advertising agency in 
Dallas was then authorized to formulate 
plans for a suitable radio and newspaper 
advertising program, with a tie-up also 
on direct mail and newspaper publicity. 
The resulting campaign has been consid- 
ered one of the most outstanding from 
the merchandising, advertising, and radio 
broadcasting standpoints. 

Says Mr. Zimmerman, “We can’t over- 
estimate the possibilities in this program 
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and what it will accomplish for its spon-/ 


sors during the next year or so. Begin-/ 
ning just when the Better Housing pro-/ 


gram of the Federal Housing Adminis-7 


tration was gathering momentum, the 
Friendly Builders’ program is extremely 
timely. 

“Instead of complaining about the vol- 
ume of business going to other lines of 
trade, the retail building material dealers 
of the Southwest have discovered the 
value of meeting this competition on its 
ground and with the same weapons, 
namely good advertising and consistent 
merchandising.” 

The program first went on the air from 
6:15 to 6:45 o’clock on Tuesday night, 
Oct. 2, over the following chain of sta- 
tions: WFAA, Dallas (800kc) ; WOAIT, 
San Antonio (1190kc) ; KPRC, Houston, 
(920kc); WKY, Oklahoma City 
(900kc) ; KVOO, Tulsa (1140kc) ; and 
KCRC, Enid (1370kc). 

This was the most favorable time that 
could be obtained at first, but with the be- 
ginning of the new year the time will be 
changed to 9:30 to 10 o'clock each Friday 
night. The stations will remain the same, 
with the exception of KCRC, which is 
not in operation at that time. Change in 
time was made because of the lumber- 
men who believe that a larger audience of 
home owners and prospective home own- 
ers will be listening at the later hour. 


This Plan Works Well 


Passaic, N. J., Dec. 31.—The five out- 
side salesmen working for the Passaic- 
Bergen Lumber Co. are closing from 20 
to 50 percent of their outside contacts. 
This is a mighty high percentage and was 





Illustrating the sales approach of Passaic- 
Bergen consumer-contact men 


accounted for as follows by Roy E. 
Sweeney, general manager of the com- 
pany, which is one of New Jersey’s larg- 
est distributors of lumber, millwork and 
mason materials; with six yards, located 
in Passaic, Ridgewood, Bogota, Linden, 
East Orange and Millburn. 

“Up toa year ago,” said Mr. Sweeney, 
“we employed as many as 12 consumer- 
contact men, who worked on a cold can- 
vass from door to door; but we found 
that this system caused too much wasted 
effort and discouraged the men so much 
that they quit within a short time. To 
keep a force of 12 outside salesmen ac- 
tive at all times we were obliged to inter- 
view new men continually to replace 
those resigning. Because of high turn- 
over results were below par. 


“Finally, we decided to eliminate cold- 
turkey canvassing, and raise the dignity 
of the outside salesman to that of an in- 
vited guest. In fact, we no longer refer 
to our outside salesmen as such. We call 
them consumer-contact men. Our pres- 
ent procedure is to circularize a certain 
territory with manufacturer’s literature 
or a specially prepared enclosure. We 
also enclose a return postcard reading, 
‘We invite your representative to call 
and talk to us about home modernization. 
Please call on.......... ee 
Underneath is space for the signature and 
address. When these cards are returned 
they are allotted to our five consumer- 
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contact men for follow-up. These direct 
mailings ease the approach at the door- 
step and minimize sales resistance. More- 
over, they save time, because the pros- 
pects name convenient hours for inter- 
views. 

“On some mailings we have closed 50 
percent of the prospects replying, and 
seldom less than 20 percent. Our average 
is three calls to a sale. Sales this year 
are twice those of last year, yet we now 
use but five consumer-contact men 
whereas we previously emnloyed twelve. 

“Since the FHA started, we have ex- 
perienced a substantial increase in returns 
on our direct mailings, and we have de- 
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veloped a Home Advisory Service in con- 
nection with the Federal Housing Ad- 
ministration program, which is helping us 
build sales and good will. Letters are 
mailed every day to prospects; and are 
changed each week. One week the letter 
will be about roofing; the next about 
flooring, and so on. We have received as 
many as 100 replies to a week’s mailings. 

“Our consumer-contact men formerly 
worked on straight commission when they 
were cold-canvassing. This is not help- 
ful to morale because every man likes to 
have at least a few dollars in his envelope 
on Saturday night, even if it is only 
enough for ‘eats.’ Under our present 
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sales set-up, we are so certain of profit- 
able returns that we allow our consumer- 
contact men drawing accounts against 
their prospective commissions. Our larg- 
est sales have been for modernization 
work—insulation jobs leading. To con- 
vince ourselves that insulation would do 
all that was claimed for it we made tests, 
and when they resulted satisfactorily we 
made a drive for the business. We have 
also sold considerable roofing and floor- 
ing for modernization. We co-operate 
with reliable building contractors, and our 
consumer-contact men often go out with 
these contractors to help them close 
sales.” 
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New Sales Openings for Storm 
Windows and Insulation 


The alert merchandiser must “keep his 
ear to the ground” for changes and develop- 
ments in industries other than his own, for 
often a new development in one industry 
will open a trade opportunity, or close one, 
in an entirely different field. 

An example which is interesting as well 
as suggestive, particularly to dealers in 
cities where—as in Chicago and numerous 
other municipalities—under pressure of in- 
tensive selling campaigns by the utilities 
companies, many householders are _install- 
ing gas heat in lieu of other fuels, is. to be 
found in Denver, Colo. There gas furnace 
installations are producing a lot of storm 
window business for the Hallack & Howard 
Lumber Co. “The gas company,” explains 
Vice-president I. F. Downer, “agrees that 
the cost of gas furnace operation for the 
first two years after installation shall not 
exceed that of coal, including ash removal 
and other expenses. Naturally, the com- 
pany is anxious to see that homes having 
their installations are protected against un- 
necessary heat loss.” 

“We're selling more storm windows this 
year than ever before, and we expect the 
line to continue to grow steadily in pop- 
ularity,” says Mr. Downer. 

The lumber company has gone after the 
storm window business by contacting people 
who have installed gas furnaces and through 
consistent newspaper advertising on the 
item. The gas company “backs up” the 
product with suggestions and recommenda- 
tions wherever possible. 

The Hallack & Howard company also 
goes after the insulation business in homes 
where gas furnaces have been installed. But 
Its greatest volume is done in the storm 
windows. Competition from low-priced 
insulation materials has hurt the high- 
grade insulation business. Because they are 
anxious that the house be insulated in some 
way and fearful that high priced products 
might prevent this, the gas company is in- 
clined to favor the cheaper products. This 
applies mainly to smaller homes. Larger 
home owners are good prospects for qual- 
ity insulation products. 

The storm window business is not ad- 
versely affected by insulation. In fact, the 
windows are easier to sell after a house has 
been insulated. The owner can be shown 
that his investment in insulation will have 
been largely wasted unless the openings are 


properly protected. Colorado has never 
been much of a storm window territory, 
but this appeal is creating a lively demand. 


“Rime AND Reason”—or “Why Folks Go 
From Bad to Verse,” is the title of a booklet of 
chuckles, some rhymed and some plain “mill 
run,” from the facile pen of J. W. Cunning- 
ham, Toledo, Ohio, of the retail lumber concern 
bearing his name. A copy just received by the 
editor of this department delayed his desk work 
a half-hour while he perused it “from kiver to 
kiver”! The Code has not restricted this lum- 
berman’s output of humor. 


Retailer Ties Up His Campaign 
With NHA 


A. Drabek, lumber retailer at Wahpeton, N. 
D., last week sent this department an advance 
copy of a large advertisement which he in- 
tended running on the Better Housing page of 
the local newspaper. The advertisement is 
headed “Wahpeton Shows The World That The 
National Housing Act Will Go Over In A Big 
Way.” Then follows: “A list of boosters who 
gave the people of the nation a preview of 
what the Housing Act will do. All of this took 
place in 1932, and with no financial assistance 
from the Federal Government.” The list which 





fronted by the same reminder. 
some extra sales, in the 





"LEST YOU FORGET"—THESE SIGNS APPEAR 


A Coast-to-Coast chain of stores has signs posted near the door where 
customers will see them as they leave, with the legend, “Have You For- 
gotten Anything?” Guests leaving their rooms at certain hotels are con- 
It’s good psychology, doubtless making 





first instance; and, in the 
second, preventing depart- 
ing guests from leaving 
some of their belongings 
behind. Perhaps these ex- 
amples may have induced, 
inspired or influenced the 
Hayward Lumber & In- 
vestment Co., Los Angeles, 
Calif., to adopt the idea; 





HAVE YOU FORGOTTEN 


NAILS? PAINT? HARDWARE? 


Anything ? 








or perhaps they originated 


Other tabloid suggestions are 
“Heat Insulating Materials’; 


are here described. 





it. Anyway, an AMERICAN LUMBERMAN “scout” reports that over the door 
of this company’s Los Angeles store, where it will be observed by all de- 
parting customers, is a sign reading as per legend in the “box” here- 
with. A sign over the main counter reads: “Let us figure —_— roofing.” 

laced at strategic points, 
‘Kalsomine”; “Curtain Rods”; “Nails”; 
“Maple Dowels” etc., making a sort of dress parade of various items, some 
of which are difficult to actually show but which may easily be given their 
“place in the sun”—i. e. the customer’s line of vision—by methods such as 


ese reading: 
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follows contains the names of citizens who in 
the year named built a total of 21 new homes 
and 19 other buildings. 

The assumption is, Mr. Drabek explains, that 
if this amount of building could be done without 
Federal encouragement of any sort, “now that 
the Federal Government is going to co-operate 
we can move on a much larger scale.” 

Mr. Drabek informs us that a canvass of his 
town, which has a population of around 3,500, 
is now being made, to ascertain what improve- 
ments the residents would like to make in the 
near future. He further says: 

“I put on a little campaign of my own back 
in 1932, and the advertisement which I am 
sending you is an indication of what the Hous- 
ing Act is going to do, and it is not an imag- 
inary one either. I believe this to be a repre- 
sentative picture, as this is an average small 
town, in an average community. The homes 
that were built in 1932 ranged in cost from 
only $350 up to $3,500. Some are modern and 
some are not. I do not stand to lose a dime 
on the entire lot. We could have kept on build- 
ing homes at a pretty good rate in 1933 and 
1934 but for the fact that there was no adequate 
financing available. Even when building 21 new 
homes and 19 other buildings in 1932 I did not 
take care of half the demand, by any means.” 

This picture of potential, dammed-up building 
demand in an average rural town and commu- 
nity gives an indication of what may be ex- 
pected under the provisions of Title II of the 
National Housing Act, which provides for long- 
term financing of new construction on a monthly 
amortization basis. 

—_—_—_—_—_— 


Students Study and Practice 
Home Beautification 


Uses of lumber in home beautification were 
impressed on Cheyenne (Wyo.) high school 
students in a novel educational plan designed 
to bring out the application of art to everyday 
living. In repairing fences, gates etc., mak- 
ing fence borders, painting them and other 
home fixtures was necessary, and in doing 
these pieces of work the students not only used 
some lumber but also developed an appre- 
ciative attitude toward the product. Many 
students immediately conveyed the new appre- 
ciation to their parents; and they, themselves, 
will carry it through into their adult lives as 
home owners. 

The students first made drawings of their 
homes and yards in present form, indicating 
where they thought inexpensive improvements 
could be made. After advice from the instruc- 
tor, they carried out these ideas and then sub- 
mitted sketches of the finished jobs. 

They further learned about business art 
through a tour of inspection of show windows 
in the business district. They voted on the 
best displays, and later several students, elected 
by the body, decorated according to their own 
ideas the windows of four leading stores. Their 
work was judged by experts. 

Every student participating in the drive was 
given a badge inscribed: “More Beautiful 
Cheyenne.” The badges were good for free 
admission te a picture show. ‘The drive was 
promoted by Miss Olive Wells, who contends 
that real art is found in every walk of life, not 
alone in painting and carving. 





Dealers Co-operate to Promote 
Attractive Summer Homes 


CHATHAM, Mass., Dec. 31.—Lumber dealers 
on Cape Cod have launched a _ co-operative 
attempt to induce people intending to build 
summer or permanent homes on Cape Cod to 
build attractive structures in keeping with the 
style now prevalent on the Cape. These lum- 
ber dealers believe that many people intending 
to put up small summer residences often do 
not realize how attractive even a small house 
can be made. To meet this situation approxi- 
mately a dozen lumber dealers have joined hands 
to finance the issuance of a printed booklet to 
feature attractive small homes. 
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Those co-operating are F. A. Days & Sons, 
Provincetown; Eldredge Lumber Co., Mourne; 
Friend Lumber Co. (Inc.), East Wareham; 
Edwin K. Greer, Wareham; Leon W. Hall, S. 
Dennis; Harwich Lumber Co. (Inc.), Har- 
wich; Higgins Lumber Co. (Inc.), Province- 
town; John Hinckley & Sons Co., Hyannis; 
Nickerson Lumber Co., Chatham; Sagamore 
Lumber & Coal Co., Sagamore; and Wood 
Lumber Co., Falmouth. 

Each firm is subscribing to as many of the 
printed booklets as the management feels it 
can use, which quota is largely in proportion 
to the amount of business and the number of 
inquiries the various firms receive. 

The booklets strongly urge the prospective 
builder to erect attractive homes, and present 
photographs and plans for several such houses. 
Stock plans for the featured houses are offered 
more reasonably than one would have to pay 
for specialized architect service. 

The booklet, it is believed, will do consider- 
able toward stimulating the desire to build 
small summer homes. It is being prepared by 
Arthur L. Atwood, Brockton, Mass., advertis- 
ing counsel. 





Plan Now for Your Spring 
Screen Campaign 


With the thermometer at zero or under in 
Chicago as this is written it seems like the 


height of something to be talking about fly 
“In time of peace prepare for 
“The early bird catches the worm,” 

Then, too, 


screens; but, 
war,” and 


you know. there are wide areas 





in this big country of ours where it is “open 
season” if not “open house” the year around for 
Mr. and Mrs. Fly and their progeny, as well as 
the cousins and other relatives whose name is 
legion. 

Anyway, even in the North, along in early 
March while the snow is still whirling about 
or piled in deep drifts, and while the chill 
winds howl around the corners of the lumber 
shed, wise dealers begin to plan their sales 
campaign of wire screen “off the roll” as well 
as of screen windows and doors; along with 
such accessories as screen paint, screen mold- 
ings and strips; nails and brads—in fact every- 
thing needed to make one’s home proof against 
flies and mosquitoes. 

There’s a good idea or two in the sales sys- 
tem followed by the manager of the Shockley 
Lumber Co., Baker, Ore., who, conversing with 
an AMERICAN LUMBERMAN correspondent on 
this subject, said: 

“Early in March we feature screens very 
strongly, both in our window and in our 
printed ads. We stress the idea ‘Screen your 
home before the first fly comes; it’s much 
easier to keep them out than to get them out.’ 
An order for screen takes us twice to the home, 
once to take the measurements and again to 
install the windows and doors. On these visits 
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our men make it a point to note what is needed 


in the way of paint and repairs about the place, 
They report back to us, and without intimating 

that we know the condition of the house we 
send appropriate pamphlets and other literature,’ 
We also know what repairs, paints and renova- 

tions to suggest when we meet these owners 

on the street or in the store. 

“We particularly feature copper, rust-proof 
screen, stressing its long-wearing qualities, 
When ordinary screen wire is purchased we 
advise that it be painted at once, in order to 
protect it from rust and get the full period of 
wear. A small can of paint sold to protect the 
screens often results in a much larger order 
for some other purpose, as the owner notices 
the improvement in appearance which results] 
and decides to do other painting about the place. 

“There’s nothing like featuring screens for! 
starting sales in spring renovations—especially| 
in the paint line.” 

—_—_—_—_—_—_—_—_—— 


Unusual But Practical Type of 
Display Room 

An interesting idea for a display room is 
illustrated by a photograph appearing on this 
page snapped in the shed of the E. R. Comp- 
ton Cash Lumber Co., Springfield, Mo. 

This display room really forms the front 
part of the lumber shed, being built across the 
front, and also inside the shed, paralleling the 
driveway. The side of the room along the 
driveway, and also that across the front end 
of the shed parallel with the street, consists 
of sets of French doors. Thus the entire two 
sides can be opened up, 
affording an unob- 
structed view of the 
goods on display inside. 





This display room of | 
the E. R. Compton Cash 
Lumber Co., Springfield, 
Mo., (described in ace- 
companying story) has 
points of special inter- 
est. The arrangement 
affords much more dis- 
play space than could 
be spared for that pur- 
pose in the office, which 
is situated on opposite 
side of driveway 





In the picture, two of 
the doors (at the left) 
are shown closed, to in- 
dicate how easily the 
entire display room may be enclosed in bad 
weather. The ceiling has been paneled in va- 
rious kinds of wallboard and plywood to show 
how these products actually appear when in- 
stalled in a building. 

The company does a good business, and is 
well satisfied with results of its cash policy. 





Takes Over Plant Making 
Insulating Board 


Confidence that the present increase in activ- 
ity in the construction field is not temporary is 
shown in the announcement that the Johns- 
Manville Corporation has taken over an addi- 
tional plant, signing a long term lease with the 
Oswego Board Corporation, of Oswego, N. Y., 
subsidiary of the St. Regis Paper Co. The 
Oswego plant is one of the largest producing 
insulating board products. 

Johns-Manville has been the sole selling agent 
for Oswego products since the opening of this 
plant in 1928, under the trade name, J-M In- 
sulating Board, but the present activity in the 
construction industries due to the National 
Housing Act has made it advantageous for the 
building material corporation to take over the 
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plant entirely. The products will still be mar- 
keted under the same trade name. 

Besides its importance as a production unit, 
the Oswego plant will serve as a distribution 
center for other J-M materials manufactured 
elsewhere. These additional warehousing facili- 
ties will greatly increase Johns-Manville’s abil- 
ity to service the upstate New York and New 
England trade. 





Lumber Company Acts as Host 


Monette, ArK., Dec. 31.—The Monette Lum- 
ber Co. recently was host to a crowd of local 
citizens and visitors here at a luncheon served 
in the Community Hall. 

The meeting was under the direction of Man- 
ager Sam S. Phelps. W. C. Bearden, superin- 
tendent of the Monette High School, gave an in- 
teresting address on better homes from the edu- 
cational viewpoint, followed by Dr. Ira W. 
Ellis,“ who made a short talk on better homes 
from the health standpoint. Rev. F. M. Sweet 
talked on happiness in the home, stressing the 
need of better homes. 

W. F. McGee, of Memphis, Tenn., delivered 
an address on the Federal Housing program, 
explaining what FHA meant to local citizens 
and business men. 


Dealers Hold Home Modern- 
ization Show 


Furnt, Micu., Dec. 31.—Local lumber deal- 
ers, participating in the Flint Better Housing 
Show, which opened Dec. 26, built a Lumber 
Dealers’ Home in the exhibition building for 
the occasion. The home demonstrated modern- 
ization ideas and was designed to acquaint home 
owners with possibilities along that line under 
the FHA. 

Among lumber dealers participating in the 
exhibit were: Flint Lumber Co.; Veit & 
Davison Lumber Co.; Michigan Lumber & 
Fuel Co.; Flint Sash & Door Co. (Inc.) ; James 
Lumber Co. and Larson Lumber Co. 

The exhibit, of 30 booths, held in an old 
furniture store, was staged by 50 co-operating 
concerns. 








Need for Creative Selling 


Arthur A. Hood, of the Johns-Manville Cor- 
poration, New York, delivered a very stirring 
address before the National Housing Confer- 
ence at the Hollenden Hotel, Cleveland, Ohio, 
on Jan. 3. The National Housing Conference 
is sponsored by the Real Property Advisory 
Council. Mr. Hood’s subject was “Title Six” 
of the National Housing Act: “The Establish- 
ment of An Organized Creative Selling Pro- 
zram By the Building Industry.” This subject 
the speaker considered under five headings, or 
“Articles.” . 

This imaginative and of course non-existent 
“Title Six” of the Housing Act proved a con- 
venient “peg” upon which the speaker hung a 
well-conceived, well-arranged and effectively 
presented argument for creative selling by all 
elements of the building industry. 

Mr. Hood has the happy faculty of digging 
out real facts. He is a student of sales and has 
written a number of authoritative books, articles 
and pamphlets on this important subject. His 
address at above meeting was particularly full 
of creative ideas. He stressed the need of the 
building industry devoting “100 per cent of its 
time to sustained, continuous, systematic, or- 
ganized and efficient selling of its products.” 
Such sales organization, he said, costs money 
and must be paid for in the selling prices to 
the consumer. 

As he approached the subject he asked the 
question, “Exactly who is our customer?” And 
then he went on to describe the different cus- 
tomers. 

He gave a detailed analysis of a survey of 
the needs of 1,000 typical home-owning families 
in Trenton, N. J., which he directed for the 
Johns-Manville Corporation. It was found that 
these 1,000 homes could use 7,000 individual 


items of improvement, and these 1,000 home 
owners expressed a desire for 1,400 separate 
items of improvement. Fifty-five percent were 
for the interior of the home, and forty-five per- 
cent for the exterior. A further analysis of the 
improvements desired by these 1,000 home own- 
ers showed that the 7,000 items gave a total 
sales opportunity of $500,000. 

Mr. Hood emphasized the need of salesmen 
being equipped with creative selling material ; 
and that this whole program should be har- 
monized and coordinated with the manufacturer. 
He stressed the need of leadership, and or- 
ganized creative selling, and placed his finger 
on the place where it should start—namely, 
with the individual. 

—_—__ 


Summary of Real Property 
Inventory 


Nathanael H. Engle, assistant director of the 
Bureau of Foreign and Domestic Commerce, 
United States Department of Commerce, re- 
cently read a paper before the American Statis- 
tical Association which sums up in compact 
form the information gathered by the Depart- 
ment in its Real Property Inventory. 

When the government launched its CWA 
campaign more than a year ago this inventory 
was one of the projects. A complete census of 
residential structures was taken in 64 cities, 
so arranged as to give a representative cross- 





ADVERTISING 


When someone starts advertising, 
Someone starts buying; 
When someone starts buying, 
Someone starts selling; 
When someone starts selling, 
Someone starts making; 
When someone starts making, 
Someone starts working; 

When someone starts working, 
Someone starts earning; 

When someone starts earning, 
Someone starts buying. 





section of urban America. 
was studied in each State. 

The charts and tables illustrating Mr. Engle’s 
address are easily understood and present a 
wealth of material to the person interested in 
the state of the country’s housing and who 
wishes to draw practical deductions from these 
facts to guide his own business. Mr. Engle 
deals with size, distribution between renters 
and owner-occupants, electrical and plumbing 
equipment, ranges of value, condition of build- 
ings and many other factors. Not the least 
interesting of the many conclusions drawn is 
the statement that careful analysis and cross- 
checking indicate a potential economic demand 
for a million and a half new dwelling units in 
urban United States. It is important to note 
that this is an urban need and does not include 
the rural figures. 

_OCCC 


New Informative Booklets 


Two pieces of new sales literature devoted to 
modern building products have just been pub- 
lished by the United States Gypsum Co., 300 
West Adams Street, Chicago. One of these is 
devoted to the description and illustration of 
Quietile, a decorative interior tile finish used to 
absorb sound and correct noisy conditions in 
offices, restaurants etc., and to improve hearing 
in auditoriums, theaters and buildings of similar 
use. This is a wood fiber product, but not to 
be confused with insulating tiles used primarily 
for insulation. The attractive folder devoted to 
this product gives complete information. 

The other piece of literature referred to de- 
scribes the Red Top Metal Lath Resilient Sys- 
tem, manufactured by the above company. This 


At least one city 
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is regarded as an important development in 
metal lath plastering construction. The system, 
by the use of spring clips, provides a practical 
method for resiliently attaching and furring 
metal lath in virtually all types of work. 

Copies of both publications may be obtained 
by dealers or others interested by writing the 
United States Gypsum Co. at the address above 
given. 


WARNING—BAD CHECKS! 


MILWAUKEE, Wis., Dec. 31.—Warning that 
fraudulent checks are being passed, J. H. Wolf- 
enden, secretary-treasurer of the Granville 
Lumber Co. (Granville, Milwaukee County) 
has asked that strict care be taken in cashing 
any of the firm’s checks. He said that the 
checks thus far have been for amounts of $25 
or less and that most of them are made out to 
C. N. Wolfenden, on blanks of the Farmers & 
Merchants Bank of Menomonee Falls. They 
were cashed at points near Milwaukee. 


Dealers "Rub Elbows" at 
Opening of New Shop 


Monroe, Micu., Dec. 31—A “Christmas 
party,” to celebrate the opening of the new 
shop of the Wolverine Lumber & Supply Co., 
here, was held in the new structure on the 
evening of Dec. 21. The party was arranged 
and promoted by the lumber dealers of Monroe, 
comprising the Beck Lumber Co., Hixon-Peter- 
son Lumber Co., Monroe Lumber Co. and 
Wolverine Lumber & Supply Co., with J. Alex 
Navarre, manager of the Hixon-Peterson yard 
at this point, as chairman. The new shop re- 
places one which was destroyed by fire last 
June. 

The gathering, featured by a dinner, was at- 
tended by about sixty men. The workings of 
the National Housing Act were explained by 
L. C. Chapman, Washington, D. C., a member 
of the FHA, aided by pictures projected on a 
screen, synchronized with the voice of a lec- 
turer, showing various steps in the moderniza- 
tion and housing program. 











"Rainbow Fleet'’ Demonstration 
in South 


East DurnHam, N. C., Jan. 2.—The brilliant 
and colorful “Rainbow Fleet” of the Certain-teed 
Products Corporation, which has been touring 
the country and making roofing history during 
the past few months, recently put on a demon- 
stration in this place which is surely unique, 
even in these days of novel stunts and elaborate 
program. The “Fleet” is co-operating with the 
Government home modernization and building 
promotion plans and is aiding in every way tc 
help in the nation-wide stimulation which that 
program is designed to get started. 

The “Rainbow Fleet” is a group of Certain- 
teed Products Corporation officials who are tour- 
ing the country in twelve red and yellow cars 
with flood lights and band accompaniment, aim- 
ing to carry the story of home building and 
modernization to 15,000,000 people. 

Among its other varied activities in this city 
the ficet participated in a demonstration of the 
rapid and effective application of a new roof. 
This roof was put on at night, on the residence 
of Mrs. Ida N. Stevens, under light furnished 
by specially designed flood lamps on the top of 
the “Rainbow Fleet’s” cars and two large flood 
lights furnished by the local public service com- 
pany. This public demonstration was presented 
by the Certain-teed Products Corporation and 
the Budd Piper Roofing Co. to show one of 
the ways in which the Government’s Better 
Housing Program is being developed and is 
part of a nation-wide program being carried on 
by the former company to stimulate interest in 
home modernization and building, particularly 
emphasizing the use of its own products for this 
work. The “Fleet” has been in the South for 
some weeks, after a triumphant cruise through 
the northern States and reports a wonderful re- 
sponse everywhere. 
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End-Matching of Building Items 
ls Attractive to Consumers 


Two prominent Pacific Coast manufac- 
turers have made an important advance 
in the refinement of softwood lumber for 
the retail yard trade. 

End-matching has long been done by 
makers of hardwood flooring; and for some 
years the Weyerhaeuser Timber Co. has 
made and sold end-matched hemlock floor- 
ing. Now this end-matching practice is be- 
ing extended to a majority of one-inch yard 
patterns and to certain 2-inch items. 

The Mumby Lumber & Shingle Co., op- 
erating sawmills at Bordeaux and Malone, 
Wash., has installed end-matching equip- 
ment at the Malone plant, and is preparing 
to install similar equipment at the Bor- 
deaux mill. The Weyerhaeuser company 
has also installed new equipment at Long- 
view and at the Snoqualmie Falls Lumber 
Co.’s plant, at Snoqualmie Falls, Wash. 

There seems little doubt but that end- 
matched lumber will become popular as 
dealers and consumers become acquainted 
with its advantages. 

The Hyak Lumber Co., for example, op- 
erating a retail yard at Olympia, Wash., has 
found a ready sale for end-matched stock 
and has discovered that this stock is pleas- 
ing and satisfying customers. 

Windsor Lloyd, prominent dealer of 
Nampa, Idaho, who recently stocked sev- 
eral patterns of end-matched lumber, points 
out that among its other advantages is the 
possibility of meeting full customer demand 
without carrying an excessively large stock. 

It was estimated that in building a large 
barn the use of end-matched drop siding ef- 
fected a saving in labor of $4 a thousand. 


There was practically no waste at all. This 





prevention of waste turns upon the fact 
that where end-matched stock is used it is 
not necessary to break the joints at joists 
or studs. Breaking joints at other than 
bearing points means nailing at a distance 
from the end of the board; and this greatly 
reduces splitting. Tight end-joints eliminate 
floor squeaks. 

There is no necessity for trimming out de- 
fects; for this trimming out of defects, down 
to the grade requirements, is done in the 
process of manufacture. These joints are 
of advantage in concrete forms; since they 
make for smoothly-run walls. 

End-matched lumber is sold on the basis 
of multiples of one foot; and hence this 
stock may in a sense be called endless lum- 
ber. It is not necessary to buy stock cut 
to definite lengths, since joints do not have 
to occur at bearing points. Stock of any 
length is completely usable. 

End-matching machines have been in use 
for years and are manufactured by various 
companies. Those installed by the Mumby 
Lumber & Shingle Co. and by the Weyer- 
haeuser Timber Co. are the product of the 
Stetson Ross Machine Co., of Seattle. The 
smooth and accurate cutting of the tongue 
and groove in the ends is done with cutter 
heads and knives. 

In the lower grades, it naturally follows, 
there is a somewhat larger percentage of 
shorts; but for certain purposes. these 
shorter lengths have proved more desirable 
than the long ones. 

G. M. Harmon, of the Hyak Lumber & 
Millwork Co., Olympia, has pointed out 
that this end-matched lumber places the re- 
tailer in position to meet ready-cut compe- 





January 5, 1935 















End-matching of siding and other I- and 2-inch fir 
and hemlock makes the lumber “endless,” at a 
great economy 


tition. The retailer has a stock that is bet- 
ter for fabrication than is the stock fur- 
nished by the ready-cut firms. The use of 
end-matched lumber calls for less carpenter 
skill than does the squaring and sawing of 
stock to bring joints upon bearing points. 

At present the Mumby Lumber & Shingle 
Co. is prepared to supply end-matched items 
in one- and two-inch common, and one-inch 
patterns of uppers, in both fir and hemlock 
and in mixed cars of fir, hemlock and ce- 
dar lumber and shingles. 


LEFT: Using not saws but cutter heads, these new end-match- 
ing machines cut the grooves and tongues across the ends. At 
top is seen the right-hand grooving machine, in-feeding end, 
operator's side; at bottom, the left-hand tongue machine. The 
Mumby company uses this uptodate equipment, which is manu- 
factured by the Stetson-Ross Machine Co., Seattle, Wash. 


BELOW: Here is seen some of the beautiful finish produced by 
the Mumby Lumber & Shingle Co. 
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iN RA Suspends Minimum Prices in Lum- 
ber and Timber Products Code 


WasHINGTON, D. C., Dec. 31.—The National 
Industrial Recovery Board has issued an order 
suspending former administrative orders estab- 
lishing minimum prices in the lumber and tim- 
ber products industries. The order is effective 
immediately. This action was taken in view of 
the fact that the board found after public hear- 
ings that it was not practicable either to enforce 
prices in major divisions of the industry which 


are unwilling to operate under fixed prices, or 
to suspend prices in the cases of major divisions 
of the industry while other divisions are held to 
the maintenance of prices. The order in no way 
affects any provision of the Code. Attention is 
called to the fact that Article VIII of the Code, 
which provides for the control of production in 
these industries, remains in full force and effect. 
The board also indicated that destructive price 


cutting in these industries will not be permitted 
by directing the Research and Planning Divi- 
sion to study prices and keep it advised of 
instances of destructive price cutting. Where 
such a condition is found to exist, subject to 
Article IX of the Code, provision has been 
made to stay this order in the specific case un- 
der consideration. 
The text of the order follows: 











ORDER—CODE OF FAIR COMPETITION FOR THE LUMBER AND TIMBER PRODUCTS INDUSTRIES 


Suspending Administrative Orders Nos. 9-46 
and 9-58, dated July 16, and July 25, 1934, re- 
spectively, and all Administrative Orders sup- 
plementary thereto. 


WHEREAS, an application has been made 
by certain divisions, subdivisions and groups of 
the Lumber and Timber Products Industries, 
including the West Coast Logging and Lumber 
Division, for the suspension of reasonable costs 
and rules and regulations for their application, 
as heretofore determined and established pursu- 
ant to the provisions of Article IX of said 
Code; and 


WHEREAS, hearings have been duly held 
thereon and the National Industrial Recovery 
3oard has determined that experience indicates 
that said reasonable costs and rules and regu- 
lations for their application should be suspended 
in said divisions and subdivisions; and 


WHEREAS, the National Industrial Recov- 
ery Board has further determined that it is 
impracticable to permit said reasonable costs to 
be operative in some divisions and subdivisions 
of said industries, and inoperative in others and 


that the provisions of said Code and the rela- 
tionship between the products of said Industries 
requires that said reasonable costs and rules and 
regulations for their application in such other 
divisions and subdivisions of said Industries, in 
which said reasonable costs and rules and regu- 
lations have been established, should be sus- 
pended at the same time; and 

WHEREAS, Article VIII of said Code 
which provides for the control of production in 
said industries, is in full force and effect, 

NOW, THEREFORE, pursuant to authority 
vested in it by Executive Orders of the Presi- 
dent, including Executive Order No. 6859, dated 
September 27, 1934, by the Code of Fair Com- 
petition for the Lumber and Timber Products 
Industries, and otherwise, and as successor to 
all powers heretofore vested in the Administra- 
tor for Industrial Recovery, the National Indus- 
trial Recovery Board hereby orders: 

1. That Administrative Orders Nos. 9-46 and 
9-58, dated July 16 and July 25, 1934, respec- 
tively, and all Administrative Orders supple- 
mentary thereto be and they hereby are sus- 
pended ; 


2. That the Research and Planning Division 
be and hereby is directed to study the prices 
at which lumber and timber products are sold 
or offered for sale and to advise the National 
Industrial Recovery Board whenever said divi- 
sion determines that destructive price-cutting 
exists as to any item of said products; and 

3. That, subject to the provisions of Article 
IX of said Code, this order may be stayed as to 
said reasonable costs of any item or items of 
said products and the rules and regulations for 
their application, whenever the National Indus- 
trial Recovery Board finds that destructive 
price-cutting exists with respect to said item or 
items. 

This order shall be effective on the date 
hereof. 


NATIONAL INDUSTRIAL RECOVERY 


BOARD 
By W. A. Harriman, 
Administrative Officer. 
Order Recommended: 
W. P. Ellis, 
Acting Division Administrator. 
Dated December 22, 1934. 











LCA Executive Officer Explains Price 


WasuincrTon, D. C., Dec. 31.—After the Na- 
tional Industrial Recovery Board had issued its 
order suspending Lumber Code minimum prices, 
David T. Mason, executive officer of the Code 
Authority, authorized the following statement : 

“Prices are out of the Lumber Code but that 
does not mean that the Lumber Code is washed 
up. Today the National Industrial Recovery 
Board ordered the suspension of minimum 
prices under the Lumber Code, effective imme- 
diately, but in the same Order emphasized reli- 
ance on production control as a stabilizing fac- 
tor, and in addition provided for the study of 
costs and prices, with the object of taking steps 
to deal with destructive price cutting if and to 
the extent that the practice develops in the 
industry. 

“Our Code as originally approved by the 
President substantially shortened hours and 
greatly increased wages in our industries. To 
protect working capital in order to be able to 
pay the increased wages and to meet other in- 
creased expense due to shortened hours and the 
conservation features under our Code, the Presi- 
dent authorized two measures of prime impor- 
tance. These measures were production control, 
to balance supply with demand, to prevent de- 
structive over-production, and price control at 
levels below full cost but sufficient to return 
out of pocket expense. Unfortunately, failure 
to include the wholesalers under the Code, fail- 
ure to promptly prosecute Code violators in the 
early stages of Code operation, and later con- 
flicting decisions in the lower Federal courts, 
led to serious impairment of the price structure 
in some Divisions. 

“Testimony at a public hearing in Washing- 


ton on Dec. 11, 12 and 13 showed a serious 
breakdown of prices in a few of the more im- 
portant Divisions. While the maintenance of 
price control was advocated for most of the 
Divisions at this public hearing, the NRA 
Board on the basis of the evidence presented has 
by this order determined that it is impracticable 
to maintain prices in some of the major divi- 
sions and that if prices are not maintained in 
these divisions, it is not practicable to maintain 
them in the other divisions of the industry. 
Therefore, the order eliminates prices in all 
divisions of the industry but indicates that pro- 
duction control must bear the brunt of stabiliz- 
ing the industry. The order also provides for 
investigation of costs and prices with the object 
of observing destructive price cutting, if it de- 
velops, and of taking steps to prevent it in case 
it does develop. 


Production Control: Maintained 


“The action of the board eliminating prices is 
regarded as clearing up an impossible situation 
in some Divisions and at the same time it brings 
a bitter disappointment to other Divisions. 
While this action undoubtedly will create seri- 
ous disturbance in the industry as a whole, 
every effort will be made by the leaders of the 
industry to minimize the difficulties and to re- 
store order as promptly as practicable. NRA 
has already taken steps, for all codes, designed 
to bring vigorous prosecution of hour and wage 
violations ; at the same time we expect vigorous 
support from NRA in maintaining production 
control. 

“The industry is in rough water but it will 
weather the storm.” 


Elimination Order 


Mr. Mason further elaborated this statement 
in a memorandum sent to the various Divisions 
and Subdivisions, emphasizing the production 
control feature. He says in part: 


“The new order calls specific attention to the 
fact that under Article VIII production control 
is still in full force and effect. This fact is 
emphasized by the board in its order to indi- 
cate that it expects our industries to use this 
Article effectively for stabilization now that 
prices are no longer in effect. 

“It is recognized that many Divisions and 
Subdivisions wish to maintain prices and believe 
that they can maintain them effectively even 
though prices for other Divisions are suspended. 
In theory, under Article IX, which, as pre- 
viously indicated, is still in effect, it is entirely 
proper for the Lumber Code Authority, upon 
proper showing that an emergency exists, to 
make application to NRA for the re-establish- 
ment of minimum prices, provided that such 
action can be taken without subjecting the 
persons for whom such application is made to 
unreasonable and unfair competition from other 
products under the Code for which no such 
minimum prices are established. While this is 
theoretically possible, as a practical matter it 
should be recognized that the new order ex- 
presses the consensus of the board indicating 
that prices will be re-established only to elimi- 
nate destructive price-cutting. Consequently, 
it is probably useless for any Division or Sub- 
division to make application for the re-establish- 
ment of minimum prices unless it is prepared to 
show that such minimum prices are essential 
to eliminate destructive price-cutting. Those 
who make such application should also as a 
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practical matter be prepared to show that it is 
reasonably practicable to maintain such mini- 
mum prices in view of competition with other 
groups, of internal conditions within its own 
group, and of the practicability of enforcement 
upon non-complying elements within the group.” 

Particular attention is called to the fact that 
no action has been taken to discontinue the work 
of collecting figures on costs from persons, Sub- 
divisions and Divisions. It is important that 
this work go on, mainly because in maintaining 
fair prices it is helpful to know the facts with 
regard to production costs. Such information 
also will unquestionably be found necessary in 
giving consideration to various other highly im- 
portant problems met in the administration of 
the Code and their discussion within the indus- 
try and with public representatives. 


Continue Collection of Price Data 


Still more important in stabilizing prices is 
general knowledge of the market prices which 
exist at any given time. In order that such 
information may be available Divisions and 
Subdivisions should continue the collection from 
persons of information on this subject. It is 
believed that each Division or Subdivision col- 
lecting this information should arrange for the 
compilation of this material and its dissemina- 
tion in such form as to be most useful under 
the circumstances of the Division or Subdivisign 
in maintaining, on the part of the persons of 
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the Division, up to date knowledge on this sub- 
ject. This information i in suitable form also will 
be required by NRA in order to make the study 
of prices required by the recent order to deter- 
mine if and when destructive price cutting 
exists. 

“Obviously our Code,” says Major Mason, “has 
just had a major operation. Some have fa- 
vored the operation and some are bitterly dis- 
appointed to see it carried out. However, 
whether we like it or not, the operation has 
been completed and, unquestionably, our indus- 
tries in some form will survive this shock. It 
is our function to do everything practicable to 
lessen the severity of the shock and to take 
such steps as are practicable in the situation to 
stabilize our industries and to move toward re- 
covery. There has been great difference of opin- 
ion as to the effect of the removal of price 
control upon the remainder of the Code. Some 
have believed that such action would make the 
administration of the remainder of the Code 
more practicable; others have believed that the 
Code would not survive the operation. Now, in 
sober study of the situation which exists, it is 
believed that all will recognize that we should 
do our utmost to save the remainder of our 
Code, as the very best possible means of dealing 
with the many difficulties in our path. 

“Without price control we still have just 
about everything which the Lumber Divisions 
of our industries sought in pre-code days. Even 
in the fabricating divisions much more is left 
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than ever existed in pre-code days. A most im. 
portant advance that has been made is the es 
tablishment of thoroughly representative na.) 
tional organizations. In my opinion this valy.” 
able advance in industry organization should be @ 
carefully protected so that our industries may) 
continue to work together in cooperation anil 
plan to meet future problems and take advan./7 
tage of the ogportunities for self- betterment] 
which the future certainly will offer. Now it is” 
up to us to clear away as quickly as a 
the wreckage caused by the storm and to reor-| 
ganize under the new conditions, with the ob-7 
ject of getting the very best results possible! 
We all realize that a great share of our efforts! 
in recent months have been devoted to probl 
lems related to maintenance of the minimum 3 
prices. With this feature no longer requiring) 
our attention, we can and should put much | 
greater effort into administering the remaining | 
features of our Code. 

“As has been recognized in every study of 
conditions in the past, the success of our Code 
depends primarily upon our own efforts, and not) 
upon NRA, or the courts, or the wholesalers,’ 
vr anyone else. Therefore, it is of the utmost! 
importance that all those who want to see our] 
industries make progress toward success and 
better days take active steps toward that co-op- 
eration which is essential to the success which 
we seek. It is urged that each group under our 
Code take prompt, vigorous and appropriate 
steps toward reconstruction.” 


No Destructive Price-Cutting to Follow Mini- 
mum Price Suspension 


NIRB Hearing on Price Control 


WasuincrTon, D. C., Dec. 31.—In response to 

inquiries concerning the scope of the hearing 
Jan. 9, on the price provisions of Codes of Fair 
Competition, the National Industrial Recovery 
3oard wishes to make it clear that it will wel- 
come pertinent evidence on any topic to the ex- 
tent that the evidence and topic are definitely 
related to price control or price stabilization. 
This includes, but without limitation, such sub- 
jects as the operation of fixed minimum prices, 
selling below cost provisions, mark-ups, loss 
limitations, open price filing with or without 
waiting periods, discounts, basing points, price 
reporting, resale price maintenance, cost ac- 
counting formulae and systems, free deals, con- 
signment selling, and seconds. Production con- 
trol, capacity limitations and machine hour lim- 
itations may be considered insofar as these re- 
late to price control or price stabilization. 

The board will hear evidence concerning the 
operation of price provisions both in general 
and under particular approved codes. The hear- 
ing is not, however, concerned with proposals 
to amend any particular code. 

It is the preference of the board that oral 
presentations be limited to ten minutes, and in 
no event will such presentation exceed fifteen 


minutes. Briefs may be filed as a substitute for 
oral statements, or in addition to such state- 
ments. 


Those who wish to present their views orally 
should file (a) their request to be heard, (b) 
their affiliation, and (c) their subject or topic 
with the National Industrial Recovery Board 
by noon, Tuesday, Jan. 8 

The order for this and subsequent hearings 
is contained in a resolution passed by the NIRB, 
which states that no consideration will be given 
at the hearings to the advisability of amending 
or modifying any particular code. The resolu- 
tion reads in part: 

THaT the Board hereby announces as its 
proposal for this first hearing and as its 
present position with respect to price fixing 
that in the usual case it is inconsistent with 
the most effective functioning of our indus- 
trial system to have in or under codes of fair 
competition price fixing in the form of per- 
manent schedules of minimum prices, with 
or without mandatory costing systems for 


the purpose of establishing minimum prices. 

THAT the Board recognizes the value of 
permissive cost systems, emergency price 
provisions, and the dangers to the economic 
structure of destructive price cutting. It 
also recognizes that minimum prices may be 
proper for the normal operations of certain 
types of industry, but, in such cases, Gov- 
ernment supervision and control would natu- 
rally tend to be increased. 

TuHat, after final determination of policy 
following this hearing the 3oard~ will 
promptly take proper action looking toward 
having administration and code provisions 
made to conform to such policy. 


No Price Reduction 


SPOKANE, WaASH., Dec. 31.—‘“Suspension of 
the minimum price provision of the NRA lum- 
ber manufacturers’ code announced from Wash- 
ington, D. C., will not result in any particular 
reduction in wholesale lumber prices in this 
territory,” E. D. Hamacher, district officer of 
the Western Pine Association said here this 
week. “Other provisions of the code which 
must be observed governing wages, hours and 
production allotment will not permit a reduction 
in prices,” Mr. Hamacher said. “At no time 
has there been any sentiment in this division in 
favor of abandoning the cost protection prices. 
The main objectors to the minimum price provi- 
sion have been west coast manufacturers. Even 
a small increased demand from the eastern mar- 
ket, something quite probable in view of the 
Federal Housing Act, will bring about an ad- 
vance in wholesale lumber prices.” 


Approve Fixed Price Elimination 


Tacoma, WasH., Dec. 29.—Elimination of 
the cost protection or fixed price provisions of 
the Lumber Code by the NRA is heartily ap- 
proved by many prominent Tacoma lumber 
manufacturers. They defend production con- 
trol as a practical means of keeping up prices 
and minimum wages as a measure of justice to 
employees. Dissatisfaction with the present 
means of determining production allocations for 
mills is growing among operators of the smaller 
mills, who claim they are not getting a just 
share of the “cut.” At present, allocations are 


made on a basis of past years’ operations. Those 
dissatisfied with this arrangement contend that 


the total allocation for each quarter should be! 
divided among the operating mills so as to allow 
each mill the same number of hours. 

F. R. Titcomb, general manager of the Wey- 
erhaeuser Timber Co. and acting president of 
the West Coast Lumbermen’s Association, one 
of the leaders of the fight against fixed prices, 
declared that their elimination “will do away 
with a lot of chiseling and cement the industry 
together again. It was torn apart by dissen- 
sion over the clause. There are two sound prin- 
ciples in the lumbermen’s Code. One is produc- 
tion control and the other is minimum wage 
scale. Production control is the only sound way 
of controlling prices.” 

Among others who expressed approval were 
Roy J. Sharp, president Mountain Lumber Co., 
Ralph Dickman, president Dickman Lumber Co., 
S. E. Gange, president Gange Lumber Co., and 
Ernest Dolge, president Ernest Dolge Lum- 
ber Co. “Elimination of the price fixing clause 
will no doubt restore a higher morale in trade. 
It will promote harmony in the industry and 
more business,” Mr. Dolge said. 





Redwood Industry Maintains Prices 


SAN Francisco, CA.tIr., Dec. 29.—At a meet- 
ing of directors of the California Redwood As- 
sociation, Wednesday, Dec. 26, the following two 
resolutions were unanimously adopted: 

“RESOLVED, THAT in view of the uncer- 
tainty that has been introduced into the 
lumber industry by the abolition of prices, 
the Redwood Industry go on record as wish- | 
ing to maintain the status quo of prices in 


effect prior to the order of the National Re- 7 


covery Administration suspending prices; and 
so far as the Western market is concerned 
the Directors go on record as being desirous 
of maintaining their present selling list; any 
changes in items affecting the Western mar- 
ket to be made by the Western price list 
committee, and for the Eastern market by 
the Eastern price list committee. 

“THAT, to further the interests of Red- 
wood Industry and to preserve stabilization, 
it is the sense of this meeting that the mem- 


bers of the Redwood Division continue to 7 
send in copies of orders and invoices showing | 
all data, same as while Code protected prices 7 
and that the Redwood Code |— 
Authority advise all members of the Division 


were in effect; 


to that effect.” 
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Lumber Industries— 
Retail Lumber— 


Proposed Assessment for Trade 
Promotion 


Wasuincton, D. C., Dec. 31—A Code 
amendment permitting levy of 5 cents per 1,000 
feet for trade promotion purposes was urged as 
4 necessary recovery measure by LCA at a 
public hearing conducted on Dec. 27 by NRA 
Deputy Administrator A. C. Dixon. David T. 
Mason, the Lumber Code Authority’s executive 
officer, in presenting the appeal stated that there 
was little opposition to the proposed levy which 
would yield over $750,000 annually. He re- 
ferred to the objectives of the National Hous- 
ing Act as providing further justification for 
co-operative sales efforts by the lumber in- 
dustry. ; 

The Lumber Code in its present form, Major 
Mason said, can do no more than regulate the 
business that “just happens to develop, and 
does nothing to create an increased volume of 
business so essential to recovery in both the 
lumber industry and industry at large.” Lum- 
ber is especially handicapped, he said, because 
it is in competition with industries made up of 
a comparatively few large units which can and 
do appropriate money for furthering their mar- 
kets. 

Major Mason designated benefits that would 
accrue to other industries if the lumber indus- 
try could carry out a comprehensive promo- 
tional campaign, stating that the increased 
movement and use of lumber would give work 
to vast numbers unemployed in the building 
trades, would add signally to long-haul freight 
for the railroads and intercoastal shipments by 
water, and would go far toward restoring em- 
ployment in the lumber and timber products in- 
dustries themselves to pre-depression levels. 

Stating that very few protests had come to 
the Lumber Code Authority against the pro- 
posed amendment, Major Mason added that 
the vote of the Authority, representing, as it 
does, all interests, is evidence in itself that the 
great majority of the industry favors the 
amendment. He pointed out further that, by 
adding to the volume of lumber business 
through promotion, NRA’s job of enforcing 
wage and hour provisions in the industry would 
be markedly lightened. 

Endorsement of the proposed amendment has 
been given by Homer T. Ballinger, chairman 
executive committee Retail Lumber Code 
Authority, and by National Association of 
Commission Lumber Salesmen and National 
Wooden Box Association. The chief opposi- 
tion comes from the Northwestern Lumber 
Manufacturers’ Association, the Mahogany As- 
sociation and most hardwood operators, who 
cannot see that the proposed promotion would 
benefit them in proportion to their contribu- 
tion. Major Mason responded to these objec- 
tions by saying that the proposed amendment 
provides for disbursement of funds with due 
tegard for the needs of each group, and that 
all budgets of collection and expenditure would 
be subject to the scrutiny and approval of the 
National Recovery Administration. 


Administration Members Appointed 
to Lumber Code Group Agencies 


_ Appointments of advisory, non-voting admin- 
istration members of eleven group administra- 
tive agencies under the Lumber Code have been 
announced by the National Industrial Recovery 
Board as follows: 

George C. Dent, Chicago, former national 
secretary of the Society of Industrial Man- 
agers, and experienced in trade association 
work; appointed administration member of 
the agenvies for the finish club group and 
the Michigan woodwork group of the Special 
Woodwork Subdivision. 

M. H. Furbringer, Memphis, Tenn., archi- 
tect and chairman of the temporary co- 
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ordinating committee of the Construction 
Code Authority; appointed administration 
member of the agency for the southwestern 
plywood group of the Plywood Subdivision. 

Charles A. Prosser, Minneapolis, director of 
the William Hood Dunwoody Industrial In- 
stitute; appointed administration member of 
the agency for the northwest woodwork 
group of the Special Woodwork Subdivision. 

Brigadier General John F, Madden, U. S. A., 
retired, New York City; appointed adminis- 
tration member of the agencies for the New 
England veneer group of the Commercial 
Veneer Subdivision, and the eastern plywood 
group of the Plywood Subdivision. 

Hewitt Davenport, San Francisco, presi- 
dent of the Keystone Investment Co.; ap- 
pointed administration member of the agen- 
cies for the Tri-State woodwork groups of 
the Wholesale Distributors Subdivision and 
the Special Woodwork Subdivision. 

Charles P. Bray, Oshkosh, Wis., banker; 
appointed administration member of the 
agencies for the birch club group of the 
Commercial Veneer Subdivision and the Wis- 
consin woodwork group of the Special Wood- 
work Subdivision. 


e,e 

Lumber Code Addition Sets 

Standards for Red Cedar 
. . *e 
Shingle Division 

WasHincTon, D. C., Dec. 31—An amend- 
ment to the Lumber Code, adding a fair trade 
practice section for the Red Cedar Shingle Di- 
vision and making the Division subject to regu- 
lations established by the U. S. Bureau of 
Standards, has been approved conditionally by 
the National Industrial Recovery Board. The 
amendment will become effective January 7, 
1935, unless cause to the contrary is shown. 

The amendment places in the Code standards 
established by the Bureau. Most shingles man- 
ufactured in the division are being made in 
accordance with the standards, and British Co- 
lumbian manufacturers competing with the 
American industry have agreed to observe the 
regulations in shingles exported to this country. 

The new Code section follows: 

Section 11—Red Cedar Shingles. 

(a) Red Cedar Shingles which do not con- 
form to the requirements of Simplified Prac- 
tice Recommendation R16-29 and Commercial 
Standard CS31-33 of the Bureau of Stand- 
ards of Department of Commerce, and all 
subsequent revisions thereof, shall not be 
manufactured. 

(b) Red Cedar Shingles thinner than 5/2 
inch, measured at the butt end, and shorter 
than 16 inches shall not be packed, shipped, 
sold, listed or offered for sale. 

(c) No Red Cedar Shingles shall be 
packed, shipped, sold, listed or offered for 
sale other than in conformity with the 
standard pack (square) established by Sim- 
plified Practice Recommendation R16-29 and 
Commercial Standard CS31-33 of the Bureau 
of Standards of the Department of Commerce. 

(d) Red Cedar Shingles shall not be 
branded or labeled “extra clear,” “premium 
clear,” or “all clear” unless they are in 
fact one hundred per cent clear, or with any 
other misleading grade or trade name. 

(e) Red Cedar Shingles shall be branded 
or labeled with brands or labels which clearly 
indicate the species and the grade number. 
The number shall be in letters of the same 
size as the grade name established by Sim- 
plified Practice Recommendation R16-29 of 
the Bureau of Standards of the Department 
of Commerce. 

(f) Red Cedar Shingles shall not be 
shipped, sold, or offered for sale under any 
other guarantee of grade than that provided 
for in Simplified Practice Recommendation 
R16-29 revised, Bureau of Standards, United 
States Department of Commerce, and Com- 
mercial Standard CS31-33, Bureau of Stand- 
ards, United States Department of Commerce. 


Objections to the amendment must_be sub- 
mitted to Deputy Administrator A. C. Dixon, 
907 16th Street, N. W., Washington, before 
Monday, January 7, 1935. 
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National, Regional 
and Local 


Western Pine Producers 
Post Price Advances 


San Francisco, CaAtir., Dec. 31.—A well-at- 
tended meeting of pine manufacturers from the 
Klamath Falls and California districts was 
held at the Palace Hotel here ori Dec. 27 and 
28. This meeting was called to take such action 
as appeared necessary in view of the suspension 
of cost-protection prices from the Lumber Code. 
Due to the very favorable condition of the 
market and of inventories, certain price ad- 
vances on California Ponderosa Pine were 
recommended, these representing present mar- 
ket prices: H 


4/4 &. thicker Mo, 1 & 3 Clear... ..ccccc $2.00 
ee me Be errr rere 2.00 
oe BB eer errr 1.00 
2. Qa | SS Aeey eer  re 1.00 
ye EB re .50 
SC 2 SOE GP SUN 5. sare kd bed cieie Waceiarn 5.00 
I Sica aid ihcse ak asel cei ai neh hice he eal 25 
UU i ia largo i GO ee rc 1.00 
I II goin’ s 6:6%, 0p ¥ Oa 6-248 ov em ieh 2.00 
Pe EE hod pastes ad evcaewness 1.00 


The meeting took a very strong stand in re- 
gard to re-affrming all the differentials and 
working charges, also terms of sale, as set 
forth in LCA Bulletin No. 24. The general 
tone of the meeting was very optimistic. 


James L. O'Neil Named NRA 
Control Officer 


James L. O’Neil, operating vice-president of 
the Guaranty Trust Co. of New York, has 
been appointed control officer of NRA. He 
will have charge of administration procedure, 
financial affairs, office management and per- 
sonnel, assisting W. A. Harriman, adminis- 
trative officer. 

The post of control officer has been created 
in the process of NRA reorganization to in- 
crease and maintain operating etticiency. Final 
authority in matters of internal management are 
vested in the office. Mr. O’Neil’s services have 
been loaned by the Guaranty Trust Co. at the 
request of NIRB. Since 1918 he has been with 
the Guaranty Trust Co. in charge of organiza- 
tion matters, operations throughout domestic 
and foreign branches, and personnel. 


CODE BREVITIES 


ADMINISTRATOR Harry L. Hopkins of the 
Federal Emergency Relief Administration has 
issued instructions to all State emergency relief 
administrations to the effect that in any con- 
tracts awarded for purchases made by any State 
or local relief administration for which pay- 
ment is to be made in whole or in part from 
Federal relief funds, each contract shall contain 
a certificate of compliance to be filed by the per- 
son or persons honoring relief purchase orders 
2 furnishing supplies on a relief purchase 
order, 








Satt Lake City, Utan, Dec. 31.—Members 
of all divisions of the construction industry are 
expected to get valuable first-hand information 
about endorsement of the NRA codes at a gath- 
ering at the Newhouse Hotel, this city, Jan. 10. 
Two sessions will be held. 


* * * 


C. C. SHEPPARD, vice-chairman of the Lum- 
ber Code Authority, chairman of the Author- 
ity’s National Control Committee, and presi- 
dent of the National Lumber Manufacturers’ 
Association, has been appointed by Housing 
Administrator James A. Moffett to the recently 
organized advisory council of the Federal Hous- 
ing Administration. At the organization meet- 
ing of the council, held in Washington, Mr. 
Sheppard was appointed as a member of the 


(Continued on Page 50) 
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HoouraM, Wasu., Dec. 29.—A 
new and radically different type 
of plywood for immediate dis- 
tribution is the contribution of 
the Harbor Plywood Corpora- 
tion to the opening of the New 
Year. 

According to A. R. Wuest, 
president of the company, this 
new material, which is called 
“super plywood,” offers marked 
advantages, particularly in the 
field of outdoor construction. 

“The new panels,” Mr. Wuest 
explains, “are fabricated by the 
use of a resin glue, invented by 
James Nevin, chemical engineer 
with the organization, and are 
made under exclusive processes, 
protected by patent. Where 
methods formerly used have re- 
quired about twelve hours under 
pressure to dry, the new ‘ply- 
wood is glued, dried and ready 
for use in from three to five 
minutes. 


Welded Together Under 
Enormous Pressure 

“Up to 

the 

plywood’ is 


the point of gluing, 
process of making ‘super 
identical with that 





Left to right—A. R. Welch, plant 
manager, Hoquiam; James V. Nevin, 
Ph.D., Ph.C., Chem. Eng.; Hubert F. 
Wise, secretary-treasurer; E. W. Dan- 
iels, vice president and sales man- 
ager; A. R. Wuest, president 
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By New Type of Adhesive—Fused at Temperature 
of 350 Fahrenheit and Under Pressure of 100 Tons 


of the regular type. The thin 
sheets of wood are unrolled 
from the logs, cut to size, and 
the plies placed together in al- 
ternating layers with the grain 
opposed. The Nevin resin 
binder is applied dry between 
the plies, and each panel is hot- 
pressed individually between 
massive heated plates in a gi- 
gantic press weighing 350 tons. 
This press, which is considered 
the second largest press of any 
kind in the world, exerts a pres- 
sure of 100 tons, and will take 
panels up to 102 inches in width 
and of any length required. 

“Each panel is inserted be- 
tween the smooth, hot plates 
and, under this enormous pres- 
sure, it is like a sandwich in a 
toaster or like a suit in a press- 
ing machine. The high tempera- 
ture, 350 degrees, Fahrenheit, 
fuses the resin binder so that 
the plies of wood are practically 
welded or vulcanized together, 
and the panel becomes in effect 
one solid piece of wood, but with 
the added advantage of lamina- 
tion.” 


Great Resistance to Moisture Is 
a Primary Aim 


The new panels are distin- 
guished by their unusual light- 
ness, the manufacturer states, 
due to low moisture content, and 
a satin-smoothness of surface 
that results from the hot-press- 
ing process. Looking at the 
edge of a panel of super ply- 
wood, it is practically impossible 
to perceive any evidence of the 


adhesive, the plies of wood 
seeming to fit smoothly to- 
gether. 


The great advantage claimed 
for the new product is its re- 
sistance to moisture, which 
makes it ideal for all outdoor 


uses, such as _ roofs, outdoor 
signs, sidewalls etc., opening a 
field which has been practically 
closed to plywood. 


The waterproof quality of 
super plywood has’ withstood 
every factory and_ laboratory 


test, according to Mr. Wuest. 
In one test, he explains, a panel 
was boiled seven hours a day 
for fifteen consecutive days, let- 
ting the water cool between 
boilings, but keeping the ply- 
wood in the water. Other tests 
included boiling paneis for seven 
hours, then re-drying them and 
repeating this every day for fifty 
hours of boiling; also soaking 
panels continuously in water for 
several months. In none of 
these tests, it is declared, has 
there been any failure of the 
binder. 


Fused Adhesive Is Easy on 
Cutting Edges 

One feature of the new adhe- 
sive is the fact that it is non- 
abrasive, so does not affect the 
cutting edges of tools. Tests 
have shown that the super ply- 
wood presents no more resist- 
ance to saw teeth or plane edge 
than does the same thickness of 
solid fir. 

One important advantage also 
claimed for the panels made 
with the Nevin resin binder is 
its resistance to the attacks of 
insects or molds and _ fungi. 
Panels made by this process are 
also stated to have a greater resist- 
ance to fire than has ordinary 
plywood. 

Because of the unusually low 
moisture content, the new pan- 
els, the company points out, are 
lighter in weight and _ conse- 
quently easier to handle and less 
costly to transport. This low 
moisture content is said to 


greatly reduce grain raising, © 


warping, checking and_ shrink- 
ing. 


Officials of the Harbor Ply- | 


wood Corporation are conviriced 
that the new plywood is going 
to prove far superior to former 


types for many industrial uses, ¥ 


particularly where exposure to 
moisture is required. They are 
producing a special form of the 
super plywood, known as super 
ply-crete for use in concrete- 


form construction. Already in 
many kinds of concrete con- 
struction, where smooth sur- 


faces are desired, plywood pan- 
els have been used advanta- 
geously for form material, and 


the waterproof character of this © 


new material will enable panels 
to be used over and over again, 
for many times, without the 
panels warping or the plies sep- 
arating. 

Mills of the Harbor Plywood 
Corporation are located at Grays 
Harbor and at Olympia, Wash., 
in the heart of the great Doug- 
las fir region, with a capacity of 
more than 130,000,000 square 
feet of plywood a year. 
tails of the new super plywood 
process were explained to offi- 
cers and managers of the vari- 
ous branches of the company, 
at a sales meeting held in Ho- 
quiam the latter part of Decem- 
ber. Branch offices are located 
in Atlanta, Chicago, Cincinnati, 
Baltimore, Cleveland, Indian- 
apolis, Milwaukee, Pittsburgh, 
Philadelphia and Washington, 
DD. 4. 





A view of the 350-ton press which 

completes the panels in from three 

to five minutes; it has just been 

loaded with plywood, after which the 

plates are brought together by steam 
pressure 
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The Making New 


We talk of years as though the new 
Began upon a certain day, 

The great occasion when we threw 
The undesirable away, 

The thoughts and habits well we know 

That better were discarded so— 


And yet men make their own new years, 
And make them anytime they choose: 

I now can speak the word that cheers, 
I can today the glass refuse, 

Tonight can love the loving more 

Than I have ever loved before— 


Tomorrow I can burnish bright 
The armor that I daily wear, 

In business fair, in all things right, 
My honor my especial care— 

And thus, in days of frost or dew, 

Create a year entirely new. 


We See b’ the Papers 


No one ever got stuck sticking to his good 
resolutions. 


Though a politician starts the new year right, 
there is no telling when he may again turn 
left. 

There is one thing to be said in favor of the 
old panhandler system of helping the idle: there 
was no overhead. 


The President wants a bigger army and navy. 
So do we, when we can afford it. 


It cost Illinois $878,496 to take care of the 
poor in November. No, not take care of the 
poor, but take care of those who take care of 
the poor. 


Senator Vanderberg, author of the bank de- 
posit guaranty law, and co-author of the “take 
the profits out of war” investigation, seems to 
have a hard time keeping somebody from kid- 
napping his children. 


President L. E. Nutt, of the Moline Iron 
Works, attacks the constitutionality of the 
NRA, which is sturdily defended by District 
Attorney F. K. Lemon, that being his job. Well, 
now we shall learn if Nutt is a nut or the law 
is a lemon. 


Chicago auto deaths in 1934 increased over 
11 percent over 1933. But perhaps our lovely 
taverns are worth it. 


Traffic officials say that the sharp decrease in 
automobile deaths in Chicago in December was 
due to the fact that the snow compelled people 
to drive carefully. The police might take up the 
job where the snow leaves off. 


Every year 35,000 people in the United States 
are killed by automobiles. And yet manufac- 
turers advertise their speed as though it were 
something to be proud of. 


Everybody seems to be singing, “Who's 
afraid of the NRA?” 


The old saloon of sawmill days didn’t have a 
hostess, but now and then some fellow’s wife 
called around. 


Clayton F. Smith, an oldtime Democrat, was 
county recorder in Chicago for years and years 
until Jan. 1. Now his successor wants 54 new 
jobs created in his office. Maybe that is why 
our old friend Clayt was recorder for years and 
years. 


Rear Admiral Leahy says the present de- 
pleted Navy personnel “is a serious menace in 
the event of an unanticipated emergency.” Can 
it be that he purposely used “unanticipated” cor- 
rectly ? 


Strange, how some cities try to think up 
new ways to tax the law-abiding, when one $5 


policeman could easily curn in $100 worth of 
parking violators a day. In a city of any size 
a ermal squad car would pay 1000 percent 
pronht. 


Fellow from Detroit went through here yes- 
terday en route to find a job in Minneapolis. 
He probably passed some fellow en route from 
Minneapolis to Detroit. 


Between Trains 


Granp Rapips, Micu.—At that period when 
the miners of the West were saying, “Thar’s 
gold in them thar hills,” the lumber pioneers 
in Michigan were saying, “There’s gold in them 
thar trees.” The Michigan men were right, 
righter than they knew. They saw hundreds of 
millions of feet of lumber, that might be ex- 
changed for millions of dollars, and it all came 
true. But they never visioned the Michigan 
Tourist & Resort Association. Michigan goes 
right on selling its trees to people from other 
States—and without chopping a tree. In the old 
days the public was thinking of getting indoors 
under Michigan lumber; now it wants to get 
outdoors under Michigan trees. The public offi- 
cials and public-spirited citizens of Michigan 
who encourage that desire assembled here to- 
day, looked upon the season of 1934, and called 
it good. 


MILWAUKEE, Wis.—One thing for which we 
thank the Lord is that we have no new ideas— 
just the old ideas of thrift, honesty and indus- 
try, keeping out of debt, saving in good times 
and economizing in hard times, and a lot of 
other old ideas that are now out of date. We 
go around preaching these things, as we did 
today at the Rotary Club, and, strange to say, 
wherever we go we meet with applause and 
approval—not for us, but for our ideas, which 
are not our ideas at all, but the ideas of our 
father, and his father before him. But perhaps 
old ideas, like old styles, come back. Perhaps 
the old idea is now the new idea. 


MARINETTE, Wis.—Tonight we journeyed out 
to the country club along with the Kiwanis 
Club, which was our host, and whom should 
we find sitting right across from us but H. V. 
Newell. With a lumberman in the foreground, 
the river in the background, and we-builders all 
around us, how could the occasion help but be 
happy? 


New England Homes 


I like these long New England homes: 

From to room attached one roams 

And knows this house was not achieved 

In one short year; it has received 

The gifts of generations, son 

Has never thought the house quite done, 
Has added to the house, indeed, 

As there were means or there was need. 


So many of men’s houses seem 

Too much a plan, instead of dream, 
As though a builder were called in, 
Not here a dwelling to begin, 

But start and finish—none to care 
To add or alter anywhere, 
Although a home to me appears 

A matter of so many years. 


And yet thesé fine old homes were not 

Built in a season, and forgot. 

Some pioneer ancestral broke 

A clearing in the pine or oak, 

Built what he could, and then passed on, 

And knew that others at youth’s dawn 

Would add new rooms through which one 
roams— 

I like these long New England homes. 
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HERE’S 
REAL 
VALUE 


Unsurpassed 
quality and fine 
texture are characteristics of Klamath 
Ponderosa Pine. 

Crater Lake follows this natural ad- 
vantage with careful manufacture and 
the result is a dependable product that 
satisfies the most exacting buyers. 

Our No. 2 and Better are especially 
popular wherever real values are appre- 
ciated. Drop a line to-day and let us 
quote on your requirements in: 


SELECTS—COMMON 


S4S OR ROUGH 
SHOP AND BOX 


CRATER LAKE 


LUMBER CO. 
SPRAGUE RIVER, ORE. 


Huntington Taylors 
Gen’! Mnar. 














‘Sell More 
Modernizing Jobs 


by showing prospective customers how the 
completed job will look, how much it will 
cost. 

Send us your prospect’s own sketch or 
snapshot of present building with suggestion 
of what change is desired. We will furnish 


FLOOR LAYOUT, PERSPECTIVE SKETCH, 


MILLWORK ust... . $2.50 


MILLWORK LIST 


Immediate attention by air mail. Send us 
a trial job—willi make money for you. 

We also make, sell and rent models made 
to your plans and specifications. We fur- 
nish house plans and material lists. Write 
for special low prices. 


Lumberman’s Drafting 
& Listing Service 


233 Drumheller Bldg., Walla Walla, Wash. 























MIKED CARS 





Order JustWhat 


You Need In: 








| YARD AND 
SHED STOCK 


Including 
Bevel Siding, 
Mouldings, Lath, 

Shingles 


WHITE RIVER. 
LUMBER CO., 


ENUMCLAW, WASH. 
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LEFT 


Here is some of the 
Long-Bodied, Soft 
Shortleaf that has 
Helped Build Sumter 
Reputation 







RIGHT 


Log Ramp in the 
Woods Operations 
of the Sumter Lum- 


ber Co. 


ABOVE 


These are the Boys 
who lay the Iron 
Trails in Preparation 
for Speedy Woods 
Operations 


LEFT 
The Finished Prod- 


uct, which Proves 

that Good Equip- 

ment and Contented 

Men Make Good 
Stock 


RIGHT 
The Logging Camp 
of the Sumter Lum- 
ber Co.; built for 
Worker Comfort and 


Welfare 
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amd SOFT TEXTURE, CLOSE 


—Are What Make Selling of This Sheeny White | 
Has Enough Virgin Timber to Keep | 


If you have been following Sumter Lumber Co.’s advertisements in the 
AMERICAN LUMBERMAN for the past twelve to eighteen months, you 
have doubtless been impressed by the fact that it is just a step or 
two ahead of the field in its promotion of rebuilding, remodeling and 
repair. This may rightly be said to be the basic idea behind the 
whole Sumter organization; to keep a step or two ahead with new 
ideas, new methods of manufacture, new plans that will make for 
better lumber, for better merchandising. 

The owners of Sumter, in adhering to that principle of newer and 
better methods of manufacture, built Electric Mills, the first com- 
pletely motorized mill in the South. They were a step or two ahead 
then in building this mill. At that time, also, it was the generally 
accepted idea that anything would do for the mill worker, just so 
it had a roof and four walls, but the men behind this company did 
not adopt the generally accepted idea, but considered the living con- 
dition and the comfort of their employees and their families. They 
set the town down in a grove of trees, with straight, wide, graded 
streets, sidewalks to the end of every block, to the home of every 
employee. They provided parks, clubs, play-grounds for the chil- 
dren, schools, theatre with sound pictures, hospital, and a library in 
which at present is housed over three thousand volumes of standard 
literature and the latest fiction. The accompanying street scene of 
employees’ homes in the town of Electric Mills shows the pleasant 
surroundings better than they can be described. 

It is this visian of the owners which explains why Electric Mills 
is so often spoken of as the nicest sawmill town in the South. 

How close the present adherence to that principle is, may be ob- 
served in the picture here reproduced of the recently established 
woods camp at its logging operation, which more nearly resembles 
a summer resort or a fishing preserve than a logging camp. 

It is this manifest interest in the welfare of its men and families 
which has made Sumter’s organization one of the most permanent 
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Largest Single-Unit 

Full-Time Shortleaf 

Operation in the 
United States 
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_ and one of the most loyal to be found among southern sawmills. It 
He is this permanency of organization that has enabled Sumter to build 
fee! up the enviable reputation it has for standards of quality and uni- 
y and formity of grades. 
Pre Just how permanent the personnel is, may be illustrated by the 
reply of a negro who was recently asked how long he had been 
e for working for the company: ‘“Laws-a-mercy, boss, I’se one of dis 
company’s own chilluns.” There are both whites and blacks working 
and for Sumter, whose fathers were in the employ of the company when 
rene? they were born. So this is what permanent organization means at 
rally Sumter. Lan 
a ae Sumter has one of the largest stands of virgin growth shortleaf 
: did to be found in the South today. In fact, the large acreage owned by 
: this company justifies the statement that it will be cutting lumber 
ga at this plant for practically another generation. There is no old-field 
shee or loblolly pine in the cuttings, and, while its virgin shortleaf is close 
abe grained, it is at the same time extremely soft textured, light weight, 
chil- with a white sheen, from which it gets Its name. 
oe ie The beauty of the woods, the long bodied timber, the character of 
dard the logs, are shown in the accompanying illustrations. It is from 
ager such timber, such logs as those shown, that, under full time operation, 
mad seventy-two million feet of lumber a year is cut and shipped, not 


only within the United States, but to Canada, South America and 
Europe as well. 

The present logging operations are approximately forty-five miles 
from the town of Electric Mills, and in the sawmill you see the largest ABOVE 
single full-time unit producer of shortleaf in the United States, and The Loading Plat- 
the only mill in the world producing the famous “NEARWHITE,” which form: Constructed 
is recognized by the trade as a superior quality for interior trim on ons Ge Qa Oe 
account of its light weight, silken texture, and soft, subdued grain. 

The first impression one gains on visiting Sumter’s operation, and 
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the lasting impression he carries away with him, is the painstaking 
care in handling every separate operation about the plant. If he is 
not a practical sawmill operator, he does not recognize the close 
supervision or the alertness and watchfulness of the men at all key 
positions to see that everything is done exactly right. He does, 
however, see those straight, uniform piles. He does see the perfection 
of the machine work at the planing mill. He does run his finger over 
the face of the mouldings, casings and finish, and ask: “Isn’t this 
sanded?”, only to be told, “No, that is just the way it comes through 
the moulders.” 

As he walks through the lumber yard, he remarks about its clean- 
liness, for every alley is as clean as a city boulevard, every pile as 
straight and true as an Indian’s arrow. 

The perfection of the piling can not be observed from the photo- 
graph, where the yard is shown en masse, but the photographer hap- 
pened to catch one pile of 1x6-inch No. 2 common, from which the 
stacks on both sides had been removed, and in that picture you see 
the symmetry of the stacking, and recognize that the man who put 
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up that pile was as proud of the lumber as if it had been of the very 
highest quality manufactured in the mill. Every pile you see in the 


yard, if separated and standing alone, would show the same care and 9 


attention, and it is proof of the statement so often made by the 
Sumter organization—that just as much care is used in the handling 
of its common lumber as with the upper grades. 

Kiln drying is also done on a scientific basis. 
double-track modern progressive kilns, all the uppers and a liberal 
portion of the common lumber, approximately one-half million feet 
of lumber is coming through the kilns all the time, and it is this 


kiln capacity which gives to Sumter the power of shipping eight cars | 


a day. 
The shipping of three thousand carloads per year from one plant 


is no small job. Proper and adequate loading facilities must be pro- 7 
So tracks, plat- | 


vided to meet the high point of shipping schedules. 


os a 


With the eleven | 


~~ 


rere ok 


ua 


forms and sheds are of sufficient capacity to permit the loading of | 


twenty cars at one time, and many times during the rush periods, 
every facility is pressed into service. 





GLEANINGS FROM THE MAIL BAG 


Upon returning to his Kansas City office, 
from a four days’ tour in Arkansas, assisting 
in dealers’ meetings at Jonesboro, Little Rock 
and Fayetteville, E. E. Woods, secretary-man- 
ager of the Southwestern Lumbermen’s Asso- 
ciation, wrote the AMERICAN LUMBERMAN that 
he saw more new construction on that trip than 
he had observed on any of his recent trips over 
Missouri, Kansas or Oklahoma. He added: 


“The sawmills seem to be very active, and 
a lot of new buildings are springing up along 
the highways. Several dealers told me that 
they will show a profit on their operations for 
the year, and a general note of optimism pre- 
vails. It was indeed a pleasure to observe this.” 


With regard to the Code situation, Mr. 
Woods remarked: 


“While many are concerned over the prob- 
able elimination of price-fixing from the manu- 
facturers’ Code, taking the long view of it I 
personally believe that our industry will prosper 
better when we rest on a solid structure than 
on an artificial one. At this time things look 
bright for 1935. I believe that whatever reces- 
sion in price occurs following the elimination of 
price-fixing will be more than offset by the 
demand that now appears to be growing and 
will doubtless assert itself by early spring.” 


Through the courtesy of J. G. Whittier, presi- 
dent Whittier Lumber & Millwork Co., Newark, 
N. J., the American LuMBERMAN has received 
a photograph showing a beautifully inlaid table 
made by John L. Breth, of Bluefield, W. Va., 
together with a detailed description. This table 
contains 52,900 pieces of wood, of 130 kinds, 
and represents about one year’s work by Mr. 
Breth, who is now eighty years of age. During 
his lifetime he has built six or seven other 
tables inlaid in somewhat similar manner. De- 
scribing his latest achievement in this line, 
shown in the accompanying photograph, Mr. 
Breth wrote the Whittier Lumber & Millwork 
Co. as follows: 

“You remember that about the last of Feb- 
ruary, 1934, I told you I would send you a 
picture of the table I was making at that time 
as soon as I got the piece of native wood that 
I needed to represent your State. So here it is, 
all finished. 

“This table is known as No. 22 and is inlaid 
on both sides. It measures 33x33 inches; hangs 
on pins, and swings clear around. This table 
was made in one year and contains 52,900 pieces 
in all. Every county in Pennsylvania and every 
State in the Union—including Hawaii, Porto 
Rico and Alaska—is represented by one or more 
pieces of native wood. 

“The counties and States are placed and num- 
bered according to rank in population. Also, 56 
different countries of the world are represented, 
each by a piece of native wood. All these are 
placed alphabetically, and each has a record 
showing the kind of wood—from each county, 
State and country. These are all on the top. 


“On the reverse side (the octagon side) are 
16 squares. Worked into the design are the 
flag of Betsy Ross, the flag of the War of 1812, 
the flag of the Civil War, and the present-day 





John L. Breth, Bluefield, W. Va., with inlaid table 

which he made, containing 52,900 pieces of wood, 

of 130 different kinds. This picture shows top of 

the table. The reverse side bears an octagon de- 

sign, equally intricate and beautiful, as described 
in his letter 


flag. Along the sides and across the bottom are 
shown historic buildings relating to George 
Washington’s career.” 


An interesting letter from J. L. Debes, of the 
Wilson & Greene Lumber Co., Syracuse, N. Y., 
expresses some views regarding the develop- 
ment of modernizing business which seem worth 
quoting, as follows: 

“After three months of observation, my per- 
sonal opinion is that there is considerable of 
this type of business still open. I feel that many 
people who are steadily employed, who have a 
small cash reserve, and who could have done 
modernizing work under this plan, have failed 
to do so for the reason that they were averse to 
obligating themselves. They have been getting 


along with the slow deterioration of their prop- 
erty and have become accustomed to that way 
of living, and choose to continue so, rather than 
trouble their heads with the costs of moderniz- 
ing. Perhaps when the snow is off the ground 
again their psychology will change to some de- 
gree, particularly with the natural urge of 
spring. 

“There are also, in my opinion, many people 
having a reasonably good cash (or credit) re- 
serve, who are of the same general opinion; but 
who are sitting back hoping that they will catch 
an opportune time to cash in on the use of such 
cash or credit. If they do not observe such a time 
as winter comes to a close, the spring urge and 
accumulated deterioration may prove to be more 
than they can stand, as against taking the op- 
portunist’s attitude for a money gain by further 
waiting.” 

: o e 

A staff representative of the AMERICAN LuM- 
BERMAN now on a business tour of the South, 
having already visited parts of Mississippi, 
Louisiana and Texas, writes the home office 
under date of Dec. 28: 


“All of the manufacturing concerns I have 
seen report the best outlook for several years, 
and already business is being placed. In one 
office I was told that orders for 15 cars had 
been booked the day I was there; in another 
that orders had been received for 10 cars, and 
in still another the sales manager stated that he 
was just awaiting a telephone call for confirma- 
tion of an order for eight cars—all in the same 
day. The general sentiment is that the elimina- 
tion of price control from the Code will be 
followed by a stronger market.” 


With regard to retail trade, although busi- 
ness at the moment was rather quiet, as usual 
during the Christmas and New Year holiday 
period, some dealers were found to be doing 
considerable business even now. For example, 
one retailer informed the AMERICAN LUMBER- 
MAN representative that he had just closed a 
deal to supply the material for one house, and 
had another practically closed up. Still others 
were expecting good business to materialize 
right after the first of the year. 


Match Plant Gives Bonus, 


Increases Payroll 


Tacoma, WasH., Dec. 29.—One of the few 
large industrial enterprises in the Pacific North- 
west to pay its employees a bonus during 1934 
is the Pacific Match Co., of this city. An- 
nouncement of the bonus, which is $5 for each 
month worked by the employee during 1934, 
was made by President O. V. Snyder at a ban- 
quet attended by the company’s three hundred 
employees held at the plant here this week. He 
also announced an increase in the company’s 
pay scale for 1935 that will boost the total 
payroll about $19,000. The company’s payroll 
this year was in excess of $300,000. 
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Lumber production in the United 
States in 1934 is estimated by the 
statistical department of the Na- 
tional Lumber Manufacturers’ As- 
sociation at 1514 billion feet. It 
was 14 billion feet in 1933; 10 bil- 
lion feet in 1932, which was the 
lowest in 65 years, as compared 
with 37 billion feet in 1929. The 
most was made that could be made 
out of this relatively small prod- 
uct. It was so handled by sawmills 
and remanufacturing industries 
that it gave employment on the 
average to about 406 thousand per- 
sons. The largest average number 
of employees in the industries 
which fall under the Lumber Code 
was 690 thousand in 1923. (Several 
hundred thousand forest products 
workers are outside the Code.) As 
the 1934 lumber cut is only two- 
fifths of that of 1923, the industry 
has done well to take care of 406 
thousand people. This could not 
have been done without reducing 
the number of hours worked by 
each person. It has been accom- 
plished without reduction of aver- 
age pay, and with increased pay- 
roll in 1934 as compared with 1932 
and the first part of 1933. The in- 
dustry has fortified its position in 





A Review and a Forecast for 
Lumber Industry 


[Special telegram to AMERICAN LUMBERMAN ] 


Wasuincton, D. C., Jan. 2—Wilson Compton, secretary and general 
manager of the National Lumber Manufacturers’ Association, said today 
of the lumber industry in retrospect and prospect: 


the way of finance and credit, but, 
while the great majority of the 
mills got out of chronic red ink in 
1934, dividends were rare or un- 
satisfactory. 

The outlook for 1935 is uncer- 
tain, because it is impossible to 
say whether or not there will be a 
pronounced building recovery this 
year. So far the gradual revival of 
the lumber industry has been with- 
out the support of a building, and 
particularly a residential building, 
revival. Whatever it may be, the 
lumber industry will probably 
benefit more from it than any 
other of the principal building 
material industries. It is not un- 
likely that new residential build- 
ing will be 50 percent larger this 
year than in 1934—which, because 
of the distressingly low levels to 
which ordinary private residential 
building has fallen during the past 
year, is not so big a gain as it looks. 
The benefits which this expansion 
of business will bring to the lum- 
ber industry will depend upon the 
capacity of the industry for self- 
control, especially in the adjust- 
ment of production to consump- 
tion. 








England Experiments With 
Wooden School Buildings 


Wasuincton, D. C., Dec. 29.— The new 
Ilmington Road School at Birmingham, Eng- 
land, formally opened in November, and is an 
example of the use of wood in the construction 
of such buildings in England which marks an 
unusual development in a country whose tradi- 
tional preferences for centuries have been for 
brick and masonry in structures of all kinds. 
Economy was the primary motive in the selec- 
tion of wood for the Ilmington Road School, 
the authorities declaring that the buildings were 
erected at a cost of 20 percent less than that 
for brick structures of the same type. It was 
felt that this was an unimpaired saving as, re- 
gardless of the prospective life of a brick or 
masonry structure, obsolescence will limit the 
life of any school building to probably thirty 
years, and it is estimated that the Ilmington 
Road School buildings will last a minimum of 
forty to fifty years. 


_ In these experimental buildings, the framing 
is of Douglas fir, with walls and roofs of west- 
ern red cedar, covered with red cedar shingles. 
Interior wall coverings are of Douglas fir, and 





Douglas fir doors are used throughout. 

The school occupies approximately four acres, 
with the buildings grouped around two quad- 
rangles, the various rooms being connected by 
glass enclosed corridors and verandas. 

The London Timber Trades Journal reports 
in a recent issue that at a meeting of the educa- 
tion committee in the West Riding of York- 
shire, the chairman, Sir Percy Jackson, declared 
that he had never “seen better schools than 
these,” and related that one headmaster of an 
old school stated he wished his school building 
might be destroyed so that he could have new 
buildings of wooden frame construction. 

The proportionate increase of wood in con- 
struction in the United Kingdom during the past 
year has been attributed by many observers to 
the work of the Timber Development Associa- 
tion, under which name British lumbermen or- 
ganized about a year ago to conduct a trade 
extension and promotion campaign. 





THE Scripner decimal C is the official log 
rule of the United States Forest Service, which 
says that it is “a better measure of the lumber 
recovery from logs than are most of the fifty 
log rules which have been constructed in the 
United States.” 
































MORE GOOD WILL 
PER MBF! 


RETAIL lumber dealers every- 

where are building goodwill 
and increasing their sales volume 
with “Arrow Brand" Tidewater 
Red Cypress. 


A materially increased demand for 
all building materials is indicated, 
and because of its suitability for 
home construction dealers will find 
this versatile lumber product a 
profitable and readily salable item. 


Always specify "Arrow Brand" 
when ordering Cypress, remem- 
bering that the Florida Louisiana 
Red Cypress Company is, at all 
times, your most dependable 
source of supply. 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 
































BURTON -SWARTZ 
CYPRESS CO. 
PERRY, FLA. 


Tidewater Red Cypress 





THE BEST 
OBTAINABLE 


The Largest Stock in the 
Entire Industry 














CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress Lumber, 
Lath and Shingles 
and have Complete 





at 
Also Tupelo Lumber, 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LA. 
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INSURANCE 


' With That Mutual 
LUMBER 
MUTUALS 





Interest 





Specialized Protection for 
the Lumber Industry, with 
a Cost-Reducing Dividend 
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QUERY AND COMM.NT 


Would Manufacture Hardwood 
Flooring 


Information on literature dealing with meth- 
ods of laying and finishing hardwood flooring, 
in response to an Inquiry from Florida, No. 
3114, was given in the July 21 issue; but there 
was little data given on manufacturing flooring, 
which had also been asked for, as the standard 
patterns were not available. Drawings of such 
patterns have been secured, and are shown here 


Me, D201 















end view YN 
} SCALE Exact size ni 

















}- 
J 2 4 » 
Es eck rej 


LL ¢ 
po er 








4 END MATCHED Compitian 
Wil SIE GROOVE IN Front 


HOLLOW BACKING 
have Eta rs 
vere SIDE TONGUE En. ARGEO 


FOuR THES OF EeacT siZE 



















































































y eS rs) 
t ] 
| t 
| ¥™ 
| "wi 
i wl) 
ee eee J . a 
‘Tor? viEw * 
x % og x 
y » ENO view 19 
SCALE-EXACT size 
ra 
# Vid SWOw met, Pk s 
Ewe PATCHED CONDITION t g ..° 
WAH S106 Gqgove m front a 
HOLLOW BACKING 
x2E Rel Beveled E 
eal 2 ° © 
oo 7 © a a 
SWE Ton Gue- EMARGED 
Four Twes of exact Sue 











[tte eee eee eee 









































+& 
Sie View 4 


Snowwe Exe Manso 
Coweirion 





Pett owe pK Sipe Toneve Gnsrao 
jaoguer Years, loon Tats Acrumt Sut 


Oak Flooring Standards 


AMERICAN LUMBERMAN 


in much reduced size. 


1921. 








a 


The patterns of the 
National Oak Flooring Manufacturers’ Asso- 
cidtion, Memphis, were adopted by its predeces- 
sor, the Oak Flooring Manufacturers’ Associa- 
tion of the U. S., those for %- and #%-inch on 
Dec. 14, 1916, and that for 14-inch on Sept. 15, 
The patterns for maple flooring were 
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adopted by the Maple Flooring Manufacturers’ 
Association, Chicago, on Oct. 17, 1919. Those 
wishing to secure full size charts should com- 7 
municate with these associations as to the con. |” 
ditions under which they may be obtained. The 
grading of No. 3-A oak and maple rough floor. 7 
ing stock was the subject of an article that 7 
appeared in the issue of Dec. 6, 1930.—EpiTor, © 


3 
Finding Nail Before Saw Hits It | 
We are very desirous of finding nails in 
logs before sawing. We understand that there 
are electrical and other devices that will 7 
promptly locate the nails. Could you aid us — 
in locating the makers of these instruments? 
Are there devices to locate nails in standing 
timber?—INquiry No. 3124. 














[This inquiry from a Middle West sawmill 
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owner first appeared in the Aug. 4, 1934, issue 
of the AMERICAN LUMBERMAN, at which time 
it was replied that no such device had been lo- 
cated. But since that date a member of our 7 
editorial staff visited a World’s Fair exhibit 7 
where the “Forewarn Detector” was on dis- | 
play and was being demonstrated; and_subse- | 
quently H. B. Harrigan, of 3345 North Lincoln 7 
Street, Chicago, has called at our offices to tell © 
more about this equipment. Its best-known use | 
is in police stations and detective bureaus, 7 
° where it instantly indicates the presence of any | 
concealed weapon on the person of a suspect— | 
any object in which there is iron, for it oper- | 








Bix cevecen Ss 


x “ %~e 


7 





2" pace 








<eF 


ates by magnetism. The detector is built to 
order, to fit the requirements of the jobs ex- 
pected of it, and can be made with a magnetic 
field strong enough to indicate not only the [ 
presence but the location of any nail or other | 
piece of iron or steel imbedded in a log. The | 














promoter of the device was surprised at the | 
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thought of the dedector having any application 
i to the lumber industry, although it is put to | 
numerous other industrial uses—such as the 
detection of fragments of steel wire in blankets 
—and he was not certain as to just how it could 
be installed so the logs could be passed in front 
of it, for the steel in the log carriage itself 
would offer complications to the successful op- 
eration of the equipment.—EniTor. ] 











NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 





In the Steamer Cumberland, 
recently launched from a Bath 
(Me.) shipyard, the panels in 
the ladies’ cabin are of Califor- 
nia redwood, the other finish- 
ing in that cabin being of ma- 
hogany and rosewood. 

e * @« 

Salting Lumber to Season It. 
—We have read in about every 
hogde-podge class journal that 
reaches us, that “a new process 
for drying lumber is just now 
attracting attention;” further, 
“it is said to be the best and 
most effectual and economical 
method ever practiced.” The 
process is to pack the lumber 
in common salt. Will some of 
these class papers tell where 
this process is attracting atten- 
tion? Will they tell us why it 
is the “best and most effectual 
and economical method ever 
practiced?” We'll bet a sum- 
mer hat they will not do either. 
Most economical, of course! If 
all the lumber dried in Chicago 
alone were packed in salt, salt 


would be so rare that it would| Industries for Cut-out Re- 
be a luxury. gion.—The business men of 
eee Grand Haven, Mich., recognize 


New York Imports of Ma-|the fact that the lumber indus- 





hogany and Cedar.— The im- 
portation of mahogany and 
cedar logs has been steadily in- 
creasing with every succeeding 
year. I append a tabulated 
statement: 
Mahogany 

Logs from 1884 1883 1882 
Cuba ...... 19,331 15,263 7,141 
Mexico ....16,642 14,912 13,192 
St. Domingo 1,221 2,686 3,138 
Honduras... 1,377 218 94 








Others ... 734 201 3805|Superior port for the Canadian 
Pacific railroad. This small | 
Total ...39,305 33,280 23,870 |item has some significance. | 
Cedar During the past season consid- | 
Logs from 1884 1883 1882 jerable lumber and bill stuff has — 
aa 50,250 31,082 21,091|been shipped from Duluth, 
Mexico .... 9,062 8,179 8,137| Ashland, and, we believe, Bay- 
West Coast. 4,185 5,355 2,058|field, to Port Arthur, for use ~ 
Central in Canadian Pacific construc- © 
America tion work. Now it is said that © 
OU secces 1,911 710 199|Port Arthur is to become a | 
distributing point for lumber | 
Total ...65,358 45,226 31,485|along the Canadian Pacific. ey 
r 





try of that place is approaching 
the end, and are looking about 
for substitutes, that the town’s 
prosperity may continue. 

* o . 


The Bayfield (Wis.) corre- 
spondent of the Lumserman 
this week mentions the fact 
that R. D. Pike is building a 
barge at that point for the pur- 
pose of carrying lumber to 
Port Arthur, Ont., the Lake 
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To Deale 
With _ 
Low Stocks 
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To participate in the anticipated broad upturn in 
repair, modernization and new construction activity 
during the coming spring months you need lumber— 
and we have it—reliable quality old growth yellow 
Douglas Fir and virgin Sitka Spruce, from one of the 
finest stands in the Pacific Northwest—50 to 60 years’ 
cutting ahead of us. 

We have a mill capacity of 47M feet per hour— 
the largest allocated production under the code of 
any rail mill in Oregon—and we're producing well 
manufactured lumber with all the important refine- 





MILL CAPACITY—47M PER HOUR—LARGEST ALLOCATED PRO- 
DUCTION UNDER CODE OF ANY RAIL MILL IN OREGON 


ments—all dimension "eased" edge, all common lum- 
ber is uniformly kiln dried, dimension double-end ma- 
chine trimmed. Each piece of Sitka Spruce refrigera- 
tor stock is tested for low moisture content. 

Large stocks, big capacity and understanding of 
dealer and industrial requirements insures careful han- 
dling and prompt shipment at all times. 

Our products always have and will continue to be 
marketed exclusively through recognized retail lumber 
dealers, wholesalers, United States Government, rail- 
roads and large industrials. 


Your community looks to you for honest dependable lumber—and C. D. 
Johnson lumber measures up to every exacting requirement. We're 
delivering real satisfaction to our customers—and should like to have you 
get acquainted with our quality and service. Tell us what you need to 
balance stocks for spring business—and we'll please you. 


C. D. JOHNSON LUMBER CO. 


1330 American Bank Building, PORTLAND, OREGON 
MILLS: TOLEDO, OREGON 


"To increase our service to our customers we have installed 
teletype service. Our Portland Number is 173." 


"Reliable wholesale and commission representation wanted 
in territories not now represented.” 
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Keep ’em Going — wey \aune 
ed things — Be ready wiih 
OCKWOOD 
OAK FLOORING 


SOFT TEXTURE UNIFORM COLOR 
Ask for Stock and Price List 

GEO. C. GRIFFITH STAVE CO. 

1750 Ry. Exch. Bidg. ST. LOUIS, MO. 
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Southomn Hardwoods 


CHAPMAN & DEWEY 


LUMBER COMPANY MEMPHIS 
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Census of Planing Mill Products, 1933 


Wasuincron, D. C., Dec. 31.—According to 


SHI Products—Summary: 1933 
a preliminary report compiled from data col- 





Richard Shipping Corp. 


Established 1847 
44 Beaver Street, NEW YORK 
Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 


Value 
lected in the Biennial Census of Manufactures ; S988 
taken in 1934, released today by Director Wil- . a eg Ary 
liam L. Austin, Bureau of the Census, Depart- mills), all products, total 
ment of Commerce, the total value of all WE ktecweguswene<canseaceus $124,235,186 
products made in 1933 by independent planing (a) Planing-mill products .... 117,032,847 
mills amounted to $124,235,186 (at f.o.b. mill (b) Other products (not nor- 
prices), of which amount $117,032,847 repre- per d  peeeevery to the in- 6.793.212 
sents the value of planing-mill products proper. <n te cipes datcnendalaci tty guts 
hae D cy — of all planing-mill products, (c) eee for santem pen 409,127 
including those made in planing mills operated iii side: aintaiaead: Sa ditt wd 
in conjunction with sawmills and those made as . Somerton nwith ps — 
secondary products in other industries, as re- (a) Planing-mill products .... 132,978,480 
ported for 1933, was $252,313,044. This com- (b) Receipts for custom plan- 
pares with $397,191,006 reported for 1931, the 1 enn 114,611 
last preceding census year. 3. Planing-mill products made as 

The most important item contributing to ta son wd products in other 2.301.717 
these totals was dressed lumber, the production p),ning-mill products. aggregate 
of which declined from 9,278,076,000 feet, valued value tones of la, 2a, and 3).. 252,313,044 
Schad er daemenent i — feet, 1Establishments which operate planing 


Statistics for 1933, with comparative figures 
for earlier years, are given in following tables: 


Summary for the Industry, 


mills in conjunction with sawmills are classi- 
fied in the Lumber and Timber Products in- 
dustry. 


1933, 1931 and 1929 


1933 1931 1929 
rn 20 Ce cc cc cencneeeesceeeedewwete 2,356 3,453 4,849 
Wage earners (average for the year)!.............2e00% 35,396 54,493 90,134 
5 PPAR SRS ESS alec gear a ea ERIS Perera eae eee $ 26,056,497 58,552,197 116,422,664 


$ $ 

Cost of materials, fuel, and purchased electric energy?..$ 67,879,706 $125,760,345 $296,008,499 
pO PORES re are e ae $124,235,186 $235,680,673 $553,583,488 
WEERO BOGOR BF MIRMUTRCTUIO. 2 oc cesccccsccccvcccescese $ 56,355,480 $109,920,328 $257,574,999 

INot including salaried officers and employees. Data for such officers and employees 
will be included in a later report. The item for wage earners is an average of the numbers 
reported for the several months of the year. In calculating it, equal weight must be given 
to full-time and part-time wage earners (not reported separately by the manufacturers), 
and for this reason it exceeds the number that would have been required to perform the 
work done in the industry if all wage earners had been continuously employed throughout 
the year. The quotient obtained by dividing the amount of wages by the average number of wage 
earners can not, therefore, be accepted as representing the average wage received by full- 








The Ready Reference 
Inventory Book 


{7 “Shows up” scattered piles. 
vents Over-Buying. 

7 Assembles different classes of 
lumber on correct page. Saves 
Valuable Time. 

{ Each page has large index. Easy 
to handle in cold weather. 

7 Plenty of space to list all 
carried in stock. 


POSTPAID PRICES 
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ventory Book 

4 Copies Ready Reference In- 
ventory Book 


10 Copies Ready Reference In- 
ventory Book 1 
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431 So. Dearborn St. 
Chicago, Ill. 
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time wage earners. 
earlier years, 
to year should be taken into account. 


In making comparisons between the figures for 1933 and those for 
the possibility that the proportion of part-time employment varied from year 


“Profits or losses can not be calculated from the census figures because no data are 
collected for certain expense items, such as interest, rent, depreciation, taxes, insurance, and 


advertising. 


*Value of products less cost of materials, fuel, and purchased electric energy. 


Planing-Mill Products, by Kind, Quantity, and Value: 1933 


{The figures given in the “Total” and “Independent planing-mills” columns include data 
for quantities and values of planing-mill products made as secondary products in other in- 


dustries. See item 3, Table 3.] 


Planing 
mills 
operated in 
Independent conjunction 





planing with 
Total mills sawmills 
Dressed lumber, including flooring, ceiling, partition, 
and siding: 
os, ad accra die abe Wh wanes 7,124,382 1,082,307 6,042,075 
EE Sac beehaheeetshSeaiate veksiweeerecdneeer awed $135,029,297 $ 27,074,072 $107,955,225 
Doors: 
For dwellings and offices— 
| ities E cia  / ORREST SPE PE Ne ee en PP 6,258,510 4,147,102 2,111,408 
I lain ces be irs gy gl of cine aye Ghar Ye ada need ae A EE $ 10,408,025 $ 8,071,392 $ 2,336,633 
Ce Ee 54 a ceugen ties soeeremedebeeeeneneaAneeuan $ 1,858,763 $ 1,743,174 $ 115,589 
Sash 
RD i at ea ak hk ch a ele Dre eee oeba eee 12,727,002 11,863,760 863,242 
ee eae Cee oa eon ee eee eee raw adore ae SWCD $ 6,744,003 6,388,316 $ 355,687 
Window and door frames: 
i edt tee wea bvien en bd ew adaeaween eee ewel 2,231,442 2,007,363 224,079 
brianna did dont ea ak wie Abed eee eee eee $ 4,643,517 $ 4,348,423 $ 295,094 
a ee $ 18,253,145 $ 4,828,825 $ 13,424,320 
Portable and ready-cut houses, value...............+.. $ 1,639,879 $ 1,639,379 $ 500 
rr rrr. WD, cso ebeeehebebe cde skew neecwes $ 2,500,250 $ 1,445,266 $ 1,054,984 
a wh Se CW gy WW wr a ce igua arm $ 4,954,544 $ 4,954,214 $ 330 
ran dh oe ede Gi eae Os $ 482.063 $ 335,355 $ 146,708 
SLE LAE AAT EEN $ 1,029,229 $ 1,028,429 $ 800 
Miscellaneous millwork and millwork not reported by 
ctekk ean se On eR eee Rath ehaie ee ee ee-d Gem wae $ 64,770,329 $ 57,477.719 $ 7,292,610 
I NN i ahs ago nk Bt cine an aes OW ice a Scars $252,313,044 $119,334,564 $132,978,480 


™Molding, inside trim, and general millwork not specifically reported. 





Show Carved Murals of Wood 


Eucene, Ore., Jan. 1.—Three completed 
panels of the six-panel wood murals being con- 
structed for the proposed University library, 
showing the possibility of using wood murals 
in public buildings in the Northwest, were re- 
cently placed on display here. The three panels 
together measure 7 feet 6 inches by 8 feet. 

It is believed that such interior decoration 
may also be carried into Eastern centers. If 
such murals were used, western themes would 
be in greatest favor, as the most appropriate, and 
a trend would be started away from the finish- 
ing of entire interiors with steel. If such carv- 


ings were used for wall decorations, other in- 
terior finishing would have to be in wood. 

Great public interest was shown in the carv- 
ing displays, most of which were furnished by 
the Grey Gypsy Craftsmen, of Eugene, and 
financed by the Willamette Valley Lumbermen’s 
Association. 

California wood carvers inquired at the dis- 
play booth about incense cedar, which is found 
in suitable quality and quantity near Cottage 
a This wood carves well and has good 
color. 

Many CCC visitors were attracted by the 
wood carving displays and a number of them 
will probably do a lot of whittling from now on, 
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AMERICAN LUMBERMAN 


National Production, Shipments and Orders 


Wasuinoton, D. C., Dec. 28.—Following is the National Lumber Manufacturer’s Association report for two weeks ended Dec. 22, and for fifty- 
one weeks ended that date, covering mills whose statistics for both 1934 and 1933 are available, and percentage comparison with statistics of identical 


mills for the corresponding period of 1933: 


"wo WEEKS: Av. No Production Percent Shipments 
softwoods: Mills 1934 of 1933 1934 
Southern Pine Association............+.+e-05 105 37,313,000 96 35,531,000 
West Coast Lumbermen’s Association........ 184 147,319,000 111 159,485,000 
Western Pine Association..........-..+ee0+- 117 33,002,000 67 60,626,000 
California Redwood Association............. 14 12,837,000 126 9,279,000 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,652,000 117 1,116,000 
eee ee TT eT re TT 438 232,123,000 100 266,037,000 
Hardwoods: 
Hardwood Manufacturers’ Institute......... 210 20,406,000 56 23,851,000 
Northern Hemlock & Hardwood Mfrs. Assn.. 18 2,479,000 74 2,174,000 
Total RAFAWOOES ..ccccccccccsccccccccsece 228 22,885,000 57 26,025,000 
Cie CE «othe aenensnweseeene ee “aw 255,008,000 94 292,062,000 
yares sae WEEKS: 
somthern Pine BMOOIREIOR occ aceccccccoser 107 1,072,163,000 87 1,089,724,000 
West Coast Lumbermen’s Association....... 184 3,728,017,000 101 3,563,497,000 
Western Pine Association........eeeeeeeeees 133 2,089,434,000 118 1,954,092,000 
California Redwood Association.........+.++. 11 308,384,000 180 285,204,000 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 57,440,000 251 54,024,000 
Potal SOCCWOOES 2. ccccccccccccccccvcscceos 452 7,255,438,000 105 6,946,541,000 
rdwoods: 
eaweed Manufacturers’ Institute.......... 207 676,969,000 93 644,516,000 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 17 66,450,000 147 64,501,000 
PFotal bavGWeEs ..cccccccsscccceccscececs 224 743,419,000 96 709,017,000 
CE GORE oo 60h 0600000660 b0000s500000% 659 7,998,857,000 104 7,655,558,000 


Percent 
of 1933 


123 
133 
118 
77 
57 


124 


82 
123 


Orders 
1934 
34,615,000 
175,129,000 
69,725,000 
7,246,000 
982,000 


287,697,000 


31,410,000 
3,724,000 


35,134,000 


322,831,000 


1,096,286,000 
3,643,751,000 
1,960,705,000 
263,156,000 
51,919,000 


7,015,817,000 


655,810,000 
65,998,000 


721,808,000 


7,737,625,000 


Percent 
of 1933 


138 
250 
139 


76 


W7 
93 









Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


PorTLAND, Ore., Jan. 2.—The Western Pine 
Association reports as follows on operations of 
Inland Empire and California mills during the 
two weeks ended Dec. 29: 

Weekly Average of Identical Mills, Average 
Number, 110: 
Production (weekly average for three pre- 

VIOUS: DONG 2x6 id ccectadeuns sees 26,297,500 

Average per week 
during two weeks ended 
Dec. 29, 1934 Dec. 28, 1933 


a 13,117,000 19,413,500 

ere 22,637,000 19,869,000 

Orders received ...... 38,864,500 22,780,500 
On On 

Dec. 29, 1934 Dec. 28, 1933 

Unfilled order total ..102,697,000 56,472,000 





Retailer Again Increases 
Salaries 5 Percent 


Tacoma, Wasu., Dec. 29.—For the second 
consecutive year, the Cavanaugh Lumber Com- 
pany, retail firm, has presented its employees 
with a salary increase of 5 percent as a Christ- 


“At present the Weatherbest Corporation is 
concentrating on modernizing old houses,” says 
Mr. Gosch. “The corporation will initiate an 
intensive national advertising campaign to help 
lumber dealers and contractors secure this busi- 
ness.” 





Statistical Telegrams 
Omitted 


Reporting by mills to their associa- 
tions, and compilation of reports by 
the associations, have been delayed 
by the year-end holidays. Telegraphic 
reports from the West Coast Lum- 
bermen's Association, and from the 
National Lumber Manufacturers’ As- 
sociation, for the two weeks ended 
Dec. 29, have therefore had to be 
omitted from this issue. 





California Redwood 


San Francisco, Catir., Dec. 29.—The fol- 
lowing information is summarized from the re- 
ports of 26 mills to the California Redwood 


Association for November : 
—Redwood— White 
Percentof Wood 





Feet Production Feet 
Production ..... 26,345,000 al ,088,000 
Shipments ...... Mo boT 000} ays 4,467,000 
Wee UNO cvcsee 2,097,000 83 531,000 
Orders— 
Received ..... 20,424,000 77 3,543,000 
Cm DOME. oacices 16,868,000 kite 3,597,000 
Stock on hand. .286,628,000 w+» 15,016,000 
Detailed Distribution of Redwood 
; : Shipments Orders 
Northern California*... 7,639,000 7,941,000 
Southern California*... 4,204,000 4,421,000 
[ll SS 60,000 61,0 
eae 7,149,000 5,500,000 
oa: 0 ig an bone aan 703,000 2,531,000 
IE 0 a orw. genni aca 19,755,000 20,424,000 


*North and south of line running through 

San Luis Obispo and Bakersfield. 
+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada, 





Relation of Unfilled Orders to Stocks 


WasurncTon, D. C., Dec. 31.—Following is a statement for six groups of identical mills of the 
gross stock and unfilled order footages in thousand board feet Dec. 22: 


No. of 


Gross Stocks 
Mills 1934 


Unfilled Orders 
933 


: . 1933 1934 1 

rag! sty led ghee Pgs yon Le. ee eee 73 311,604 289,840 30,140 30,435 
by Cecil Cavanaugh, president of the company, | West Coast Lumbermen’s Association........... 130 1,028,027 931,899 263,825 210,300 
just before Christmas, and will become effec- | Western Pine Association............s+se+e++ 102 910,503 825,508 63,060 52,556 
tive, he said, Jan. 1, 1935. The company made | California Redwood Association............---- 15 305,416 290,406 17,863 36,701 

simi nei i i i Northern Hemlock & Hardwood [fHemlock... 7 52,768 44,384 906 2,361 
cosqlat salary increase at Christmas time in | ‘Manufacturers’ Association {Hardwood:: 9 65,283 70,796 += 3,544 4,677 
ae Mick 8 : Hardwood Manufacturers’ Institute............ 273 906,876 862,153 99,103 102,384 


joyed one of its best years during 1934, and 
that he is looking forward to a bigger and 
busier year in 1935. 





Change of Ownership 


MINNEAPOLIS, MINN., Dec. 28.—Interests as- 
sociated with H. E. Gosch, founder of the 
stained shingle industry and former president 
of the Creo-Dipt companies, have purchased the 
Weatherbest-Stained Shingle Co., which will 
hereafter be known as the Weatherbest Cor- 
poration. The president is Mr. Gosch; Phillip 
Rohrbacher is chairman of the board; William 
M. Ritter, vice-president and treasurer; E. M. 
Higley, vice-president; William Levy, secre- 
tary, and Paul I. Cohen director and attorney. 

The new organization promises that the 
Weatherbest Corporation will maintain the 
existing high standard of excellence in the 
manufacture of its product and that it will 
make no changes except by way of improve- 
ment, and that it will continue it distribution 
through the retail lumber dealer. 
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Appalachian Producers Review Year 


Gratified with Success of Trade Promotion Program 


—Will Seek Co-operation from Smaller Mills, 
Extend Contacts with All Hardwood Consuming 


CINCINNATI, Ox10, Dec. 31—What was in 
many respects the most successful convention in 
the eight years of existence of the Appalachian 
Hardwood Manufacturers (Inc.) and its prede- 
cessor (the Appalachian Hardwood Club) took 
place Dec. 19-20 at the Hotel Netherland Plaza 
here. 

[Note: A telegraphic report of this meeting 
appeared on page 11 of the Dec. 22 issue.— 
Ep1ror. ] 

Summarizing the high points of the gathering, 
which was attended by leading producers and 
wholesalers of Appalachian hardwoods in some 
ten States, it was developed: 

(1) That there was a real necessity to 
broaden the scope of the Association so as to 
include the small manufacturers of hardwood, 
having daily capacity ranging from 10,000 feet 
downward, 

(2) That a spirit of reciprocity between the 
manufacturers of wood desks, files, office equip- 
ment and the like, and the hardwood producers, 
is imperative at this time. 


(3) That it is to the 
best interest of all pro- 
ducers and handlers of 
Appalachian hard- 
woods to give prefer- 
wood desks 


ence to 








R. J. 
Charleston, W. Va.; 
Re-elected President 


CARROLL, 





and filing cabinets in 








purchasing their own 
office equipment and to 
use their good offices J. J. LINEHAN, 
to induce all wood Cincinnati, Ohio; 


consumers to do the 
same. 

(4) Every lumberman present was impressed 
with the necessity for seeing his neighbor pro- 
ducer and using every effort to induce him to 
become a member of Appalachian Hardwood 
Manufacturers (Inc.); and also for supporting 
the Trade Extension department of the organi- 
zation to the limit of his ability. 

(5) Statistical data was cited by Manager 
H. E. Everley, of the Trade Extension depart- 
ment, to show that the achievements of that 
department in 1933-34 had resulted in an in- 
crease of business for Appalachian producers of 
more than ten times the annual budget. In this 
the “easy riders” shared equally with the rela- 
tively few faithful ones who have supported 
the Trade Extension department through fair 
weather and foul. 


Director-at-Large 


Resignation of Secretary-Treasurer 


Another highly important development of the 
convention was the resignation of Frank R. 
Gadd, of Memphis, who has served as secretary- 
treasurer of the hardwood manufacturers’ or- 
ganization for the past seven years. A resolu- 
tion was adopted expressing regret at Mr. 





Gadd’s departure from the service and stressing 
high appreciation of his services for Appala- 
chian hardwoods, Carl H. Clendening, office 
manager of the organization for the past year, 
was elected as successor to Mr. Gadd, who will 
now devote his attention to the affairs of the 
Hardwood Manufacturers’ Institute in the south- 
western territory. 

H. E. Everley, manager of the Trade Exten- 
sion department headquarters at Columbus, 
Ohio, was reappointed to that important post 
and commendation was expressed by the direc- 
tors for his untiring efforts to win the appro- 
bation, for Appalachian hardwoods, of architects 
and all other consumers and fabricators of wood. 


Urges Wood Office Equipment 


One of the outstanding events of the confer- 
ence was the cordial address of J. S. Sprott, 
president and general manager of the Globe- 
Wernicke Co., Cincinnati, and president of the 
Wood Office Furniture Association (Inc.) , whose 
remarks were received with much applause. 

He pointed out that if the producers and 
handlers of Appalachian hardwoods would co- 
operate with the manufacturers of wood office 
furnishings by specifying wood equipment when 
making their own purchases, it would go a long 
way towards building up a premanent and 
much expanded market for Appalachian hard- 
woods. He said that his concern was making a 
strenuous effort to induce all dealers in, and 
all consumers of, lumber to purchase wood 
desks, filing cases and tables, intimating that in 
certain instances it had been a rather uphill 
fight. He expressed the highest commendation 
of Appalachian oak as a superior wood for 
desks, tables and filing cases. 

In appreciation of the address of Mr. Sprott 
the convention adopted a resolution, “That the 
members of the hardwood industry be urged to 
exert their energies to maintain and enlarge 
this great outlet for its product, and that they 
particularly be urged to give preference to wood 
desks and filing cabinets in purchasing their 
own office equipment.” 

President Richard J. Carroll, head of the 
Wilderness Lumber Co., Charleston, W. Va., 
opened the convention with an address in which 
he said that the outlook for hardwood sales in 
1935 was bright, and that he believed that with 
the opening of the spring season, when the ef- 
forts of the Federal Housing Administration 
would be well under way, there would be an 
active demand for lumber and building mate- 
rials of all kinds. 


Secretary Analyzes Trade Conditions 


The assembly room of the convention was 
well filled when President Carroll completed 
his remarks and called upon Secretary Frank 
R. Gadd for his report. Mr. Gadd complimented 
the organization on having continued the work 
of the Trade Extension department. He said 
that it was a “tribute to the progressiveness of 
the Appalachian hardwood manufacturers that 
they had maintained their trade extension pro- 
gram during the difficult times of the recent 
past,” and that the members had possessed the 
foresight to build for the future and to lay 
the foundation “for tangible benefits that should 
come with the advent of an improved business 
situation.” The secretary believed the greatest 
asset the organization has is the good will 
built up in the mind of the public. 

He said that the proof of revived interest in 
the trade extension work was the increased sup- 
port given the program during 1934. Four firms 
which did not participate in the program in 
1933 had become members, and two other firms 
had signed up for the remainder of 1934 and 


and to 
Groups 


all of 1935. There were no losses in signed 
members, and the year closes with 28 members 
enrolled. 

Pointing out the necessity for greater partici- 
pation of the mills in the Appalachian hardwood 
territory, Secretary Gadd quoted Lumber Code 
Authority records showing a total of 1,920 mills 
registered. Of these, 1,386 mills were of less 
than 5,000 feet capacity, and had an aggregate 
cut of 1,377,792,000 feet; 390 mills had a ca- 
pacity of from 5,000 to 10,000 feet daily and 
a total cut of 907,296,000 feet; 68 mills had a 
capacity of from 10,000 to 20,000 feet, and a total 
cut of 295,464,000 feet; 76 mills had a capacity 
of 20,000 feet and more, with a total cut of 
952,256,000 feet annually. Of the last 76 mills 
the Appalachian manufacturers’ organization, he 
said, has 55 percent in its membership. 

Mr. Gadd said that an analysis of the mill 
registration with the Lumber Code Authority 
would show that 71% percent of the mills and 
56 percent of the annual capacity of mills cut- 
ting 10,000 feet or more per day, and all the 
mills under 10,000 feet per day, are not mem- 
bers of Appalachian 
Hardwood Manufac- 
turers (Inc.). He 
stated that in his re- 
port two years ago he 
had mentioned that the 
so-called small mill 





—— 

















F. BRINGARDNER, 
Lexington, Ky.; 
Kentucky Director 


with a capacity of less 
than 10,000 feet per 
day would gradually 


ey ——— 


J. W. MAYHEW, become a factor in the 

Columbus, Ohio; lumb indust “T 

Carolina Director er Maun. 
never dreamed,” he 


said, “that in so short a time there would be 1,776 
mills of less than 10,000 feet capacity registered 
with the L.C.A. in the Appalachian territory. 
I do not believe that we have uncovered all the 
mills in this class by any means. As the major 
operations cut out, the number of these small 
mills will increase and a great percentage of 
the hardwoods manufactured and consumed will 
be furnished by these small mills. Sooner or 
later you must get these small mills interested 
in your trade extension work. It is not fair that 
55 percent of the 78 larger mills should bear 
all the expense of this organization’s trade ex- 
tension program.” He said that during 1933 
and 1934 the Trade Extension department had 
been operated on the basis of an irreducible 
minimum. He complimented the department on 
superb control of its limited funds and con- 
cluded: “I am convinced that the actual returns 
on the outlay during 1933 and 1934 have been 
greater than in any preceding year.” 
Prefacing a talk on “Trade Extension in 
1935,” H. E. Everley, manager of the Trade 
Extension department, said the organization had 
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been referred to by architects, interior trim 
manufacturers and other consumers. of hard- 
woods, as “the most progressive, as well as the 
most helpful organization in the lumber indus- 
try.” 

Trade Extension in 1935 


“This is evidence,” he continued, “that we 
have won the confidence and esteem of a group 
which controls a large section of the hardwood 
market, and, consequently, we are in an excel- 
lent position to continue effective work. These 
complimentary statements have been prompted 
by a sincere appreciation of the valuable service 
which has been rendered by your association and 
the persistence with which it has maintained 
its helpful contacts with the wood-using indus- 
tries, notwithstanding the tremendous handicaps 
you, have been facing during the late business 
crisis. 

“While trade extension activities of other lum- 
ber associations,” he continued, “either have 
been curtailed greatly or eliminated entirely, 
you have forged ahead with increasing effective- 
ness to create for yourselves an excellent mar- 
ket for your products when business resumes. 
As members of Appalachian Hardwood Manu- 
facturers (Inc.) you are to be congratulated 
on your foresight and courage in maintaining 
trade extension activities during the worst busi- 
ness depression the nation has ever experienced. 
One of the fruits of your trade extension work 
is the good will which is being engendered 
among hardwood users towards members of this 
association. In our contacts with the lumber 
buyers we often have opportunity to make sug- 
gestions for the improvement of their product, 
or sales methods. For example, on our recom- 
mendations a manufacturer of office equipment 
changed from birch to Appalachian poplar cores 
to eliminate warping. Following our sugges- 
tions, salesmen of a church furniture manufac- 
turer improved their method of approach in 
calling upon architects. Both of these manufac- 
turers now use Appalachian hardwoods exclu- 
sively. Almost daily mrllmen comment on the 
importance of our work among architects and 
on its value to manufacturers of interior trim. 
We have in our files hundreds of letters from 
these individuals saying that they heartily ap- 
prove of our plan of trade extension in the 
building field and agree to use Appalachian 
hardwoods at every opportunity. This highly 
favorable attitude of these lumber buyers to- 
wards your advertising methods and your 
products is convincing evidence of the effective- 
ness and value of your trade extension work 
among important groups of hardwood users. It 
is in the building field that our work has been 
most effective and from which you will realize 
the greatest returns on your investment. As a 
direct result of our activity among architects 
and millmen the value of business developed 
for Appalachian hardwoods in the building in- 
dustry alone is more than ten times the invest- 
ment you have made in trade promotion since 
this program was begun.” 


Manager Everley said that in the hardwood 
natural market area there are 4,000 practicing 
architects who control fully 70 percent of all 
building in that region. In normal years this 
amounted, he said, to about $2,500,000,000. These 
architects dominate this business, “and their 
specifications are final with suppliers of mate- 
rials.” Illustrating the effect of this he said 
that a recent survey showed that 60 percent 
of the Cleveland (Ohio) architects “are now 
using, or wish to use, your hardwoods.” Con- 
tinuing, he said, “We know from actual contact 
that most of the 4,000 architects in the north- 
eastern portion of the United States are ac- 
quainted with the merits of Appalachian hard- 
woods and prefer them because of their many 
excellent qualities.” 

Following the address of Manager Everley 
there were a number of questions by members 
on the charts which were displayed in illus- 
trating various points presented. The general 


‘trend of the remarks was that every producer 


of hardwoods should constitute himself a com- 
mittee of one to see large and small producers 
in his neighborhood and urge them to support 
the trade extension program for Appalachian 


hardwoods. 
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Nominations for Officers 


The nominating committee then made its re- 
port, which insisted on the re-election of Rich- 
ard J. Carroll, president of the Wilderness 
Lumber Co., Charleston, W. Va., as president 
for 1935. 

Other officers and directors nominated were 
Fred L. Space, Scranton, Penn., President Blue 
Jay Lumber Co., vice president (succeeding 
John W. Kitchen, Ashland, Ky.). 

Directors—J. R. Campbell and E. M. Bonner, 
representing West Virginia mills; Fred Brin- 
gardner, Kentucky mills; E. R. Boyd, Virginia 
mills; M. L. Tipton, Tennessee mills; and John 
W. Mayhew, North Carolina mills. J. J. Line- 
han, Cincinnati, and Joe D. Moore, Ellamore, 
W. Pa., were nominated for directors-at-large. 

All nominees were elected without opposition. 

At the executive session following adjourn- 
ment Carl H. Clendening was elected secretary- 
treasurer, succeeding Frank R. Gadd, Memphis. 


Discussion of Code Authority 


The second day of the convention was sup- 
posed to have been devoted to a mass meeting 
of hardwood producers from all parts of the 
district to discuss the Appalachian Code Au- 
thority. Only a few more operators arrived for 
this meeting, and its session lasted less than an 
hour Thursday morning. 

E. M. Bonner, chairman of the committee of 
five named by Appalachian operators to present 
their petition for divorcement from the Southern 
Hardwood Code Authority to NRA, made his 
report. 

Mr. Bonner said that the co-ordinating com- 
mittee of the hardwood industry had recom- 
mended the establishment of a separate Appala- 
chian Code authority with headquarters in Cin- 
cinnati. He said that it was the general under- 
standing that there would be no opposition, but 
that under the law it was necessary to wait 20 
days for a hearing. It had been agreed, he 
said, that the hearing would be waived and 
that at the end of the 20-day period an order 
would be issued by the NRA confirming the 
report of the hardwood industry co-ordinating 
committee. When this was done steps could be 
taken to set up the organization of the admin- 
istrative offices of the Appalachian Hardwood 
Code Authority. This would take place, it was 
generally expected, shortly after Jan. 15. 





‘Ponderosa Way"’ Proves a 
Successful Firebreak 


The Ponderosa Way, an 800-mile firebreak 
200 feet wide separating the timber from the 
brush country on the San Joaquin and Sacra- 
mento Valley boundaries of the central and 
northern national forests of California, proved 
its value during the fire season of 1934. Ac- 
cording to the San Francisco headquarters of 
the Forest Service this firebreak stopped nine 
out of eleven large fires from spreading into 
the timbered regions above the Ponderosa Way. 

Forest officers consider this a good record in 
view of the unfinished condition of parts of this, 
the world’s longest firebreak. Two of the 
eleven fires which swept up to the Ponderosa 
Way were carried over it by exceptionally high 
winds which would have rendered any firebreak 
useless. The Ponderosa Way stopped a total 
of 15 miles of going fires with a large saving 
of valuable timber and watershed cover. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows the 
revenue freight for the two weeks ending Dec. 
22, 1934, totaled 1,127,830 cars as follows: 
Forest products, 40,620 cars (an increase of 
1,464 cars above the amount for the two weeks 
ended Dec. 8) ; coal, 286,302 cars; coke, 13,944; 
ore, 6,371 cars; livestock, 34,129 cars; grain, 
55,083 cars; merchandise, 306,565 cars, and 
miscellaneous, 384,816 cars. The total loadings 
for the two weeks ended Dec. 22 show an in- 
crease of 88,701 cars above the amount for the 
two weeks ended Dec. 8. 





MADE IN U.S.A. 





Now—you can obtain perfect hex- 
agon-mesh and perfect straight-line 
netting from the same dependable 
source. U.S. HEXLOK and U. S. 
STRAITLOK are more uniform, 
more rigid, easier to handle and cut, 
more durable in service. Made with 
the famous Lock-Twist Weave, both 
come from the loom under smooth, 
even tension, lie flat when unrolled, 
stretch perfectly. 


U.S. HEXLOK and STRAITLOK 
Poultry Nettingscomeinall standard 
widths; one and two inch mesh; gal- 
vanized before or after weaving. B 
concentrating on this great line, deal- 
ers can fill every trade demand and 
meet every phase of competition. 

Ask your Jobber or write direct to 
INDIANA STEEL & WIRE CO. 


Muncie, Indiana 


PERFECT HEXAGON NETTING» 
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Associations’ Plans and Activities 


Jan. 8.—Roofer Manufacturers’ 


lumbus, Ga. Annual. 


Jan. 10—Philadelphia Wholesale Lumber Dealers’ 
yo er Kugler’s Restaurant, Philadelphia. 
nnual, 


Jan. 10-12—Mountain States Lumber Dealers’ As- 
= Brown Palace Hotel, Denver, Colo. 
nnual, 


Association, Co- 


Jan. 15—Northern Hemlock & Hardwood Manufac- 
turers’ Association, Schroeder Hotel, Milwaukee, 
Wis. Annual 


Jan. 15-17—Middle Atlantic Lumbermen’s Associa- 
tion, Bellevue Stratford Hotel, Philadelphia, 
Pa. Annual. 


15-17—Northwestern Lumbermen’s 
tion, Minneapolis Auditorium, 
Minn. Annual, 


15-17—Indiana Lumber & Builders’ Supply 
—— [rca Claypool Hotel, Indianapolis. An- 
nual. 


Jan. Associa- 


Minneapolis, 


Jan. 


Jan. 16—New England Wholesale Lumber Associa- 
tion, University Club, Boston, Mass. Annual. 


Jan. 17-18—Carolina Retail Lumber & Builders 
Supply Dealers’ Association, King Cotton Hotel, 
Greensboro, N. C. Annual. 


Jan. 18—Indiana Hardwood Lumbermen’s Associa- 
tion, Severin Hotel, Indianapolis, Ind. Annual. 


Jan. 21-22—West Virginia Lumber and Builders’ 
Supply Dealers’ Association, Daniel Boone 
Hotel, Charleston, W. Va. Annual. 


Jan. 22-24—Northeastern Retail Lumbermen’s As- 
i Pennsylvania Hotel, New York City. 
nnual., 


Jan. 23-25—Southwestern Lumbermen’s Associa- 


tion, Ararat Temple, Kansas City, Mo. Annual. 


Feb. 5-6—Canadian Lumbermen’s Association, Mount 
Royal Hotel, Montreal, Quebec, Canada, Annual. 


Feb. 6-8—Michigan Retail Lumber Dealers’ Asso- 
ciation, Pantlind Hotel, Grand Rapids. Annual. 
6-8—Retail Lumber Dealers’ Association of 
Western Pennsylvania, Webster Hall, Pitts- 
burgh, Pa. Twenty-eighth annual convention. 
Feb. 7—Michigan Association of Traveling Lum- 
ber & Sash & Door Salesmen, Pantlind Hotel, 
Grand Rapids, Mich. Annual. 


Feb. 


Feb. 12-13 — Mississippi Retail Lumber Dealers’ 
Association, Hotel Edwards, Jackson, Miss. 
Annual. 

Feb. 12-14—Illinois Lumber & Material Dealers’ 
Association, Stevens Hotel, Chicago. Annual. 

Feb. 13-14—North Dakota Retail Lumbermen’s 
Association, Fargo, N. D. Annual. 

Feb. 13-15—Tennessee Lumber, Millwork & Supply 

Dealers’ Association, Andrew Jackson Hotel, 
Nashville, Tenn. Annual. 


Feb. 13-15—Nebraska Lumber Merchants’ Associa- 
tion, Rome Hotel, Omaha, Neb. Annual. 


19-20—Iowa Association of Lumber & Build- 
ing Material Dealers, Hotel Savery, Des Moines, 
Iowa. Annual. 


Feb. 19-21—Wisconsin Retail Lumbermen’s Associa- 
tion, Milwaukee Auditorium. Annual. 

Feb. 20-22—Ontario Retail Lumber Dealers’ Asso- 
ciation, Royal York Hotel, Toronto. Annual. 


Feb. 21-23—Western Retail Lumbermen’s Associa- 
tion, Winthrop Hotel, Tacoma, Wash. Annual. 
21-23—Virginia Lumber &* Building Supply 
Dealers’ Association, John Marshall Hotel, 
Richmond. Annual. 
Feb. 27-March 1—Ohio Association of Retail Lum- 
y — ee Deshler-Wallick Hotel, Columbus. 
nnual. 


March 4-6—Kentucky Retail Lumber Dealers’ As- 
~~ Brown Hotel, Louisville, Ky. An- 
nual, 


March 8—Hardwood 


Feb, 


Feb. 





Manufacturers’ Institute, Ho- 

tel Peabody, Memphis, Tenn. Annual. 

\tarch 13-14—-South Dakota Retail Lumbermen’s 
Association, Aberdeen, 8S. D. Annual. 

March 13-14—South Dakota Retail Lumbermen’s 
Association, Alonzo Ward Hotel, Aberdeen, 
Ss. Annual. 

April 9-11—Lumbermen’s Association of Texas, 
Rice Hotel, Houston, Tex. Annual. 





Hemlock and Hardwood Producers 
to Consider Code Matters 


OsHkosH, Wis., Dec. 31.—Notice is given 
by the Northern Hemlock & Hardwood Manu- 
facturers’ Association that a meeting of all 
sawmill operators and all timber owners under 
the jurisdiction of the Northern Hemlock divi- 
sion and the Northern Hardwood subdivision, 
which includes all such operators in Wiscon- 
sin and Michigan, will be held at the Schroeder 
Hotel, Milwaukee, on Jan. 15, to consider and 
act upon matters relating to the Lumber and 
Timber Products Code and its administration. 

The annual election of officers will be held 
at the same time and place. The board of di- 
rectors of the association will meet on the 
preceding day, Jan. 14. 


Tennessee Convention Dates Fixed 


NASHVILLE, TENN., Jan. 1—The annual con- 
vention of the Tennessee Lumber, Millwork 
and Supply Dealers’ Association will be held 
Feb. 13-15, in the Andrew Jackson Hotel, this 
city. J. Tyree Fain, secretary-treasurer of the 
Association, advises that the program is well 
lined up, and will include a number of topics 
= vital interest to lumber dealers in these 

ays. 


See Rosy Outlook for 1935 


PHILADELPHIA, Pa., Jan. 2.—For the first 
time since the depression a grand Year-End 
celebration was held by the Philadelphia Whole- 
sale Lumber Dealers Association, on Monday 
afternoon, at the Dufour cafe. The outlook 
for 1935 is so rosy that the fun assumed a rapid 
tempo, which grew in volume as the afternoon 
met the gray of the twilight. 

Before the party started, a brief business 
meeting was held, at which time the program 
for the 1935 annual meeting, to be held Jan. 10, 
was announced. The guests of honor will be 
Max Myers and W. W. Schupner, respectively 





He also painted an optimistic picture of 
business in the building material field during 
the coming year. 

This meeting was conducted by Paul R. 
Christiansen, Clinton, the Clinton county chair- 
man for the Code Authority. Those present 
were of the opinion that meetings of this type 
do a great deal toward clearing up problems 
existing in the minds of lumbermen with re- 
gard to the Code and, consequently, plans were 
laid for another meeting to be held about the 
middle of January. 

George Elder, DeWitt, was in charge of 
arrangements for the affair. A dinner preceded 
the business meeting. 


Complete Short Course Is Planned 
for Northwesterners 


MINNEAPOLIS, MINN., Dec. 26—What is 
hailed as the first course of its kind will be 
inaugurated here Jan. 18, when the First North- 
western Lumbermen’s Merchandising Institute 
will get under way. The course will follow 
immediately the forty-fifth annual convention of 
the Northwestern association. It is planned to 





to support the beneficial parts. 
Write your congressman! 





Write Your Congressman! 


Your congressman is your representative. He is in Washington at the seat 
of government. He should know directly from you how you feel about recovery 
and reform measures. It is your privilege to advise him, and you should consider 
it a duty to do so. He is in Washington to represent you; and if he takes his 
responsibilities seriously he wants to hear from you. 


Every real business man is in earnest about doing what he can to put more 
people to work, stimulate activity, banish fear and build courage. Such a busi- 
ness man thinks of public proposals in terms of these objectives. He has opinions 
which should be known at Washington. 


It is not advisable to write "scarey" letters; but it is advisable and useful 

to write constructive letters, analyzing your own situation and asking of a pro- 
osed measure whether it will benefit your own people. If the measure, so ana- 
we is partly good and partly bad, point out facts and ask your congressman 








president and secretary of the National-Amer- 
ican Wholesale Lumber Association. 

Plans have been completed for the annual 
convention of the Middle Atlantic Lumbermen’s 
Association to be held Jan. 15, 16 and 17 at the 
Bellevue-Stratford Hotel. Assistant Secretary 
J. L. Buckley announced that among the head- 
liners will appear James A. Moffett, Washing- 
ton, D. C., Federal Housing Administrator; C. 
C. Sheppard, Clarks, La., president National 
Lumber Manufacturers Association; Ben John- 
son, Reconstruction Finance Corporation; 
George W. Dulany, Jr., Chicago, American 
Forest Products Institute, and O. Fred Rost, 
Editor Business Week. 


lowa Group Discusses Code 


Dewitt, Iowa, Dec. 24.—Discussion of the 
Code featured a group meeting of represen- 
tatives of the Eastern Half of District No. 6 
of the Iowa Association of Lumber & Building 
Material Dealers held in DeWitt on the eve- 
~~ of Dec. 20. 

he principal speaker was Jack McCarthy, 
Des Moines, a representative of the Code Au- 
thority for Iowa. He explained the various 


changes in the Code and their application to 
the building industry. 


give instruction in no less than 23 branches of 
the industry, as follows: 
Forest products: Properties of woods; 
adaptability of species to various uses. 
Home construction: Frame and masonry, 
from footings to chimney top. 


Roofs: Use of roof gauge, figuring roof 
areas, rafters, hips and valleys. 

Blueprint reading: Fundamentals and 
practice. 

Picture plan analysis: Selling from pic- 
tures. 

Floor plans: Arrangement, revision, prac- 
ticability. 


House valuator: 


Unit costs: 
system. 


Figuring areas: 
blue prints. 


Material listing: Short cuts that eliminate 
errors and omissions. 

Plumbing and lighting: 
principles. 


Air conditioning and heating: 
tals and principles. 


Home modernizing: 


Principles and practice. 
Basic principles of “square” 


Instead of measuring on 


Fundamentals and 
Fundamen- 


Design, costs. 


Garages: Sure-fire, simple basic method of 
figuring costs. 
Barns and farm buildings: “Sectional 


costs” system. 
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Architectural design and practice: Select- 
ing correct types; drafting; perspective draw- 
ing; basic principles. 

Paint and painting: 
practical demonstration. 

Concrete work: Causes of failures; mate- 
rials; mixing and application. 

Plaster: Causes of failures; materials and 
application. 

Insulation: Developing the market; prac- 
tical application. 


Economy, quality, 


Builders’ hardware: Computing; display; 
minimum stock. 
Millwork: Certain danger points. 


Practical selling: Principles and practice; 
creating the desire; advertising; display; 
cash value of courtesy and service. 

Twelve instructors, described as “all men of 
practical experience as well as technical knowl- 
edge,” will teach the course, which will ex- 
tend from Jan. 18 to Jan. 23, inclusive. It will 
be held in Minneapolis, although the exact place 
has not yet been determined. Enrollment is 
open to all retail lumbermen in Minnesota, Iowa, 
North Dakota and South Dakota, and States 
adjacent thereto if enrollment quota is not filled 
by dealers in these four States. The first course 
is limited to 60 students, and if more apply 
another course will be arranged for the week 
following the first one. “The cost,” Secretary 
Ormie C. Lance says, “will be kept down to the 
very minimum.” Application blanks and other 
information may be obtained from Mr. Lance, 
Northwestern Lumbermen’s Association, Minne- 
apolis, Minn. 


—SeEE= 
Set Date for Kentucky Annual 
LouIsvILLE, Ky., Jan. 2—The AMERICAN 


LUMBERMAN is informed by Leo Klarer, Jr., 
secretary Kentucky Retail Lumber Dealers’ 
Association, that the annual convention of that 
organization will be held March 4-6. A splen- 
did program is being prepared, and a large at- 
tendance is expected. Further details are ex- 
pected to be announced in the immediate future. 





Salesmen Hold Annual Convention 


MINNEAPOLIS, MINN., Dec. 28.—At the 44th 
annual meeting of the Mississippi Valley Lum- 
ber & Sash & Door Salesmen’s Association, held 
in the Hotel Radisson here today, the organiza- 
tion voted to co-operate with the Twin Cities 
Hoo-Hoo club in staging an annual banquet to 
be held in connection with the annual conven- 
tion of the Northwestern Lumbermen’s Associa- 
tion. The fete is scheduled for the evening of 
January 15, at the Hotel Radisson. 

The following officers were elected: 

President—Torval Hanson. 

Vice-president—John E. Westrum. 

Treasurer—T. M. Partridge (re-elected). 

Secretary—J. F. Hayden (re-elected). 

Executive committee—F. H. Flatau and M. 


R. Moulton. 
od 


New Secretary Is Named 


Toronto, Ont., Jan. 2—C. Frank Richards, 
of the George H. Belton Lumber Co. (Ltd.), 
London, Ont., has been selected by the directors 
of the Southwestern Ontario Retail Lumber 
Dealers’ Association to fill the position of sec- 
retary-treasurer, rendered vacant by retirement 
of M. R. Bogart, Chatham, Ont. 





Oak Flooring and Pine Producers 
Hold Meetings 


Mempuis, TENN., Dec. 31.—At a meeting of 
the National Oak Flooring Manufacturers’ As- 
sociation, held at the Hotel Peabody on Dec. 
28, a resolution was adopted urging a 5 percent 
reduction in oak flooring prices, since the fixed 
Prices have been removed from the lumber 
Code. It was felt that the reduction would 
stimulate buying of hardwood flooring. The 


meeting, however, urged continuance of the 
hours and wages and strict enforcement of this 
feature. 

_At the same time a meeting of Long Leaf 
Yellow Pine (Inc.) and Arkansas Soft Pine 
Bureau, and Code representatives, was being 
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held at same place. The consensus of the pine 
men present was that prices on pine would be 
advanced since price fixing provisions had been 
taken off. Pine is said to be in good position 
and demand has been exceedingly good. O. N. 
Cloud, manager Long Leaf Yellow Pine (Inc.), 
presided at this meeting and urged strict en- 
forcement of the hour and wage rules. 


Meet in Spokane 


SPOKANE, WAsH., Dec. 31.—There have been 
several meetings of the various lumber organi- 
zations in Spokane recently, one of these being 
the thirty-five managers gathered for the Pon- 
derosa Pine Sales Managers Association meet- 
ing at the Davenport Hotel. George Holden, 
Spokane, presided, and A. J. Paul, Jr., Bend, 
Ore., secretary, led a discussion on business and 
traffic problems. 

A second meeting was the gathering of the 
North Idaho Forestry Association which was 
also held at the Davenport. The association 
voted to continue advertising its program of 
forest protection through the medium of free 
match “books” to be distributed throughout its 
membership area. The timber men believe that 
a folder of matches carrying the printed admon- 
ition to guard against forest fires is effective in 
calling the attention of smokers to the fires 
caused by carelessly extinguished matches. 





Carolina Furniture Makers Are 
Optimistic 

Hicu Pornt, N. C., Dec. 31.—With every 
foot of available space taken in the Southern 
Furniture Exposition building here, and opti- 
mistic reports coming in from salesmen through- 
out southern territory, High Point has a bright 
outlook for its Mid-Winter Furniture Market 
and Show. The opening will come Jan. 21, and 
the market will close Feb. 22. Stocks of south- 
ern retailers have been rapidly dwindling in re- 
cent months, as a result of cotton and tobacco 
farmers receiving more money, and they are 
coming to High Point to purchase new goods. 
One hundred and fifty firms are showing on the 
High Point floors. Carloads of furniture have 
been arriving almost daily for exhibition. 





Minimum Piece Work Rate for 


Shingle Bolt Makers 


Vancouver, B. C., Dec. 29—A minimum 
wage of $1.30 a cord for men engaged in fell- 
ing, bucking or splitting shingle bolts was es- 
tablished recently by the Board of Industrial 
Relations, according to announcement from 
Victoria, B. C. The minimum was fixed on a 
piece work basis, rather than straight wage, be- 
cause it was represented that men in this work 
are out in the woods without supervision, and 
an hourly wage minimum would not work sat- 
isfactorily. 





To Expand Trade Promotion 


SEATTLE, WasH., Dec. 31.—The program of 
expansion of the trade promotion committee of 
the Red Cedar Shingle Bureau, this city has 
been approved by the membership. Dues of 
the association have been: increased to finance 
this work of exploitation and it is expected the 
bureau will have a fund of $300,000 for exploi- 
tation work. There will be no change in pol- 
icy. Shingle manufacturers will. continue to 
market their product exclusively through re- 
tail lumber dealers. The bureau staff of field 
men will be increased to give the dealers more 
service in connection with trade promotional 
activities. 

W. W. Woodbridge, manager of the bureau, 
in making the announcement that more than 90 
percent of the shingle production had approved 
the increase in dues, expressed the opinion that 
the greater help the bureau will be able to give 
dealers will produce excellent results in ex- 
panding the further use of red cedar shingles. 





‘NEWMAN’ 











The brand that means 


SATISFACTION 
IN LONGLEAF 


"NEWMAN" has been a dependable 
guide to Longleaf quality for more than 
a quarter century. It signifies real Old 
Fashioned Virgin Longleaf, true to spec- 
ification and conforming with all recog- 
nized standards—better today than ever. 


Insure satisfaction for yourself and 
your customers by ordering NEWMAN: 


TIMBERS, YARD AND SHED STOCK, 
DIMENSION, FLOORING, FINISH, 
PLASTERING AND FENCE LATH, 

SHINGLES, ETC. 


Timbers are Dowicide dipped after 
dressing. Dimension is supplied with 
eased edges as desired. All air dried 
stock is dipped to prevent stain. 


Write Now and tell us your needs. 
Let us suggest a trial Mixed Car, and 
tell you more about our products and 
service. 


Newman stock is S. P. A. Grade Marked— 
Trade Marked—Species Marked 


J. J. NEWMAN 
LUMBER CO. 


BROOKHAVEN, MISSISS/PPI 
Eastern Sales Offices: Scranton, Pa. 


Also selling famous “Bude Quality’ Short- 
leaf Stock and Southern Hardwoods, Box 
Shook, Crating, Cut Stock and Piling. 

















Lumber and Its Uses 


By R. S. KELLOGG 


'In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes lumber and 
log measurements, shipping weights, 
structura] timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by ‘um- 
bermen in all branches of the trade. 
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431 So. Dearborn St. 
Chicago, Iil. 
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A Massive Bridge of Redwood} 


January 5, 1935 


By Edgar A. Brown, Staff Engineer, California Redwood Association 


California engineers and road 
builders have long preferred red- 
wood for the construction of high- 
way bridges. The integrity of this 
wood was established by the pio- 
neers of northern California. Ne- 
cessity required that the early set- 
tlers build their bridges of the 
material at hand—which was red- 
wood. Much of the original mate- 
rial in these aged structures is in 
place today, testifying to the dura- 
bility and strength of this oldest 
living species. 

The performance of the pioneers’ 
bridges quite naturally influenced 
the construction standards of Cali- 
fornia, from the inception of its 
highway program, so that today the 
traveler is carried over redwood 
bridges in every section of the 
State. 

Other States, quick to observe 
the economy of the redwood timber 
bridge, have included this species 
in their highway construction spec1- 
fications, as have also the United 
States Bureau of Public Roads and 
the United States Forest Service. 

An example of the diverse bridge 
construction which the California 
Division of Highways has under- 
taken, using structural grades of 
California redwood, is the Dolan 
Creek Arch, on State Route 57, 
now nearing completion. This 
massive yet beautiful structure is 
on the California coast line, about 
fifty miles south of Monterey, on 
a highway that has been notable 
for its exceptional problems of lo- 
cation and construction. When fin- 
ished, this scenic road will stand 
as one of the great achievements 
of the California Division of High- 
ways. Dolan Creek Arch is one of 
fourteen large redwood structures 
that go to make up timber’s part 
in this outstanding highway con- 
struction. 

Dolan Creek Bridge, with an 
over-all length of 514 feet, will 
contain 355,000 board feet of Cali- 
fornia redwood in structural grades. 
The structure, which has a road- 
way width of 24 feet, is made up 
of a timber three-hinge arch span 
of 180 feet (60-foot rise), four 38- 
foot timber girder spans, and nine 
19-foot timber trestle bent approach 
spans. One end of the structure 
is on a curve, which has been com- 
pensated by superelevation. The 
roadway, for the length of the 
bridge, has a grade of 0.567 per- 


cent. This is the second arch bridge 
of this general type that has been 
erected in California, but is the 
first utilization of timber in the 
construction of long-span girders 
and columns of latticed section. 
Pioneering in these latter types of 
construction was encouraged by the 


This general 
view of the 


Dolan Creek 
Bridge, look- 
ing North, 


will indicate 
the spectacu- 
lar engineer- 
ing problem 
that was 
solved suc- 
cessfully by a 
new type of 
frame con- 
struction. This 
type of con- 
nector is an 
American _in- 
vention, that 
first won 
prominence in 
Germany, and 
recently de- 
veloped mod- 
ern forms of 
which were 
introduced to 
the United 
States by Axel 
H. Oxholm, of 
the Depart- 
ment of Com- 
merce, these 
being fur- 
nished by the 
Timber Engi- 
neering Co. 


recent development of efficient tim- 
ber connectors. 

An interesting factor in connec- 
tion with this construction is that 
Dolan Creek Arch Bridge was de- 
signed to serve under a forty-ton 
moving load. This is twice the 
loading that is normally assumed 
in California bridge design, and 
nearly three times the loading that 
is assumed in the bridge designs 
of many States. This unusually 





LEFT: Here can be seen the process of assembling the 38-foot timber girders 
RIGHT: This is a view, looking South, of the bridge during construction 


heavy design was required because 
of the frequent movements of 40- 
ton shovels along this coast route, 

The California Division of High- 
ways, in deciding on the use of 
redwood in this large structure, 
took into account the difficulty of 
securing aggregates for a concrete 





structure, and the inordinately high 
painting maintenance on a steel 
structure near salt water, both of 
which considerations have hereto- 
fore pointed to the low cost of 
timber in the long run, under such 
conditions. Another feature con- 
tributing to the economy of this 
structure was the advanced method 
of using timber connectors. Split- 
ring and toothed-ring connectors 
were used throughout the work. 
This system of connectors, which 
increases timber-joint efficiency 
over customary bolted connections 
by as much as seventy-five percent, 
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is illustrated in the accompanying 
hotographs. Split-ring connectors 
hn to 8 inches in diameter were COSTS OF THE DOLAN ARCH CONSTRUCTION 
) used in assembling the 38-foot built- Unit Bid Total 
ied d arch ribs Item (in place) (in place) 
up girders an FIDS. (1) 1,200 cu. yd. Stripping .............. $ 1.50 $1,800.00 
The successful bid on Dolan (2) 870 cu. yd. Struct. xCRV. padakanaie 91°30 1,305.00 
H i i i cu. yd. ass ONCPOCO. 1.00. : f -50 
Creek a ae alike to (4) 315 cu. yd. Class B Concrete....... 24.50 7,707.50 
ecause lumbermen and engineers, 1s given (5) 11,000 Ib. Reinf. Bars ..........ccee0. .05 550.00 
of 40- in the accompanying table. (6) 126,000 2b. Structural Steel + Bipnetaral .06 7,560.00 
; = { ‘ > Ele ense Selec tructura 
route, Rocca ig = ooo Grade Redwood in Arches.......... 184.00 13,248.00 
High- tors, of San Rafael, Calif., were (8) 272,000 ft. B. M. Dense Select Structural 
use of successful bidders. Actual work Grade Redwood in other parts of acl we 
ucture was started in June of this year, PE OEE re . 1,008.00 
, ° . . 9 11,000 ft. B. M. Select St tural Grad 
ilty of and the job is now nearing com- ” MT... csccveresccccecsce ee, ee 1,100.00 
yncrete pletion. . fp ‘CH Cee ME ois Vor as caw wie danetieaaue .wintaes 530.00 
Under the direction of C. H. comes 
: : Ee DA 85s ch vadeekbean eee neat $67,871.00 
Purcell, State highway engineer of Bid in place per lineal foot of Bridge (24-foot road- 
California, the State personnel re- NIN, cpr wselacac desina nei aie ee aan cae oe 132.00 
sponsible for the Dolan Creek de- Bid in place per square foot of roadway surface...... 5.50 
sign and construction included F. 














To Conduct Promotional Cam- 
paign for Red Cedar 


SEATTLE, WASH., Dec. 31.—Selected to in- 
augurate an active promotional campaign to ac- 
quaint the trade with the values of red cedar 
lumber as a building material, J. E. Mackie, 
wood technologist and construction engineer, 
tomorrow will become manager for a group of 
cedar manufacturers. He will occupy offices in 
the Stuart Building here, in the same suite 
rented by the West Coast Lumbermen’s Asso- 
ciation. Mr. Mackie has severed his connec- 
tion with the National Lumber Manufacturers’ 
Association, which he represented at Portland 
for several years, in order to assume his new 
duties. 

Used principally for siding and roof covering, 
western red cedar, it is hoped, will be accepted 
for wider use as a result of research and ad- 
vertising. 

Mr. Mackie has an excellent background of 
training and experience to bring to his new po- 
sition. He served as structural engineer with 
the National Lumber Manufacturers’ Associa- 
tion, and was district engineer in charge of the 
Portland office since 1929. In this work he 
acted as consultant on timber construction and 
building Code work, and gave university lec- 
tures on characteristics and uses of lumber. He 
co-operated with the Oregon State highway de- 
partment in the matter of wood bridges, and 
helped have wood sash accepted for the Port- 
land Federal Building, which is declared to be 
the only large one to use wood sash recently. 
He assisted in a co-operative lecture program 





y high given at Oregon State College, devoted to lum- 
steel ber. His work in market promotion and in the 
oth of hydraulic and building construction field in- 
1ereto- cluded investigation of earthquake effects in 
ost of southern California, which was followed by a 
r such § wood school reconstruction promotional pro- 
» con- | gram in that State. 

f this | Mr. Mackie graduated in civil engineering in 
nethod | 1923 at the University of Wisconsin. He re- 
Split- ceived his professional degree in 1929. He is 
lectors an associate member of the American Society 
work, | of Civil Engineers and an honorary member of 
which the Pacific Coast Building Officials Congress. 
ciency | He was also associated with the Wisconsin 
ections | State highway department in survey and bridge 
ercent, | construction as structural engineer in design 


t and construction; from 1923 to 1927 he was 
chief engineer in the building department and 
chief building inspector for Long Beach, Calif. 
He was a consultant and managing secretary- 
treasurer for the Pacific Coast Building Offi- 
cials Conference, in charge of preparing the 
Uniform Building Code, from 1927 to 1929, 
which Code has been adopted in 136 cities and 
counties in the nation, and is used by many 
others as a guide in the revision of building 
codes. 















Every ONE of your employees is needed or he 
would not have been hired. Strive to keep him 
from being injured, for an injured employee is 
of service neither to himself nor to you. Put 
him in safe surroundings and teach him to work 
in a safe manner, 
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W. Panhorst, acting bridge engi- 


neer; H. Stover, designing 
engineer; and H. L. McCready, 
resident engineer. 

The story behind the extensive 
use of redwood in modern highwa: 
construction is one of continued ef- 
fort on the part of the redwood 
industry, to the end that scrupulous 
inspection of material at mills be- 
fore shipment may be foremost in 
the mind of every producer. As 
evidence that this policy has had 
its reward, a considerable quantity 
of structural grades of California 
redwood has been ordered every 
year to fill the requirements aris- 
ing from the growing preference 
for timber of this species among 
bridge engineers. 





SILVER 
STEEL 


ATKINS 


More and more mills 
are turning to 


ATKINS SILVER 
STEEL SAWS 


From coast to coast they 
are switching to ATKINS 
for definite savings in 
costs; for real efficiency 
in time and labor. 





Whatever your cutting 
job, there is an ATKINS 
SILVER STEEL SAW 
that belongs in the pic- 
ture. SILVER STEEL in- 
vites your toughest cut- 
ting problems. Day-by- 
day service with stamina 
to spare. And you can 
depend on precision accu- 
racy. Your best bet for 
greater production at 
lower cost! 


Take advantage of this 
opportunity to effect real 
waste elimination by us- 
ing ATKINS SILVER 
STEEL Mill Saws, Cross- 
Cuts, Machine Knives, 
Grinding Wheels, Swages 
and Shapers, Saw’ Tools 
and Files—known wher- 
ever saws and tools are 
used as “The Finest on 
Earth”! 


aaa us your orders— 
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Activities Among Lumber- 


men’s Clubs 
Annual Meetings Are Held 


Satt Lake City, Utan, Dec. 29.—R. W. 
Frank, president of the well-known lumber firm 
of R. W. Frank & Co., and manager of the Rio 
Grande Lumber Co., was elected president of 
the Salt Lake Lumbermen’s Club at the an- 
nual meeting and Christmas party of that or- 
ganization held at the Chamber of Commerce. 
He succeeds L. R. Wardrops of the Anderson 
Lumber Co.’s local yard. 

Other officers of the club chosen at the meet- 
ing, are: H. LeRoy Frisby, Anderson Lumber 
Co., vice president; H. W. Culbertson, Earl V. 
Smith Co., treasurer; L. K. Irvine, Utah Lum- 
ber Co., secretary. ‘ 

Howard M. Jones, of Morrison-Merrill & Co., 
was elected vice-president of the Utah Sales 
Managers’ Association, at the annual gathering 
of that organization this week. 

—_—_—_——oO 


Hoo-Hoo Club Plays "Santa Claus” 


MINNEAPOLIS, MInn., Dec. 26.—Twenty-four 
children of the Augustana Mission were guests 
at the annual Christmas party given Dec. 20 
by Twin City Hoo-Hoo. The Moorish room 
of the West Hotel was decorated for the occa- 
sion. A 20-foot Christmas tree, laden with 
ornaments and gifts, was the center of attrac- 
tion. Home-made dresses, largely the work of 
Mrs. Phil Phillips, wife of the chairman of the 


‘ committee that arranged the party, were among 


the gifts for the girls. 

The program was opened with a brief wel- 
come by E. J. Fisher, president of the club. A 
turkey dinner followed immediately. Sister 
Bothilda of the mission was presented with a 
huge bouquet of roses. In response she ex- 
pressed the gratitude of the mission for what 
the club is doing in its behalf. 

The Hoo-Hoo orchestra entertained during 
the dinner. Just before Santa Claus put in his 
appearance, Ormie C. Lance, secretary of the 
Northwestern Lumbermen’s Association, re- 
cited “The Night Before Christmas.” Santa 
was aided in the distribution of gifts by Phil 
— Ray Gore, Parker Anderson and Fred 

cott. 

Besides Chairman Phillips and Mr. Anderson, 
the committee making the arrangements in- 
cluded Fred Peschau, W. M. Wattson, H. F. 
Partridge, Henry Schmitz and Sam L. Boyd. 


Club Advocates Vigorous Merchan- 
dising Policy 

Tacoma, Wasu., Dec. 29.—Creation of a 
trade promotion fund and vigorous prosecution 
of a merchandising policy by the West Coast 
lumber industry was advocated by Corydon G. 
Wagner, vice president St. Paul & Tacoma 
Lumber Co., and immediate past president of 
the Tacoma Lumbermen’s Club, at luncheon 
meeting of that organization here yesterday. 

Active effort to stimulate use of lumber will 
be necessary if the plans of steel manufac- 
turers and other competitors to extend their 
operations into residence construction fields are 
to be met, he said. He read a letter which told 
of a project of construction of 250,000 homes 
for steel, coal mine, electrical plant and other 
big-industry workers, which is due for launch- 
ing next year with government financing, the 
houses all to be of materials other than lumber. 
The matter was referred to the club’s lumber 
promotion committee. 

Report was made that the Michigan State 
College of Forestry has applied to the West 
Coast lumber industry for an exhibit of Dou- 
glas fir, western red cedar, spruce and other 
western woods, such as was exhibited at Chi- 
cago during the Century of Progress Exposi- 
tion. Ernest Dolge, president of the lumber 


firm bearing his name, expressed preference for 
furnishing the college with specimens of local 
woods for experimental work and testing to 
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making an exhibit. Acceptability of such sam- 
ples will be investigated. 

The club has selected Frost Snyder, presi- 
dent Clear Fir Lumber Co., as its nominee for 
trustee of the West Coast Lumbermen’s Asso- 
ciation. F. R. Titcomb, of the Weyerhaeuser 
Timber Co., has been chosen nominee for trus- 
tee at large. C. B. Hurley, club secretary, has 
been chosen the club’s representative on the 
Tacoma inter-club committee making arrange- 
ments for the national ski tournament to be 
held at Rainier National Park in April. 





Montreal Wholesalers See 
Business on Upgrade 


MonTREAL, Que., Dec. 24.—Steady progress 
by the lumber trade in the vicinity of Montreal 
was reported by R. H. Robinson, retiring presi- 
dent of the Montreal Wholesale Lumber Deal- 
ers’ Association, in his address to the annual 
meeting of the association held Dec. 21 in the 
Queen’s Hotel. He added, however, that there 
was decided room for improvement, despite the 
fact that prices had advanced and that the 
trade during 1934 had been considerably bet- 
ter than 1933. 

At the meeting T. C. Le Boutillier was 
elected president; Col. T. F. Elmitt is the new 
vice-president, and the directors are A. Roland 


Bock, Arthur H. Campbell and S. C. Thomp- 
son. Mr. Robinson was appointed honorary 
president. 


The retiring president in his address stated: 
“As we stand on the threshold of the coming 
year and look back on the year now closing, I 
think there will be general agreement that we 
are beginning at last to emerge from the great 
depression that has prevailed for the past five 
years. It is true that there is much need for 
further progress, but the year 1934 has been 
for most of us, I feel sure, an improvement 
over 1933. Lumber prices have advanced dur- 
ing the past twelve months and there has been 
a noticeable increase in the volume of lumber 
shipped for export, and for local consumption.” 

He believed that the present weakness in 
prices in the United Kingdom was only tem- 
porary, and he hoped that a reciprocal trade 
agreement between Canada and the United 
States would be brought about, reducing the 
heavy duty against Canadian lumber. 

“Retail trade,” he stated, “was perhaps a lit- 
tle disappointing, in spite of the undoubted im- 
provement 1934 showed compared with 1933. 
Building and construction activity has been at 
such a low ebb that an improvement in that 
line can not be deferred much longer, and I 
am personally of the opinion that there will 
be more business for the retail yards of Que- 
bec and Ontario in 1935.” 

The hope was expressed by Mr. Robinson 
that the slum clearance campaign proposed for 
the city would be assured of success during 
the coming year. In the course of his address 
he reviewed the activities of the association, 
stating that the financial position was consid- 
erably improved over last year and that the 
association was on a sound basis. 

T. C. Le Boutillier, newly-elected president, 
paid tribute to the work of Mr. Robinson. He 
also drew attention to the signs of better busi- 
ness in the lumber trade of Montreal. 





Expresses Optimism at Firm's 
Christmas Party 


BELLINGHAM, WASH., Dec. 23.—Some twenty- 
five hundred employees of the Bloedel Donovan 
Lumber Mills, and their families, at the an- 
nual Christmas party today heard J. H. Bloedel, 
president, state that employee working hours 
for the first quarter of 1935 will be increased 
approximately a third over their working hours 
of the last quarter this year. Mr. Bloedel ad- 
dressed the assemblage at the State armory. He 
said: “I refuse to be a pessimist. In fact I 
am very optimistic. The market is better and 
there is a better demand for lumber.” 
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Canada’s Lumber Trade 


More Prosperous 


_ Montreat, Que., Dec. 24.—Canada’s lumber 
industry has already commenced the return to 
more prosperous conditions, the low mark of 
the depression having occurred in February of 
last year and a remarkable improvement having 
been noticeable since then, with a steady de- 
mand for export and mill stocks at as low a 
point as they have been for many years, it was 
announced by Claude Villiers, president of the 
Montreal Lumber Association, a branch of the 
Montreal Board of Trade, in presenting his 
report at the annual meeting here on Dec. 20, 

The illuminating point in the lumber re- 
view for 1934 is the almost certain prospect 
of an advance in lumber prices, Mr. Vil- 
liers pointed out. There is a substantial de- 
mand for lumber for purposes of repair and 
alterations. The number of contracts due 
mainly to governmental work is well ahead 
of the past few years. For the 10 months 
period the value of contracts awarded this 
year is $109,000,000, as compared with 
$78,000,000 for the same period of 1933, 
Another encouraging possibility is the policy 
of the United States to lower tariffs. If the 
$4 rate on lumber is eliminated or reduced 
the outlet of lumber through that channel 
will be increased appreciably. 


Price-Cutting Continues Unabated 

There is a very dark shadow, however, in 
the retail lumber business as far as Montreal 
is concerned. Price-cutting in retail yards, 
particularly in Montreal, continues unabated, 
In spite of the improved conditions it is un- 
likely that retail dealers have benefited to 
the extent it is reasonable to expect, Mr. 
Villiers said, sounding the warning that al- 


though Government control or interference | 


in business was distasteful he was inclined 
to ask the Government to do something about 
it if business men persisted in selling their 
product with little or no profit. 

The export of lumber from eastern Canada 


in 1934 began with very substantial shipments |- 


from the winter ports to the United King- 
dom, the report continues. All the regular 
liner sailings were carrying capacity cargoes 
and numerous tramps were chartered to 
supply the market which apparently absorbed 
all that could be supplied. When navigation 
opened in the St. Lawrence the shipments of 
lumber continued briskly from all the eastern 
provinces. 


Canada Tops Shipments to U. K. 

For the first quarter of the year Canada, 
including the west coast, contributed more 
lumber to the United Kingdom than any 
other country, and it had been years since 
she had headed the list. During the summer 
the export of lumber continued satisfactorily, 
but toward the fall a change took place in 
the United Kingdom. Spruce, the largest 
item shipped from eastern Canada, became 
difficult to sell. Not only did prices decline, 
but the volume of demand declined also, 
probably due to the reduced imports into 
certain European countries because of polit- 
ical and economic uncertainty which induced 
Finland and Sweden to offer surplus stocks 
for sale in the United Kingdom before the 
close of navigation. 


Reports U. K. Conditions Satisfactory 


Conditions in the United Kingdom are sat- 
isfactory, inasmuch as the consumption of 
lumber is being well maintained. The im- 
ports of sawn softwood lumber from Canada 
into the United Kingdom for the first 10 
months of 1934 show a tremendous increase 
as compared with the corresponding period 
of 1933, nearly double in fact. Much of this 
increase is from British Columbia, but east- 
ern Canada has contributed substantially. 
Dressed softwood lumber has also increased 
heavily, and probably most of this is from 
British Columbia, the report indicates. Dur- 
ing this period sawn hardwood lumber from 
Canada has increased to 68 million feet as 
compared with 45 million feet in 1933. This 
is all provided by eastern Canada and is 
mostly birch with maple and basswood next 
in importance. Shipments of graded birch 
through Montreal have shown a steady up- 
ward trend of late and this season are 
probably 25 percent more than in 1933. The 
bulk of the 68 million feet, however, con- 
sisted of ungraded birch shipped mostly on 
tramp steamers from the St. Lawrence and 
the lower ports of eastern Canada. 
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Mountain Cabin Has Some 
Interesting Features 


Some interesting features are embodied in a 
mountain cabin built by Fred B. Stephen, Se- 
attle (Wash.) architect, in the Cascade Moun- 
tains, 85 miles from that city. Small as this 
cabin looks from the outside it provides room to 
house ten people comfortably. The cabin was 
designed by Mr. Stephen and was built by a 
friend and himself in their leisure time. Their 
aim was to keep the cost low and yet have the 
cabin roomy, convenient and sufficiently warm. 
It is octagonal, being built on a 17-foot circle. 








Showing shakes on roof and side walls 


With a given amount of material more usable 
space is provided by this form than by con- 
structing a square or rectangular building. 

For the eight corner posts, 10-inch western 
red cedar logs were used. The side walls and 
roof are of cedar shakes, split from down logs 
found near the site. The logs were perfectly 
sound, despite the fact that they apparently 
had been lying on the ground for 200 years 
or more. The shakes, about 3,000 in number, 
are 26 inches long and range in width from 
4 to 13 inches. 

_ The front entrance is of flat stones, grouted 
in with colored mortar. The entrance door is 
of 1%x8-inch cedar boards seven feet long, 
smoothed on the edges so as to form a tight 
joint. The first floor is of concrete, 144-inch 
thick, colored and marked off by irregularly 
shaped blocks. The fireplace is of granite 












fu. TRAMIAG TIMOER 
or SMuTY ceo. 
— LOG CORNERS. 








Framing of octagonal mountain cabin 
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boulders with brick lining. ‘The second floor 
is reached by a stepladder through a trap door. 
The ladder may be drawn up out of the way 
when not in use. 

A comfortable bedroom is formed by the 
second floor space. It is fourteen feet from 
the floor to the peak of the roof. The room 
is shaped like the nose of a dirigible airship. 
Adequate light comes through eight windows, 

The cabin is framed with cedar split to the 
approximate dimensions of various standard 
sawn sizes of lumber. Eight 3x4 rafters run 
from the top of the eight posts to converge 
around an octagonal block at the roof peak. 
Jack rafters extend from the beam connecting 
the posts to purlins bracing the principal raft- 
ers. The roof boards are 1x4s set on 2-foot 
centers. The second floor is supported by two 
6x8 beams and by joists on 2-foot centers. 

The side walls are braced by 2x4 girts on 
2-foot centers set in between the posts. Braces 
extend from the posts supporting the 6x8 
beams to the soffit of the beams, and from the 
other four posts to the second floor joists. 





Two Valuable Publications on 
Structural Lumber Usage 


The National Lumber Manufacturers As- 
sociation has issued two publications of extraor- 
dinary value to persons having to do with the 
selling or buying of lumber. 


The first is the “Lumber Grade-Use Guide.” 
This book consists of separate pamphlets, each 
of which deals with the species of woods from 
a particular region; and these pamphlets are 
assembled in a stout binder. The information 
in each pamphlet is presented in a standardized 
order; a description of the characteristics of 
the species, grade-use recommendations, a table 
of sizes and a brief description of grades. The 
book deals, in all, with 22 individual kinds of 
softwoods, 33 hardwoods and 26 different broad 
types of buildings: and other structures. 

The Lumber Grade-Use Guide is the result of 
ten years of study and research. Primarily it 
is intended as an aid in the selection of the 
right kind of lumber and the correct sizes for a 
given purpose. But the fact that it contains 
this wealth of information makes it no less 
valuable to the salesman than to the buyer. It 
will be useful to any person connected with the 
trade who really wishes to merchandise his 
stock rather than merely to take orders for it. 
The book makes no effort to influence the choice 
of the kind of wood to be used, where several 
species are suitable. But it does enable users 
of lumber to express their own preferences in 
terms understood by the lumber trade; and it 
directs them in specifying correct grades and 
sizes. The Guide has two indexes; one listing 
kinds of wood and the other listing kinds of 
structures. Architect, engineer or specification 
writer can tell at a moment’s notice the lum- 
ber item considered by the general opinion of 
the trade to be best for the purpose he has in 
mind. Not its least value is that of assisting 
government specification writers to ask for bids 
in terms which admit of no misunderstanding. 

The Lumber Grade-Use Guide is sold at $1.50, 
which is less than the printing and binding cost. 
Individual species pamphlets can be secured 
from the respective regional manufacturers as- 
sociations. Complete copies may be secured 
from the National Lumber Manufacturers As- 
sociation, 1337 Connecticut Ave., Washington, 
D. C., at the price mentioned. 

The second publication put out by the National 
Lumber Manufacturers Association, mentioned 
in the first paragraph above, is “Wood Struc- 
tural Design Data,” Volume 1. This book of 
296 pages contains a great fund of technical 
data, useful in designing wood structural mem- 
bers. A glance through the table of contents 
will indicate the character of the book: Physi- 
cal Properties of Wood, Chemical Properties 
of Wood, Mechanical Properties of Wood, Tim- 
ber Quality—Strength Relations, Glossary of 
Lumber Terms, Abbreviations of Lumber 
Terms, Board Measure, Lumber Quantity— 
Costs, Sizes of American Yard Lumber and 
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Timber, Notations and Technical Symbols. The 
remainder of the book deals with the design 
and safe load of wood beams, columns and 
floors. The book is put together with the new 
spiral binding, which makes it especially useful 
as a work of reference, since it will open and 
lie flat. This flatness is of great convenience 
when referring to tables or to pages of formulae. 
“Wood Structural Design Data” sells at $1 per 
copy. 
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(Continued from Page 31) 
council’s executive committee and its committee 
on materials and manufacturers. Among the 
subjects discussed at the organization meeting 
was the need of legislation in the several states, 
as suggested by President Koosevelt in a recent 
letter to state governors, to place chartered 
lending institutions on an equality with national 
banks in making mortgage loans under the terms 
of the National Housing Act. 
** 


Satt Lake Crty, Utau, Dec. 51.—A survey 
of opinion regarding Utah’s Recovery Act, 
which is patterned aiter the NRA, and which 
is scheduled to expire in June next, shows that 
a good majority of the members of the Legis- 
lature favor continuance of the Act. The Lum- 
ber Code is regarded by business men generally 
as one of the most successful of the many codes 
enacted for industries in Utah. Very few, in 
fact, have been as well observed or given as 
much general satisfaction to those doing busi- 
ness under them. This is attributed partlv to 
the Code authorities, and partly to the good 
sense of the lumber industry here as a whole. 


Lumber Employment Keeps Up 


WasuinctTon, D. C., Dec. 31.—Detailed re- 
ports from 4,504 plants operating under the 
Lumber Code reveal that there was an increase 
of 1.88% in the number of their employees in 
October as compared with September. But esti- 
mates of the total production of all establish- 
ments for the two months compared with that 
of the plants reporting on employment indicate 
that total employment declined from 348,500 in 
September to 342,200 in October. Interpretative 
reports from Lumber Code Authority adminis- 
trative agencies indicate that the actually re- 
porting mills generally increased both employ- 
ment and production, while non-reporting mills 
restricted their output or were shut down. 

The total actual production of 5,468 report- 
ing mills in Southern pine, Southern and Ap- 
palachian Hardwood, Western pine and West 
Coast districts, for September, was 918,000,000 
board feet; and for October, the 5,039 report- 
ing mills had a production of 974,000,000 feet. 


COURT ACTION 


SEATTLE, WaASH., Dec. 29.—Failure to obey an 
order restricting production during the next 
quarter by the Seattle Export Lumber Co. 
which operates two mills here will force the 
West Coast Lumbermen’s Association, as Code 
Authority agency, to seek court action. This 
statement was issued after employees of the 
company had petitioned James E. Bradford, 
State NRA director, against reducing output. 
The Seattle Export Lumber Co. exceeded 
allotments in both the third and fourth quar- 
ters and its president, R. S. Fox, did not ask 
for additional production for export as required 
by the Code. Other mills closed down when 
production equaled quota figures. After con- 
ferring with the Code committee Mr. Fox signed 
an agreement to close one mill and cut the run- 
ning time of the other two hours until his quota 
is balanced. His employees are bringing the 
action in spite of the fact that they had addi- 
tional hours of labor in the previous quarters 
when other mills were down. Mr. Fox declared 
he has a large volume of export orders to get 
out. 











* * * 


Omana, Nes., Dec. 31.—A criminal informa- 
tion has been filed in the United States Dis- 
trict Court at Omaha, charging the Canfield 
Lumber Co., a retail lumber firm of Omaha, 
with contempt in failing to comply with the 
provisions of a permanent injunction issued Aug. 
29, 1934, by Judge Donohoe of the Nebraska 
Federal court. The Canfield Co. filed an ap- 
peal to its circuit court of appeals from this in- 


junction but moved the Appellate Court recently 
to dismiss the appeal, which leaves the injunc- 
tion in full effect. This is the third contempt 
proceeding within the last month for violation 
of injunctions involving NRA codes, the otber 
two being in Michigan and Minnesota, where in 
both cases the defendants were found guilty. 
. + . 


Kansas City, Mo., Dec. 31.—In an opinion 
handed down in the Sutherland Lumber Co. 
case concerning alleged violation of the retail 
lumber code, Judge Merrill E. Otis Dec. 27 
held that congress has no authority to fix prices, 
even in interstate commerce. Judge Otis held 
elimination of price provisions from the manu- 
facturers’ code has nothing to do with the 
Sutherland Lumber Co. case. 





| PRODUCTION CONTROL | 


AND 


CONSERVATION 


Get Extra Production Allotment 


Eight major lumber companies have now 
qualified as forest operators on a sustained- 
yield basis, and as a “reward of merit” under 
the forestry provisions of the Lumber Code 
have been granted the right to produce lumber 
10% in excess of their production allotments. 
The companies are: Allison Lumber Co., Bel- 
lamy, Ala.; Crosby Lumber & Manufacturing 
Co., Crosby, Miss.; Crossett Lumber Co., Cros- 
sett, Ark.; Diamond Match Co., Stirling City, 
Calif.; Fruit Growers Supply Co., Susanville, 
Calif.; Southern Pine Lumber Co., Diboll, 
Tex.; Union Saw Mill Co., Huttig, Ark.; and 
Urania Lumber Co., Urania, La 

There are many other companies actually on 
or near to sustained yield operation, but which 
for one reason and another have not yet tech- 
nically qualified for the issuance of a certificate 
of sustained yield by the Lumber Code Au- 
thority and the companies’ respective code ad- 
ministrative agencies. The forest area under 
management for sustained yield by the eight 
companies mentioned is about as large as Rhode 
Island and Delaware combined. The merchant- 
able timber now standing on these lands is equal 
in volume to one-half of this year’s lumber pro- 
duction in the United States, and the annual 
growth from these forests is estimated at about 
one-quarter billion board feet per year. 











RETAIL MODE 








Effect of Minimum Price Suspension 


Homer W. Ballinger, executive chairman of 
the Retail Lumber & Building Material Code 
Authority, has issued the following statement 
in regard to the NRA price elimination order: 

“You can see by this bulletin that the Lumber 
Code Authority is giving some thought to the 
need of information relative to current market 
prices and cost data as well as the consideration 
of open price filing. We think we will be in 
a position very soon to inform you as to the 
possible effect the suspension of these prices 
may have on the establishing of minimum cost 
protection prices pursuant to Order No. 33-17 
and Section 8 of Article VIII of our own Code.” 

Allan T. Flint, secretary-manager of the 
Mountain States Lumber Dealers Association, 
says: 

“This does not affect the retail lumber, lum- 
ber products, building materials and building 
specialties trade, which is operating under a 
separate Code. As we understand it, the only 
way this retail lumber Code will be affected will 
be the possibility of lower cost prices made by 
lumber manufacturers to move certain kinds of 


stock on which they became over-loaded while 
the Code prices were in effect. 

“In our opinion, buying in reasonable quan- 
tities at present market prices will be justified 
for the present, at least. In the meantime, jt 
seems to us that every lumberman, whether 
manufacturer, wholesaler or retailer, should use 
his influence to avoid price-cutting and do 
everything in his power to make a stable mar- 
ket.” 


No Decrease in Prices 


Denver, Coro., Dec. 31.—Abandonment of 
fixed prices for manufacturers under the na- 
tional lumber Code, as announced from Wash- 
ington recently, will not mean a decrease in 
retail prices, I. F. Downer, Hallack & Howard 
Lumber Co., this city, and chairman of the divi- 
sional authority for the retail Code, said last 
week, 

Downer said the national order has no effect 
whatsoever on the retail lumber Code, but there 
are indications that lumber prices are stiffening, 
and this movement probably will be enhanced by 
Federal housing activities. Lumber, Downer 
said, has been comparatively lower than all 
other types of building material and this in itself 
will tend toward a price increase. 

Lumber is the only building material on which 
there has been a decrease in price since the Code 
was put into effect, Downer said. 


COMPLIANCE 


Four Firms Lose Blue Eagle Rights 


Fiorence, S. C., Dec. 31.—The National In- 
dustrial Recovery Board has announced with- 
drawal of the right to use NRA insignia from 
four firms, on findings by the National Com- 
pliance Council that the firms had violated pro- 
visions of the Lumber Code and the Retail Lum- 
ber Code. The firms and the violations are: 
Florence Plywood Manufacturing Co. and 
Hardwood Manufacturing Co. of Florence, S. 
C.; selling below approved minimum prices 
established under the Lumber Code; O. T 
Smith, Charleston, S. C.; selling below mini- 
mum prices established under the Retail Lum- 
ber Code, and J. R. Casey Lumber Co., Rocky 
Point, N. C.; violation of the wage and hour 
provisions of the Lumber Code, and failure to 
comply with the sections dealing with pro- 
duction allotments and submission of reports to 
the Lumber Code Authority. 








Lumber Bids Below Code Minima Rejected 
on Two More CCC Projects 


Acting upon a request from NRA the War 
Department has rejected bids of thirteen lum- 
ber firms on Proposal No. 53-35-18 for yellow 
pine lumber to be used at a CCC Camp at Wild- 
wood, Pa., and bids of nine firms on Proposal 
No. 53-35-20 for yellow pine lumber at a CCC 
Camp at Alexandria, Va., because the bids were 
below minimum cost protection prices estab- 
lished by the Lumber Code. The contracts were 
awarded respectively to M. T. Blassingham & 
Co., Inc., Norfolk, Va., and Williams & Mc- 
Keithan Lumber Co., Lynchburg, Va., firms 


numbered among those whose bids conformed 7 


with the Code. 

This is the second instance within three 
weeks wherein the War Department upon re- 
quest from NRA has rejected CCC Camp 
project bids below price minima authorized by 
the Lumber .Code, fourteen lumber firms hav- 
ing been turned down on that score during the 
latter part of November in connection with 
lumber orders for camps at Altoona, Pa., Ross- 
lyn, Va., and Chesterfield County, Virginia. 

In all of the foregoing instances, NRA’s re- 
quest for rejection of the bids have been based 
on evidence supplied by the Southern Pine As- 
sociation and the Lumber Code Authority show- 
ing price provision violations. 
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Government mill. ; a 
led while SPpoKANE, WASH., Dec. 29.—Lumbermen of Match manufacturers and business men gen- t 
the Inland Empire are becoming increasingly erally in this territory, where match factories as Ing 
ale quan concerned about federal operations. According are such an important factor, are also watching 
justified to a statement made before the timber products with concern the proposed increase in the match 
ntime, it bureau of the Spokane Chamber of Commerce, quota allowed foreign countries under the pref- 
whether private lumber operators wanting to start oper- erential tariff provisions. a ue — 
10uld use ations are not able to obtain quotas under the 
» cr 
and Lumber Code, but the United States Govern- ° . 
ble a ment is starting a Government lumber operation First New Apartment House in Th d h 
. : uth Dakota to cut 40,000,000 feet of tim- 
— tela Several Years e sturdy strengt 
C. J. Billings, manager of Potlatch Forests LouisviLLE, Ky., Dec. 31.—The first new HH 
(Inc.), at Lewiston, transmitted a resolution apartment house erected in Louisville for ren- and dependability of 
ment of condemning the Government’s competition with tal purposes in several years was completed a 
the na- the lumber industry. The resolution, already few days ago by Mrs. Perle Hubbard, at 2007 Longleaf endure for 
n Wash- passed by the Lewiston Keporecesd of Pe song Kenilworth Court, marking what it is be- 
rease in is being submitted with recommendation that lieved will be a resumption of activity in this 
a it be ene - executive committee of type of building. All apartments were rented many long years after 
the divi- the Spokane chamber. before completion. . 
said last | the details of the pur- 
yn. 9 If . dl E 4 chase have been for 
out there - 
ene U ines an orwarders 
anced by otten 
Downer 9g ; 
than all 
«<< €¢ >> >>» 
m which New Orteans, Dec. 31.—A minimum for- the hardwood trade in general better served 
the Code warding fee of $1 per ocean bill of lading will because of the further contribution to equality 
be effective after Jan. 1 in all Gulf ports, under of port charges. 
an agreement arrived at by the Gulf-United Rules established under the agreement which WIER LONG LE AF 
Kingdom and Gulf-Continental conferences are of interest in the lumber export trade in- 
with the Freight Brokers & Forwarders’ Asso- clude the following: 
— ciation. The Gulf-Mediterranean Conference is Rule 1. No supervising, exchanging bills LUMBER CO. 
expected to join in the same agreement. While of lading, either local or through lading or 
yhts the agreement is subject to approval by the vice versa, or forwarding services will be HOUSTON TEXAS 
lI U. S. Shipping Board, it is expected in ship- performed for account of shipper unless a ’ 
— ping and forwarding trades here that no diffi- proper charge is made for the services per- Mills: Wiergate, Texas 
i fsa culty will be experienced there. formed. ; 
i H ™ Rule 2. For forwarding shipments on loca i 
1 Com- PR ee a eon te tote ding bills of lading, carload lots, minimum $3 per 
ed _pro- 4 pitty the scope of iree lorwarding, car, except on carbon black, cotton, flour, 
il Lum- which has been foreseen as a threat to the for- petroleum products, rice, tobacco, and hard- 
ns are: warding trades, it being stated in some quar- wood logs, hardwood lumber, flooring, head- — 
o. and ters that the brokerage allowance granted by ings, handles, staves, veneers, and kindred = 
nce, S, the shipping lines would prove inadequate to hardwood commodities. = 
prices maintain forwarding and brokerage establish- Rule 3. For forwerting jens tao, onrtent = 
ments. shipments, except ardwood an s prod- = 
sat This free forwarding service had developed ucts, minimum will be $2.50, unless shipment = 
W mini- pO! —— 
ert under competition at the outports, notably Mo- 8 Say 2,000 pounds or under, in which case A? 
wr sae : the charge may be $2. NO-D-K 
- Rocky bile and Gulfport, where hardwoods were so : ‘ —— 000 PRESET 
4 hour handled without additional charge by the Wa- For ont iggy | —_ eS a 
ig terman Steamship Lines; and at Lake Charles, Pardwood logs, hardwood | "and kin- 
~ h i sy lines Readings, handles, staves, veneers, an ™ Boring insects attacking wood are quickly 
h pro- where the Lykes Bros.-Ripley steamship lines gyeq hardwood commodities, the minimum led by th § NO-D-K.. Di 
ports to | +=‘met the conditions existing in the eastern Gulf. charge will be $1 per bill of lading. [This repelled by the use © -D-K.  Dis- 
, > In New Orleans, at least one prominent broker- is stated to mean ocean bill of lading.] ~— a a —- for ype 
age and forwarding firm handled forwarding For forwarding and/or exchang- 2 ee ee ee ee 
— without cost to clients, as a means of prevent- em bills of ceiiear tee ocean ladings, timbers for protection against the rav- 
ec ing — diversion of freight from that carloads, $3 per car; less chan omnes = ages of termites. 
port and, additionally, to check as much as pos- per shipment, except on carbon black, cotton, 
sibl G > tow f flour, petroleum products, rice, tobacco, and 
e ae aie te a oe of the free hardwood logs, hardwood timbers, flooring, TENNESSEE EASTMAN CORPORATION 
nm ium- U : : headings, handles, staves, veneers and kin- KINGSPORT. TENNESSEE 
— 4 — by aw, - g tesepeng wate dred hardwood commodities. 
t Wild- § periormed by the steamship lines or by regular Rule 5. Preparing consular invoice and 
roposal §§ firms, will be subject to at least the minimum presenting for signature, $2.50 per set, plus 
a CCC charge, with graduated scale where further cost of blanks, preparing certificates of Idah 
is were service is involved by the forwarding firm; and origin and presenting them for signature, WHITE PINE — 
estab- in return the brokers and forwarders will con- $1-50 per set, plus cost of blanks. Ponderosa— 


ts were fine their active solicitation and development of Rule 6. For presenting consular invoices, Also 

ham & business to the conference lines. Unlike the certificates of origin etc. for — —— re 
& Mc- West Coast, the forwarders in the Gulf ports prepared by shippers, $1 inline . ee Fir Wallboar SS Products 

. firms will still be permitted to book outside line busi- Rule 10. For forwarding hardwood logs, 


formed 


three = vor kotagiene will codify standards which jum charge will be $1 per bill of lading. Silo its ten PITTSBURGH, PA. 
yon re warders and brokers are to meet, and those Rule 14. For barge and dray lots, the 
Camp qualifying will be registered with the confer-  ,pove rates to apply based on railroad mini- 
zed by ences as eligible to receive the fees involved. mum weights per car. : 
is hav- Those failing to measure up to the qualifications, Rule 15. No charge will be made on any BURDETIE LUMBER COMPANY 
ing the and those who might subsequently be dropped cargo moving under through export bills of CUT-TO-ORDER TIMBERS & HEAVY JOIST 
1 with because of refusal to live up to the terms of the lading. 
,, Ross- agreement, will not be registered. Rule 16. When through bills of lading are STEAM K'0 FINISH-SRIGHT ORY 
ia. he agreement is termed the recognition of exchanged for ocean bills of lading, the for- SHIPLAR FLOORING AND BOARDS 
A’s re- the forwarders in the sphere of activity in which warding fee for the local bills of lading will | HIGH GRADE DIMENSION 
1 based they have been active in Gulf ports for a half PPly. - Mitts ATEDwarps,Miss.& CANTON, Miss. 
ne As- century or more. Both steamship lines and Pine logs, timbers, lumber and other products |- SALES OFFICE 
' show- forwarders feel that in the future the forward- will pay the higher rates for forwarding as MERIDIAN. MISS. 

ets will be more assured of their position, and _ indicated. ; 








Condemn Government 
Competition 


ness. 
Joint representatives of the steamship lines 


The resolution asks that the lumber industry 
be given opportunity to bid on Government 
requirements which were to be filled by the 





hardwood lumber, flooring, headings, handles, 
staves, veneers and kindred hardwood com- 
modities on local bills of lading, the mini- 
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[F. J. Caulkins] 


Boston, MAss., Dec. 31.—The consensus of 
both the wholesale and retail branches is that 
when inventories are complete and fiscal bal- 
ances are struck, the year will show a definite 
gain toward Recovery, with many units shift- 
ing from red ink to black in the final account- 
ing. And now comes the problem of readjust- 
ing selling prices following the NRA order of 
Dec. 22 suspending all fixed prices, at the pro- 
duction end, which in turn compels the retail 
distributor to find a proper basis for applying 
his modal mark-up to his cost level, which is 
no longer fixed, and in open. competition might 
vary sharply. This new move means nothing 
more nor less than a return to the old law of 
“supply and demand” as the controlling price 
factor. For many staple lumber items there 
will be no price recessions at the mills, for the 
relation of supply to demand had forced many 
items in the better grades of southern pine, and 
West Coast fir and dry eastern spruce well 
above Code level, while the common grades 
of southern pine and West Coast fir and hem- 
lock, that had been at a definitely sub-Code 
level, have gained real price strength within 
the month. The retail leaders in the Greater 
Boston district were called together Thursday 
aiternoon at the Hotel Kenmore to confer on 
ways and means for meeting this new situation, 
and it was generally agreed that there was little 
cause for alarm as to the probable trend of 
costs or of selling prices to the consumer. At 
this meeting, fifty-one firms were represented 
by sixty members. There was the utmost har- 
mony of thought and action, and a real enthusi- 
asm for meeting this new situation with a 
united front. The practice of price filing by 
each dealer, called for in Article 8 paragraph 2 
of the Retail Code, had been abandoned on 
Aug. 1, but at this meeting it was voted to re- 
quest the administrative agency to restore the 
practice of price filing and, through a competent 
committee, to determine the current “open mar- 
ket” cost level of each item of stock on the yard 
to which the modal mark-up will continue to 
be applied. This is the answer of the retail 
group in this section to. the action of NRA in 
suspending fixed prices at the production end. 
It applies the principle of self regulation of an 
industry. 


Joint action by the wholesale and retail 
branches of the industry in New England to 
set up standards of practice along ethical and 
economic lines has strong appeal to both 
branches. This proposed co-operative move- 
ment fits nicely into this latest Code emergency. 
Many joint meetings and conferences have been 
held, the latest as recently as Thursday. It is 
planned that all details be whipped into shape 
at a joint conference of delegates on Wednes- 
day, Jan. 16, following which all will attend 
the evening meeting and annual dinner of the 
New England Wholesale Lumber Association 
at the University Club, when this New Eng- 
land Code of Fair Trade Practice will be pre- 
sented for ratification by the wholesale branch. 
It will then be submitted to the six State as- 
sociations of retail dealers, also the New York 
State group and Northeastern Lumber Service, 
representing metropolitan Boston. The docu- 
ment when completed and ratified will take the 
form of a statement as to what constitutes “fair 
trade practices” in New England, and con- 
ceivably—with later refinements—may be ac- 
cepted as the Magna Charta that is to lead the 
lumber industry of New England to a more 
dignified and more promising commercial future. 
The laudable aim of the promoters is a long 
step toward self regulation of the lumber in- 
dustry. 

West Coast Fir and Hemlock.—While re- 
ceipts by water at Boston in December will 
total well above six million feet, and will 
show an increase over the previous month, 


the figure will be well below the December 
average of the previous five years, which was 
10,475,287 feet. The suspension of price con- 
trol at the mills, effective Dec. 22, has been 
followed by a strengthening of the price 
structure at all West Coast mills, with corre- 
sponding advances in wholesale prices at all 
Atlantic coast centers. Prior to the suspen- 
sion order, it was possible to place orders 
with the mills at $2 to $4 under the Code 
list. The immediate effect of the order has 
been to move mill prices steadily forward 
and today there are no offerings of common 
hemlock or fir at under $2 below the Code 
list for each item, and all of the upper grades 
have moved up to a point at or above Code 
levels. Local prices to the yards are now 
based upon current mill prices plus the ves- 
sel charge of $12, which rate continues in 
force. There was fair buying by the yards 
in early December, but the holiday and in- 
ventory period have brought a temporary 
halt. Dealers have been drawing their sup- 
plies largely from the local distribution 
yards, where holdings have shrunk sharply 
of late. 


Eastern Spruce.— The price position is 
steady, but very little business has been 
placed during the past week, as the dealers 
will not make new commitments until inven- 
tories are out of the way. Prices hold at 
or above Code, as previously noted, with dry 
random or dimension selling at a premium. 
Following suspension of minimum Code 
prices, the attitude of the mills seems to 
be that, as wages and hours are retained, 
production costs are not affected, and, with 
output well under control, there should not 
be and probably will not be any material 
price revisions. All of the larger spruce 
mills are firm at the Code price of $32 for 
the small scantling sizes. The 2x5-, 6- and 
7-inch—if dry—are strong at $2 above Code, 
with the 2x8-inch at $35; 9-inch, $36; 10- 
inch, $38, and 12-inch, $40. No ruling has 
yet come from NRA upon the proposal to 
permit a $2 differential on stock shipped by 
water from the Provincial and eastern Maine 
ports. 











Lath and Shingles.—There have been few 
sales of lath during the past week, but the 
Code list of $4.90 for the 1%-inch, and $5.40 
for the wider size, is being followed by the 
larger mills. There have been sales at lower 
figures. Eastern white cedar shingles are 
fairly active in the two upper grades, with 
prices steady at $4.50 for extras, and $3.75 
for clears. There is no call here for the 
lower grades. On the West Coast red cedars 
there have been no price changes, either 
for all-rail or water shipment. Delivered 
prices all-rail are $4.04 for the 16-inch 
XXXXX, and $4.43 for the 18-inch Perfec- 
tions. Storage stocks are very low at all 
Atlantic Coast distribution yards, and the 
prevailing mark-up over water deliveries on 
storage lots is 25 cents. Storage air dried 
Perfections sell at $4.16, and the No. 1 
XXXXX at $3.83. Heavy shipments are on 
the way, but at the moment these two grades 
are practically sold out. The No.’s 2 and 3 
grades of 16-inch are available at $3.29 and 
$2.95, respectively. For kiln dried lots the 
price is 15 cents over air dried. 


Maple Heel Stock.—There is a better feel- 
ing and freer buying, and the suspension of 
price control has had little adverse effect 
upon actual sales prices. The good mills are 
holding at $90 for the No. 2 grade of kiln 
dried stock, but the larger and well rated 
shops are picking up lots at prices ranging 
down as low as $85. The smaller shops are 
using the common and select grade in long 
lengths with no defects cut out, that sells 
at a range of $65@75. The shifting of plants 
from the shoe centers to the rural districts, 
in an effort to side-step the constant clash- 
ing with labor unions, is a real current up- 
heaval in shoe circles. 


Pine Boxboards.—The effect of Code price 
suspension has been to cause somewhat of a 
deadlock between buyer and seller, as each 
tries to find the level at which prices will 
stabilize. This is particularly true as to sub- 
standard lots of the inch round edge, of 
which there is an apparent surplus on the 
mill yards. The box shops are calling for 
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very little stock, but the industrials, inclu. 
ing the more active textile mills, are pick. 
ing up the square edge as offered at $22@% 
on the mill yard. A good run of round edgy 
sells at $14@16. 


Roofing Concern Increases Earnings 


Bird & Son, nationally known manufacturer 
of patent shingles, with plant at Walpole 
Mass., have just announced that earnings jp 
1934 make possible a service bonus payment fo 
the last six months period, on the same basis 
as paid in July. All who have been in contin. 
uous service of the company over five years will 
receive as a bonus 4 percent of their six 
months’ earnings. Those whose service has 
been between two and five years will receiv 
2 percent. Generous bonuses will also be paid 
to all employees, regardless of terms of service, 


Harry B. Stebbins, head of the H. B. Steb. 
bins Lumber Co., Boston, accompanied by Mrs, 
Stebbins and their daughter Frances, spent the 
Christmas holiday period with their daughter 
(Dorothy) and son-in-law, Mr. and Mrs. Ches- 
ter Boules, at their home in New York City. 


The annual trek southward from bleak New 
England to sunny Florida is again in full 
swing. Frank B. McQuesten, of the George 
McQuesten Co., Boston, with Mrs. McQuesten, 
are winter guests at the Breakers in Palm 
Beach. They were Christmas dinner guests at 
the home of Mr. and Mrs. Ernest G. Howes, 
at their West Indian villa on Clarke Avenue 
Mr. and Mrs. Roger W. Cutler, of Boston, ar- 
rived at the Palm Beach home of Mr. and Mrs, 
Harold S. Vanderbilt in season for all holiday 
festivities. Mr. Cutler is a son of the late 
George C. Cutler, of the old spruce house of 
Stetson Cutler & Co., with which the son was 
connected before it withdrew from the field 
about seven years ago. FE. L. Gibbs, of E. L 
Gibbs Lumber Co., Milk Street, Boston, with 
Mrs. Gibbs, leaves Thursday, Jan. 17, for his 
annual sojourn of ten weeks at Sebring, Fla. 


Finds British Consumption Active 


Edward V. French, a vice-president of the 
Atlantic Lumber Co., of Boston, returned re- 
cently on the Cunarder Scythia from an eight 
weeks tour of the hardwood consuming mar- 
kets of England, Scotland and Holland. Com- 
menting upon trade conditions in those coun- 
tries, Mr. French said that “It was the almost 
universal comment of the consumer concerns 
to which our company exports lumber, that 
1934 was the most active and prosperous of 
any they had ever experienced. The automo- 
bile and furniture plants are running at top 
speed, and in most cases with day and night 
crews. This is true also of the building indus- 


try, which is now closing the busiest year it § 
has ever known, and this means that the plan- 


ing mills and house trim plants have been so 
swamped with business that they are now most 
concerned with the question as to how long the 
boom will last.’ As to the price basis at which 
sales can be made in those countries, Mr. 
French expressed the opinion that the wide 
range between quotations and the Code list on 
some items made it difficult to find the proper 
level at which to book this foreign business. 
He found, however, that the better grades of 
oak and poplar, in the domestic as well as the 
foreign markets, had reached a price level well 
above Code requirements, but, now that price 
control had been suspended, he felt that the 
market would soon be adjusted through opera- 
tion of the old and reliable law of supply and 
demand. All five of his company’s mills in the 
South are in full operation, two in eastern Ten- 
nessee, and one each in Georgia, Louisiana and 
Arkansas, where the stock cut for export runs 
chiefly to poplar. white ash, oak and red and 
sap gum, all finding wide use in Great Britain 
as house trim. The company produces also a 
complete line of southern hardwoods for the 
domestic trade. Mr. French is a son of the 
founder of the business—George E. French— 
who established it at Boston, about forty years 
ago, and who is still active as treasurer of the 
company. 
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In the New York Lumber 
Market 


New York, Dec. 31.—There is action a-plenty 
in local retail lumber circles, for, in the midst 
of their struggle with the annual inventory, 
retailers must revise their yard prices to bring 
them in line with current costs as their stock 
arrives from the mills, following the suspension 
of Code price-control at the mills and in the 
wholesale offices. The Retail Code is a separate 
document, and is still in force, calling for a 
fixed percentage of mark-up over delivered cost 
of each item. Plans are being developed rapidly 
to meet this new situation, by striking an aver- 
age delivered cost to apply to each item in the 
yard stock, to which will be added the modal 
mark-up in fixing new selling prices. It is in- 
timated that when the new price list is ready 
it will show few important changes from the 
old list, though the pressure by the mills to 
move accumulations of low grade stock will 
cause some scaling down of yard prices for this 
i The yards have come over 
into the New Year with stocks generally low, 
due to freer sales for modernizing jobs during 
the past three months. he campaign under 
Title I of the Federal Housing Act is produc- 
ing small-lot business for the yards, that bulks 
large in the aggregate and is expected to pro- 
duce quite a volume of mill orders for spring 
delivery when schedules are made up during the 
next two weeks. 

While wholesale prices are officially “out,” 
there has been little change in the prices at 
which orders are being booked. One prominent 
distributor inclines to the belief that the sus- 
pension of Code minimum prices will soon be 
followed by stabilization of quotations. As 
he expressed his views, “Some of us have been 
sticking to Code prices or better, while the 
chiselers have been fighting it out in the lower 
brackets, and placing their orders with those 
smaller mills that were selling in open defiance 
of Code requirements. On most classes of low 
grade stock, our prices were so far apart that 
we were able to book very little business, so 
we turned out attention to selling the better 
grades of southern pine, fir and the western 
pines, where the available supply was short and 
the mills were in an independent position. In 
that class of stock, prices have been well above 
the Code, and we have been able to meet the 
price cutters on a fair basis of competition. We 
can now buy and sell upon even terms, and the 
tendency will be to bring the market into better 
balance. There will surely be a narrower 
spread between the high and low of prices, and 
we will all be happier.” 


At intercoastal offices in 44th Street, Regi- 
nald T. Titus, executive officer, points out that 
the suspension of prices on Dec. 22 leaves every- 
thing in the Lumber Code that has been written 
into it during the past year, except the attempt 
at price control, a feature which many look 
upon as a flat failure. “Of course the Lumber 
Code is still with us,” says Mr. Titus, “and 
there is much more control and regulation of 
real commercial value than we had ever hoped 
for in pre-Code days. There is still regulation 
of pool car sales, and the shipment of unsold 
stock on consignment is still taboo.” 


The event of the month in local lumber circles 
will be the annual of the Northeastern Retail 
Lumbermen’s Association at Hotel Pennsyl- 
vania on Tuesday, Wednesday and Thursday, 
Jan. 22, 23 and 24, and it is estimated that the 
attendance will be close to fifteen hundred. The 
slogan will be “Make Housing Thrive in 35,” 
and the program will be built largely around 
the activities of the Federal Housing Admin- 
istration, and will involve a complete exposition 
of its current and prospective activities in all 
sections of the country, and the type of co- 
operation by the material men that should be 
tied-in with the drive by the Federal officials 
and the banks. 
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Baltimore, Md. 


North Carolina Pine.—The last two weeks 
there was a drop in the movement of lum- 
ber but it was less than in other corre- 
sponding periods. Prices are fairly well 
sustained, and not a few distributors take 
the view that an advance is likely as soon 
as the demand is resumed after the turn of 
the year. Stocks on the wharves were re- 
duced during the fortnight, and are again 
very small. 


Georgia Pine.—The trade current experi- 
enced a slowing down in the last two weeks, 
but this narrowing did not seem to affect 
the range of values, which remained quite 
firm. 


Douglas Fir.—A gain in the demand has 
taken place, with representatives of the big 
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producers in the Pacific States reported to 
have been doing decidedly better than for 
a long time. 





Cypress.—The inquiry continued relatively 
good right up to the last few days of the year, 
and the quotations reflected a tendency to 
resist pressure. 


Hardwoods.—The general trend of demand 
has been upward, and even the holidays did 
not greatly check the movement. As con- 
trasted with the corresponding period of last 
year, the last two weeks have recorded a 
material gain, with prices fluctuating, but in 
the main better sustained than might have 
been expected in the face of agitation as to 
the Code and other matters. The inquiry 
from abroad in particular has shown a 
pick-up, with orders booked in impressive 
volume despite currency shifts and other 
drawbacks. 
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nearest office. 


608 S. Dearborn St., CHICAGO 





THE DIFFERENCE BETWEEN 
“CAN” AND “DO” 


To the man in your office responsible for credits, this 
difference is more than a grammatical problem. 
knows for instance that concerns which CAN pay 
promptly are not always the ones that DO and that a 
desirable credit risk is one that not only has the ability 
to meet financial obligations promptly but one that 
exercises that ability. 


The system of rating employed by the 
Lumbermen's Credit Rating Service 
recognizes this peculiarity by report- 
ing a mode of payment, as well 
as a purely financial rating and this 
feature has proved itself a highly 
important factor in intelligent credit extension. 


LUMBERMEN'S CREDIT ASSOCIATION 


He 








The vital need for today's information today, is met for 
subscribers to the Lumbermen's Credit Rating book by the 
TWICE-A-WEEK Supplemental Sheets—flashing impor- 
tant credit changes as they occur. 


Test the effectiveness of this supplement service, with 


Mode of Payment ratings — by using it for a 30-day 
period ON APPROVAL — without obligation. Write our 


INC. 
99 Wall St., NEW YORK CITY 
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Seattle, Wash. 


West Coast Woods—The slowing-up usual 
during the Christmas holidays is less pro- 
nounced this year. Most markets are active. 
Optimism is most pronounced. 

Rail—Widely different experiences are re- 
ported by rail shippers. One reported quite 
a lot of orders from people who wanted to 


Market News from Anteric 


ing December to England, France and Italy, 





sion, they announced advances on Certain 


get in on a low market; chiseled prices were mostly airplane type stock. The spruce mills items a © 
brought out in the open, and the rush to have good order files “ Sen, Se ee See ee ee ae vember le 
place orders had temporarily firmed the : of the western pine mills have shut down] jn, Nebras! 
market. But a mill representative said that Shingles—Demand is quiet, but wholesalers for the winter, as customary. Iowa, wh¢ 
the mills do not intend to go below List 30 ggg ne Soh ge en —- on Red Cedar Shingle demand is reported to distribute 
on yard items, because dimension stocks are jow | Prices a . =e “; io = is have shown a strong increase the past sey. Wester! 
very low, and that common yard stocks may termine One cat eee AB om Po 4“ eral weeks. » in this sé 
advance $1. Line yards are buying for stock a lot of line yard business floatin paren Poe Spruce manufacturers here report business pines sal 
and sales volume is fairly good, says one ang that in his opinion prices me ttle  auite active, with a good demand from some im} 
lumberman; another, that the rail market is to $2 35 for No. 1 XXXXX $1 80 $1 85 f - Europe. They have held firmly to minimum millwork 
not buying, and it has had to accept some ‘ PS eee Seen Se ee or Code prices 
. . No. 2, and $1.50 for No. 3. A good number P ‘ for weste 
cancellations on business booked at Code of shingle mills have orders sufficient for were dow 
prices but not shipped before they were catia nal : W week. 
eliminated. Some believe Code prices will be ay a ee Tacoma, ash. West C 
need as a basis in quoting; others, that the a ey market continues to firm. Big West Coast Woods—The Christmas holiday mand, an 
old Rail B list will again be the standard. r logs are scarce, and one sale is reported shutdown, in effect at virtually all mills in scarcely | 
Enterecastal—Uncertainty about mill prices : a engage fir ‘.° are in good this area, enabled the plants to clean up the holid 
and continuance of the $12 rate have tended Hemlock is mor a ‘if eg war on reduces. much of their surplus stocks before they § ing order 
to curtail Atlantic Coast buying. Very little age $10, $15 r nd. $20 “ahi _— aver- began taking inventory. Production quotas year but, 
new business has come in since Dec. 20, but bring around $10 d 7 og gg ee eS ae so 
most of the cargo mills are believed to have sells at $10.50 a $11 a ee praatieetly 68 Staats Setere ee eee Se — 
order files large enough to keep them busy s . an . ing. These facts have resulted in a stronger Hard 
until Jan. 15 and some until Feb. 1. The tone in the lumber market, and have brought ier! 
elimination of Code minima has had no effect, Portland, Ore. about a distinctly encouraging condition s% Suned 
save to bring tentative offers of business at far as producers are concerned, particularly j S$ al 
below recent competitive prices. The cur- West Coast Woods—Lumber wholesalers insofar as fir mills have been alotted pro- heir t 
rent market is about $2.50 below the Code. report domestic businss fair, with the rail- duction quotas for the next period that are j — on 
Some offers of $3.50 off are not being taken. 1°48’ inquiries numerous, and retail yard 21 percent larger than those of last quarter. psec b 
Ship space is plentiful. a is owen signs of improving. — = _ local mills remained down for pte Me 
Gatttesntn,ay' : ‘is e the minimum price clause of the NRA only re atively short periods. Reports from : “lbw, 
e.. — Aap doe tte cey oes Code has been eliminated, it is said that the Grays Harbor and Willapa Harbor dis- — oe 
cheap bantnesn, this Bove ol i aaa aoe ~ the effect was discounted when chiseling be- tricts are that the holiday shutdowns there sete 
pvt on hte —_ oe Made = a oe gan. Some big line yards are reported in — were relatively short. Some diffi- a 
mills will ship under the Conference rate. pg am ped ead on wethed pr ae wlan gee arti i chen ae Puset aeaeh dese a5 
Export—Both Chinese and Japanese mar- not particularly interested, since they figure the towboat strike, which began the week dealers 
kets are unusually active for this time of prices are almost certain to advance. For- before Christmas. Tugboat operators have attain & 
year. Orders, however, are harder to place, eign business in fir is quiet, as usual during disclaimed any intention of operating their complete 
due to the limited output of the mills. In- the holiday season. Weather permitting, log- oats at present, with the result that mills lath pla 
formation from Japan is that at some ports ging will be resumed in some camps in the depending solely upon tidewater logs soon popular 
stocks are low. Ship space to the Orient is lower Columbia River district immediately found their available supplies exhausted. It is rep 
arm. Baby auenres move at $3 to Japan, and after the first of the year, because of the in good 
arge squares at $6.50. Lumber to Shanghai scarcity of saw logs. A couple of months i 
brings $6. The Canadian exchange is now ago it was assumed that enough logs were Kansas City, Mo. 
more favorable to American exporters; at this on hand or in sight to fill all requirements Southwest Market.—Buying dropped to the 
writing the premium is but eleven-sixteenths. until along in February or March. The tone’ low for the year, despite removal of all pre- Southe 
Movement to the United Kingdom is quiet. of the log market has been decidedly firm tense at minimum price stabilization, but the slumped 
je gua of South America are buying here for the past few weeks. outlook was much improved. Announcement yet it h 
y. Western Pine operators are continuing of price advances brought only a scattering years. 
Spruce—A firm dealing in spruce lumber Code quotations notwi of buyers into the market before the new been a 
q otwithstanding suspension 
reports a good volume of spruce shipped dur- of minima. A few days before the suspen- lists went into effect. The action on the consume 
part of these manufacturers was interpreted Salesme: 
by some market observers as a counter at- consume 
p e - tack on sentiment that elimination of all at- they do 
| n Desi d p tempts at price control would bring lower jority o 
gne or ec erwoo i prices. The new price lists, it was pointed better t 
—_ were not out of line on a number of buyers 
. rey tems. Southern pine producers have short 
One of the greatest problems of the small have a number of small mills are building one stocks of better grades, and these have been pn 
mill operator in the southern pine districts has of these low-cost kilns at each plant, or they selling at a premium over Code prices lately, in 1933. 
been the proper drying and handling of his prod- _ build a larger kiln at some central point and while western fir manufacturers are reported effect tl 
uct. Costs were formerly prohibitive and the haul the lumber by truck, drying it.at a con- {0 be in a good position on common grades. volume 
small mill could hardly 2 Market observers point out that the real the firs 
ak tn competition of — the removal of price restrictions Code he 
res Rane ce ae wi e the extent to which surplus stocks, heavy. 
" p é or common grades in the South and higher erate 1 
a quality basis. The grades on the West Coast, are dumped on put wil 
designing of a low-cost the market, and the degree to which short- stocks. 
conection £6 6 ~ neat atcagaye — — ser to —. Bees 
r J ‘ » industry regard optimis- 
kiln — for the tically the possibilities of the national hous- 
peckerwoo mill by ing act, and expect market strength to de- North 
the Moore Dry Kiln Co. velop from the low state of retailers’ stocks, 4 all 
fae now overcome that as revealed by representative inventory re- Cemene: 
dl td ports cotiesten oy salesmen, and the need — 
. among industrial consumers, principally rail- em 
The picture shows a L i ; ; ; 
ow-cost kiln especially designed for the small mill makes possibl roads, for replacements. That need was well eal 
; ‘ ssible mart 
small southern pine mill drying and cheaper handling enabling the “Peckerwood" o cialer ‘om illustrated last week by reopening of the prevail! 
equipped with this spe- Sallie cleauiitien P Havelock (Neb.) freight car repair shops of a 
cial ln with which ch y P the Burlington railroad, in order to fill the umber 
' Cc e greatest demand in years for aut bile water § 
operator is enabled t lumb ffi- i rz i i i ; * 
p o season lumber as e centration yard. This equipment can easily be freight cars. Holiday trade worked off 4 oo 
ciently and as quickly as any of the larger mills, moved from place to place, as easily as a port- Targe amount of stock held by many specialty a on 
even better than those big plants still equipped able sawmill, thereby making it possible for ™@7Ufacturers, furniture and radio produc- shortly 
with old-fashioned kilns. This low-cost kiln the small mill man to turn out his product et Ga: cee aon dees ae a recentl 
building is constructed of wood frame, inside rapidly in a condition to meet the competition of ae iar oo ~— Gan eee eae eal Carolin 
my double ceiled with studding exposed. The the large mill. He can now dry his output tomers in the Samectstal Guth ane maser all = 
an system is at the side of the kiln, driven by direct from the saw, get a quick turnover and manufacturers, who are laying plans for the ete . 
steam engine, and exhaust from this engine reduce inventory to a minimum. There is no Sreatest output of cars since 1929. Retailers pennant 
turned into heating coils heats the kiln. All doubt that the “peckerwood” mill has come to who have completed inventories are not ing th 
fans are on a single line shaft. The tracks being stay and is becoming an important factor in Saas Se ee ee See ee much i 
on ground level, lumber can be stacked and lumber production. All that is needed is to prado Se ee — Gown a quite a 
- q : n. Z . Ss, such as prevaile te: 
eee See. type ha —— — equip the small mill with modern, low-cost kilns before the introduction of the Code minima. pra er 
feet up. Many of the lar yf © trom h so that lumber may be handled speedily and Southern Pine.—Business was character- shipme 
. Many ger manufacturers who seasoned properly. ized as good for the holidays, but the actual not ar 
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ao volume showed a decided drop from No- other ‘words, this stock is needed badly. 
Ost vember levels. Some improvement in demand There are quite a number of large consumers 
down in Nebraska, Kansas, Missouri, Oklahoma and now scouting around, and they will eventu- os KORRECT BRAND tn 
lowa, where AAA benefit payments are being ally place orders for supplies to last them 
‘ted to distributed, is expected. several months at prevailing prices. Buyers 
st sey. m Pi sete sit Dnteeened . today are very particular as to the stock HARD MAPLE FLOORING 
f Western F nen ook of industrial buying they want, and the mills using every care in AND BIRCH 
— in this start cr a ae So manufacture, grading and shipping are going 
88 pines sales Vv . : re was _ to secure business at better prices than other h ; 
: i i i as a national reputation for superior qualit 
from some improvement in railroad orders, but mills not so careful in their operation. The f 4 0 a + 4 
nimum millwork plants, one of the best markets and manufacture. Our most modern plant, 


: * J weather has been better for production and 
for western pines in this section, generally drying of lumber, although some rainy 


were down for repairs and inventories last weather has been experienced. However, 


years of experience, expert workmanship and 
desire to maintain “Korrect Brand’ reputa- 
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week. most sawmills in pine territory closed down tion guarantees this superiority. 
West Coast.—Douglas fir was in poor de- Dec. 21 and will not re-open until Jan. 2. 
L0liday mand, and producers’ agents said there was There is not a great deal of lumber on hand Try a car now and always be 
ills inf} scarcely any chance of business until after at the mills and, unless operations are a "Korrect Brand” customer. 
an up! the holidays. Railroads placed small buy- speeded up after the first of the year, a . 
> they ® ing orders for shipment after the first of ra good demand for thirty days or more will Kneeland - McLurg Flooring Co. 
quotas year but, aside from a little emergency buy- soon clean up supplies of all the popular 
up at ing in small lots, scarcely any other eedene items. PHILLIPS, WISCONSIN S 
ae oo on Spe Buffalo, N. Y. NLL 
rought Hardwoods.—It appears that this is strictly ; : _ ; 
ion 6 a sellers market. Surpluses have been Demand for lumber is slow, on account T oe a - —— : om > om 
ularly worked off in fine shape, and most pro- of the holidays and inventory period, but i ‘T & } : le, 
4 pro- ducers are showing no hurry about moving wholesalers look for some restocking by re- i orinern ar WO } Pb) i 
at are their stocks. Several of them in the south- tail yards in the near future. Many dealers | tile, Part ase g yey atalieaet 2h 5 sili . 
uarter. ern States announced price increases last have been expecting lower prices to develop, : : 
vn for week, but received little response, retailers but prices on various kinds of lumber are e.. 
3 free apparently believing the bulge would be strong and, if the trend continues, there will - 
mr dle short-lived. Industrial stocks continued in probably be a larger amount of buying than 
- there good demand, with motor car body manu- for some time, 
> diffi- facturers taking the lead in all buying. Hardwoods.—Demand is still quiet, though 
ienced Shingles and Lath.—In spite of heavy de- some yards report a slight increase in or- 
due to mand for shingles during the fall months, ders for quick shipment. Many consuming ‘ 
week dealers continue to believe that sales will plants are still taking inventory; in most }| LL Northern Hard- 
; have attain good volume after inventories are cases they have not more than half as much gg woods, Hemlock and 
- their completed. With many mills letting their lumber on hand as a year ago. Prices are } some Cedar—careful 
- mills lath plants lie idle, the shortage of this generally holding firm, on account of cur- ; manufacture — complete 
3 soon popular item is daily becoming more acute. tailment of production, as well as the feel- . + ineludi d 
2d. It is reported that orders are being received ing that the coming year will show improve- Sa — a — 
in good volurre. ment in the building business. ern dry kilns. Mixed Cars. 
3 What do you need? 
- Western Pines.—A stronger market has 
Memphis, Tenn. developed in the various western pines, with 
to the the better grades of Pondosa pine up about 
ll pre- Seuthern Hardwoods.—While demand has $2 at the mills. This stronger tendency is 
ut the slumped, as it usually does at this season, said to be due to an increased amount of 
-ement yet it has been far better than in previous business, and to the small amount of stocks 
tering years. Throughout the holidays there has of some items. Local retailers have not be- 
e new been a fairly good demand from domestic gun to buy much for their probable require- 


yn the consumers as well as from foreign buyers. ments for this spring, but they look for 

preted Salesmen in Memphis for the holidays say more building to be done than there was G> j|AMOND 
er at- consumers are in need of hardwoods, for ®@ year ago. 4 HARD 
all at- they do not have large stocks. In the ma- Northern Pine demand is picking up 

lower jority of instances, prices being offered are - strength, and it is expected that the market 
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ay a than the last Code figures. Foreign will continue to hold strong. Increased ac- iad 
Sal ee are constantly in the market and, _ tivity at industrial plants is counted on to 
» ae while overseas demand during the Christmas improve the demand for pattern stock. MAP LE 
Fire ry = gue Me vg od slow, it is better than AN D Bl RCH 
’ in 1933. eports from England are to the ° “4 4 
ported effect that business is good, and that a good Minneapolis, Minn. CG 
yrades. volume of business will be forthcoming by ‘ . , F L_OOoOR I IN 
. - first of February. Mills are operating Leen oral oo Pee ye Oe ah a mid- 
ctions ‘ode hours, and therefore production is not Wister basis and at a low ebb. Shipments, r new floorin lant is equipped 
stocks, heavy. The manufacturers however, can op- however, show a slight gain, as do bookings. wah the most ened type a 
higher erate 160 hours in January, and their out- Despite the removal of price restrictions, You' i th b ; facture 
ed on put will gradually build up depleted mill ‘ealers are purchasing only for immediate You'll appreciate ¢ e better manutacture 
short: stocks. needs to round out stocks where inventories and superior wa of WELLS Flooring. 
Loca have disclosed shortages. Dealers here are Try a car now at low prices. 
ean Norfolk, Va. inclined to believe that the effect of removal 
ous- of price restrictions on competin woods oJ. E S 
to de- . North Carolina Pine.—Much concern is felt will greatly influence this ae and so WW LL 
stocks, y all lumbermen as to prices after the far those woods have been showing rather LUMBER COMPANY 
ry re- Cinination of the minimum Code price list unexpected strength. Industrial demand for a ee eee 
» need a cies ago. However, all millmen low-grade stock still continues in consid- MENOMINEE MICHIGAN. 
y rail- phatic in their statements that they erable volume, but otherwise the market is 
s well can not sell lumber for any less than the quiet. 
of the See le prices today. In addition, the Northern White Cedar.—A shortage in the 
ail” mills should be able to move more . : ig 1 ou ; | 
oe lumber from now on, for the reason that SUpPly of those sizes in most demand, and Ae { r Requirements For tices: 
mobile _— shipments will have to drop off because ee a ae —— = the M B B 
of ice conditions, and buyers usi t a ure, ve caused a radical change = at 
ff a : " ye using water , 
eiaiel Shipments heretofore have not stored up for in the market during the past two weeks, a HARD APLE IRCH ASSWOOD 
adel = tuture. If there is any change in prices a a Pincage 4 . bene | +" Sort EL_mM—Brown AsH—Sort MAPLE 
t ortly, it will be upward. There has been Ported a Ime when this trade usually 18 
cad recently held a regional meeting of North in the winter doldrums. The sizes most in HEMLOCK AND WHITE PINE 
~ Carolina pine manufacturers, doing business demand, 3- and 4-inch posts, are in short 
a. aa in this section, and the majority opinion was supply, and heavy snows, as well as a scarc- “AN BE PROMPTLY FILLED FROM THE 
ao tan that, Code or no Code, prices would not be ity of north woods labor, indicate exhaustion LARGE, WELL BALANCED STOCKS 
‘ailers lower, but that advances should be asked for of stocks of these items before the spring 
~“— on quite a number of low grade items. Dur- demand has been satisfied. For this reason OF THE 
> one ing ,the last two weeks in December, not retailers are getting into the market much 
much is expected in the way of demand, but earlier than usual. Cedar in the low-lying 
to a , : , ° 
a quite a number of good mills have reported regions is particularly inaccessible this year, VON PLATEN ” FOx COMPANY 
vailed ei 
Neate: usiness better during the past week, this because of heavy fall rains and deep snow. AT 
sald coming from yards and other buyers, and Most orders for poles still are confined to _—— a 
—— shipments are to be made so that cars will replacement material. 17) IRON MOUNAIN, MICHIGAN 17 
not arrive until after the first of the year. In Millwork.—Low temperatures and the holi- 
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day season have combined to put the usual 
seasonal damper on the sash and door mar- 
ket. Prices are due to advance in the near 
future, to offset increased production costs, 
particularly the increased costs of raw ma- 
terial. 


Houston, Tex. 


Southern Pine—The suspension of minima 
by NRA caused very little fluctuation in 
southern pine prices in this territory. As 
a matter of fact, most of the large mills 
advanced more items than they reduced; the 
reductions coming on No. 3 and some items 
of No. 2, while practically all items of No. 1 
and better were advanced. The feeling exists 
among all the mills that demand will in- 
crease. Orders picked up last week very 
materially and the slight change in prices did 
not seem to affect buying. Large inquiries 
are daily becoming more numerous, and 
many of these will be ready for placing early 
this year. Export demand continues strong, 
and some offers being made for timbers are 
very attractive. 


Hardwoods—Demand continues dull, 
operators are apparently optimistic. Bad 
weather is curtailing production. Some mills 
in this section are short on certain items of 


but 


flooring, particularly clear plain white oak 
and No. 
Shingles and Lath—Shingle mills have 


made no change in their prices, and demand 
. continues good. Lath are holding strong and 
the supply is becoming smaller. 


Warren, Ark. 


Arkansas Soft Pine mills have had a better 
demand than they expected since cost-protec- 
tion prices were suspended and only an oc- 
casional order booked for deferred shipment 
has been cancelled. Orders booked this 
month average 30 to 40 percent higher than 
for December, 1933, and shipments are well 
in excess of production—effecting a further 
decrease in mill stocks. Orders booked cover 
practically all the items on the list, with 
upper grades in good demand and most cars 
being filled with common center matched, 
boards or shiplap. Orders for specialty stock 
have been more plentiful than at any time 
during the past five years. Several mills re- 
port having enough specialty business booked 
to keep their moulders busy for the next two 
months on a 40-hour weekly schedule. Con- 
tinued scarcity of 3- and 4-inch B&better 
edge grain flooring, both standard and end- 
matched, has caused further price advances 
on these items, the mills now asking from 
$55 to $58, mill basis, and, in most instances, 
limiting sales to 6,000 to 10,000 feet a car. 
Most mills are also placing restrictions on 
sales of both 3- and 4-inch B&better flat 
grain flooring; %-inch B&better and No, 1 
ceiling; 1x6-inch No. 1 drop siding, pattern 
116; 1x6-inch 16-, 18- and 20-foot No. 1 cen- 
ter matched and fencing; 1x12-, 5/4x12-, 2x10- 
and 12-inch 12 foot Bé&better; 1x12-inch, 
10- and 20-foot Nos. 1 and 2—these items are 
in limited supply. Several mills are limiting 
sales of 2x4-inch Nos. 1 and 2, especially in 
10-, 12- and 20-foot. Price advances have 
been made by most mills on all, or many, of 
the scarce items, depending upon their indi- 
vidual stocks; whereas price reductions have 


been made on 1- and 2-inch No. 2. Some 
mills are not reducing the price on 1-inch 
No. 2 boards, because of stock scarcity, but 


most mills have made price reductions rang- 


ing from 50 cents to $1 on 1x4-, 6, 8- and 
10-inch; whereas some advances are being 
posted on 1x12-inch, 10-, 12 and 20-foot No. 
1 stock, because of stock shortage. On No. 
9 


2, 2x6- to 12-inch, $1 less is also being quoted, 


while concessions of $1 to $1.50 are being 
quoted on practically all items of No. 3 
boards and dimension. Most mill owners 
are reluctant to make any concession on 
common items, because they believe spring 
demand will absorb available stocks at old 


Code prices, or better. Concessions are being 
offered only on items in actual surplus and, 
as soon as the surplus stock is moved, prices 
will again be stepped up. Increased produc- 
tion allotments made for January will help 
the mills to some extent, but the general 
opinion is that actual demand will continue 
to take scarce items as fast as they are 
accumulated. Excessively wet weather the 
past ten days has brought logging opera- 
tions to a standstill, preventing many small 
mills continuing operating more than a very 
few days, while the large mills, with log 
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A. J. Wartes, well known field representa- 
tive of the Red Cedar Shingle Bureau, is spend- 
ing the holidays at the bureau headquarters in 
Seattle, and visiting his family. 


T. A. (Tommy) Taylor, president of the B. 
C. Stained Shingle Co., New Westminster, B. C., 
has accepted an assignment for the Red Cedar 
Shingle Bureau, of Seattle, Wash. He will 
travel through California for sixty days begin- 
ning Jan. 1, expounding the merits of red cedar 
shingles. 


Roy F. Morse, manager of the Longview 
division of the Long-Bell Lumber Sales Cor- 
poration, was operated upon at a Longview 
(Wash.) hospital Dec. 26 for a kidney ail- 
ment. He has been under medical treatment 
for several weeks, but his condition did not 
warrant an operation until recently. His con- 
dition is satisfactory, according to attending 
physicians. 

The Manufacturing Lumbermen’s Underwrit- 
ers announce, effective Jan. 1, 1935, the retire- 
ment of Don McGraw, vice president and west- 
ern manager for the Rankin-Benedict Under- 
writing Co., and the appointment of Charles C. 
Arveson to the position of western manager 
of the company. The western office of this com- 
pany, which has its headquarters in Kansas 
City, Mo., is in the Terminal Sales Building, 
Portland, Ore. 


Mrs. J. D. Tennant, of Longview, Wash., is 
in Washington, D. C., where she is at the bed- 
side of her husband, vice president of the Long- 
Bell Lumber Co., who was stricken with sick- 
ness while en route to the capital for Lumber 
Code hearings. She reached Washington Dec. 
24, and plans to remain there until her husband 
is able to return to Longview. Although Mr. 
Tennant is reported to be making progress to- 
ward recovery, he is not expected to be able 
to return to his home for some time. 


Frederick Noad has recently been appointed 
deputy minister of forestry for Ontario by Peter 
Heenan, minister of lands and forests. Mr. 
Noad has had a long experience in the wood 
products line. He was born in England, but 
has lived in Canada since he was 12, spending 
all of his business life in the forest industries. 
He has been lumberjack, river driver, sawmill 
man, camp foreman, bush superintendent, timber 
cruiser, forest engineer, in the forests of eastern 
Canada. As deputy minister Mr. Noad will 
supervise the administration of all timber affairs 
for the department. 


B. R. Thurman, manager of hardwood sales 
for the Camp Manufacturing Co., Franklin, Va., 
paid a visit to Baltimore on Dec. 18, devoting 
his time and talks with lumber distributors 
there mainly to advocacy of the Wolman-Salts 
process which is designed to prevent ravages in 
woodwork by termites. Mr. Thurman is bring- 
ing this process to the attention of lumbermen 
everywhere as a means whereby great damage 
to lumber can be averted and the safety of 
frame construction assured. He said the process 
effectively keeps out the termites. Mr. Thur- 
man has his office in Philadelphia, making his 
headquarters there. 


Harold P. Janisch joined the Kemper organi- 
zation on Jan. 1 as vice president of the Lum- 
bermens Mutual Casualty Co. and associated 
companies, it has been announced from head- 
quarters of that company. For the past six 
years Mr. Janisch has been vice president and 
a director of the Shawmut National Bank of 
Boston. Prior to that time he was general 
manager of the American Mutual Alliance, an 
association of the leading mutual casualty and 
fire insurance companies in the country. He 
organized the Alliance in 1922 and due to the 


importance of his work during its early day; 
he is widely known in insurance circles. Mr, 
Janisch is a graduate of the University of Wis. 
consin and first practiced law in Madison. |p 
1920 following his return from service during 
the War he became a member of the firm g 
Ekern, Meyers & Janisch in Chicago, in which 
capacity he continued until he organized th 
Alliance. 


F. C. (“Ed”) Baker, woods superintendent 
for the Weyerhaeuser Timber Co., was ‘ios 
to the key men of the company’s Longviey 
(Wash.) woods and sawmill divisions at an 
annual dinner Dec. 20 at the company’s camp 
in the Toutle River district. Some 110 guests 
attended the affair and reported that Baker js 
as “big a shot” as a pre-Christmas host as he 
is as a woodsman. 


Philip Garland, secretary-treasurer-manager 
of the Tacoma (Wash.) plant of the Oregon- 
Washington Plywood Co., is quite a bridge 
player. With his partner, Herbert Bachrach, 
Tacoma merchant, he captured top honors in 





the six weeks’ Pacific Northwest contract 
bridge duplicate tournament, recently concluded 
in Seattle. One hundred and twenty players 
competed. The percentage of Garland and his 
partner was .5904, while that of the runner-up 
team was .5858. They received a number of 
prizes and cups as a result of their victory. 


W. M. Nesler, hardwood man from Ronce- 
verte, W. Va., during a recent visit to Balti- 
more radiated confidence, saying that lumber 
interests of his section were in a hopeful mood 
and felt that a decided improvement had devel- 
oped in the industry. Asked what he thought 
of the elimination of the minimum price provi- 
sion from the Code, he expressed the belief that 
this would prove a help to the business, and 
would actually be a factor in an advance of 
prices. As long as the provision held a place 
in the Code, Mr. Nesler said, it served to keep 
down values, becoming a sort of yardstick. But 
with no minimum prices to hamper producers 
and distributors, he said, these factors would 
advance their lists. In fact, he sees in the 
heavy reduction of stocks a reason for assuming 
an advance is bound to come. High grade lum- 
ber is plentiful enough, he added, but common 
and selects have been drawn down to small pro- 
portions. 





Indiana Yard Continues in Business 


Rockvit_e, Inp., Dec. 31.—It was recently 
announced by error that the Graham Lumber 
Co., of this city, had closed out its business. 
This is not the case. W. F. Graham, owner 
and manager died on March 26, 1934, and the 
mistake was due to that fact. The business 
has been continued by his widow, Mrs. W. F. 
Graham, and her daughter, under the same 
name. The Graham Lumber Co. has been in the 
building materials business in Rockville for 
some time and has built up a successful trade 
which its friends are glad to see continue. The 
new owners state that they are “all set” for a 
fine business in 1935. 





Form New Wholesale Firm 


San Francisco, Car., Dec. 31.—Announce- 
ment has just been made of the formation of a 
new wholesale company, the Davis-O’Connor 
Lumber Co., with offices at 450 Monadnock 
Building, this city. Although this is a new 
company its personnel is not new to the Calli- 
fornia pine trade. 

A. B. Davis, better known in lumber circles 
as “Alex” Davis, has been for many years en- 
gaged in selling pine lumber. He was formerly 
sales manager for the Kesterson Lumber Com- 
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pany, of Klamath Falls, Ore., and later was 
with the Big Lakes Box Co. 

Cc. T. O’Connor, until recently sales man- 
ager for the Shaw-Bertram Lumber Co., Kla- 
math Falls, Ore., and prior to that eastern sales 
representative for the same company, is no 
stranger to the lumber fraternity of San Fran- 
cisco, having been engaged in the wholesale 
business here several years ago. 

Messrs. Davis and O’Connor are both ca- 
pable, experienced lumber salesmen, with many 
friends in the lumber trade, who will wish them 
well in their new association. The new com- 
pany will operate both on commission and 
wholesale basis, handling California sugar pine 
and Ponderosa pine, California redwood, Dou- 
glas fir and Idaho white pine. 


John Can Use a Gun 


Trout Creek, Micu., Dec. 31.—It is not 
often that a hunter shoots a coyote these days, 
even though they are quite numerous in the 
woods around Trout Creek. So young John 
Weidman, the 13-year-old son of Mr. and Mrs. 
J. S. Weidman, Jr., of this piace, was very 








John Weidman, !3-year-old son of lumber- 
man, shoots a coyote in Michigan 


much elated when he brought down one of the 
slinking gray creatures recently. John was 
hunting with his father and other guests at the 
Mitagwaki hunting lodge belonging to Mr. 
Weidman south of here. The boy saw the big 
coyote trotting through the woods just within 
range of his gun and with one exceptionally 
good shot brought him down, which is certainly 
a feat to be proud of. 

Mr. Weidman is a well-known lumberman 
of this city, being president of the Weidman 
Lumber Co. 


Wood Block Flooring Maker Takes 
New Offices 


SEATTLE, WasH., Dec. 31.—Removal of the 
Worth Lumber Co. from 513 Ranke Building, 
to 5520 White Building, is announced by Harry 
Worth, president, who recently returned from 
a five weeks’ trip to the larger cities of the 
East. Mr. Worth is a member of the national 
Code Authority of the End Grain Strip Wood 
Block Industry, which has required his attend- 
ance at Code meetings in the East twice during 
the past year. Worthwood flooring, made of 
end-grain fir blocks fabricated into strips, has 
been approved by the Federal Government and 
installed in over sixty post offices throughout 
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the United States during the last two years. It 
has remarkable wearing characteristics, and 
tests have shown it will stand up under the 
heaviest trucking. 


Heads Tacoma Chamber of 
Commerce 


Tacoma, WasH., Dec. 29.—Presidencies 
seem to fall naturally to Corydon G. Wagner, 
vice president of the St. Paul & Tacoma Lum- 
ber Co. Earlier this month, he completed a 
highly successful year as president of the Ta- 
coma Lumbermen’s Club. Last night he was 
elected president of the Tacoma Chamber of 
Commerce for 1935 at the annual meeting of 
that organization. J. L. Diven, manager of the 
Northwestern Wooden Ware Co., was chosen 
second vice-president. J. P. Weyerhaeuser, jr., 
vice president of the Weyerhaeuser Timber Co., 
was one of the chief speakers at the meeting. 








Ladder Concern Pays Bonus 


Burra.o, N. Y., Dec. 31.—Employees of the 
W. W. Babcock Co., Bath, N. Y., largest exclu- 
sive manufacturer of ladders in the United 
States, have received checks representing a 5 
percent addition to each employee’s total wages 
during the past year. The total distribution 
amounts to more than $2,500. W. R. Hamilton, 
president and treasurer of the company, said that 
the bonus was in recognition of the loyalty and 
industry of the company’s employees. 





Family's "Second Edition" 
Announced 


To Mr. and Mrs. E. R. Deutsch of Louisville, 
Ky., a daughter, Carol Diane, was born Dec. 
18. Announcement of the young lady’s arrival 
was made in a clever little folder, on the cover 
of which was the picture of a book, bearing the 
Deutsch monogram; along the binding of the 
“book” were the words “Second Edition.” It 
also. announced that little Miss Deutsch 
“weighed in’ at six pounds six ounces. 

Mr. Deutsch made a large number of friends 
for himself in the lumber trade in the Chicago 
area when he was manager of the Chicago of- 
fice of the Insulite Co. For some months past 
he has been with the Mengel Co. at Louisville. 





British Columbia's Foreign Trade 
Breaks Record 


Vancouver, B. C., Dec. 29.—British Co- 
lumbia’s foreign waterborne lumber trade this 
year will set an all-time record in volume, 
according to preliminary compilations of the 
Provincial forest department. It is estimated 
the shipments will run well over the 1929 rec- 
ord of 801,000,000 feet and may reach as high 
as 850,000,000 feet. Aggressive market promo- 
tion work, coupled with the big increase in 
shipments to Britain under the new trade 
treaties, are largely responsible for the record. 
It was pointed out, however, that the big in- 
crease in foreign trade does not offset the losses 
on the American and local markets. Value of 
the entire British Columbia lumber production 
will show a substantial gain this year over 
1933, probably reaching $45,000,000 compared 
with $39,000,000. 





PrIvATE first-aid fire protection is a neces- 
sary factor in handling incipient fires in lum- 
ber yards. If the yard is large, a system of 
hydrants on circulating mains should be in- 
stalled, with approved hose, nozzles etc. in 
sufficient quantity placed in hose houses at 
strategic locations. For the small yard, water 
barrels filled with water and equipped with 
two pails each, placed 150 feet apart along all 
driveways in the yard and sheds, and with stan- 
dard equipment of approved extinguishers for 
garage and other buildings, will suffice. It is 
also desirable to have a watch service for nights, 
Sundays, holidays and any other times when 
the yard is not operating. 
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LUMBER MARKET REVIEW 


Southern Pine Upper Grades Show Increased Strength 
But Lowers Are Weaker 


Southern pine buying, for a holiday season, has been 
rather good. Quotations on the scarce upper grades are 
strong, and some mills are putting advances into effect. 
But lower grades are in surplus, and on these some pro- 
ducers have been offering concessions, but a good number, 
confident of an increased sale for these as spring stocking-up 
begins, are refusing to meet low-priced competition. Cur- 
rent demand in the South had been good until recently, 
and now other sections, that are receiving benefits under 
the Federal farm-aid program, are making inquiries for 
yard stock. Retailers are known to have low stocks, as 
have railroads and other industrial users. It is expected 
that these will place orders for a larger volume as soon as 
they feel that open-market prices have been tested. 


North Carolina pine has been showing a somewhat firmer 
tone, despite the uncertainties arising from abandonment 
of Code prices, because mill stocks are low and those of 
buyers have been held to the minimum, while production is 
much handicapped by rains, and water shipments are more 
difficult to make. The large consumers have been making 
inquiries, and there has been some buying for delivery after 
Jan. 1. The mills are taking a firm stand on prices of most 
items. Prices of low grades have been so unattractive that 
further reductions by small producers are not expected. 


Arkansas Soft Pine mills have been able to put advances 
into effect on many upper grade items, for these are in 
short supply. Lower grades are weaker, largely because of 
accumulations at large mills, and also because of small-mill 
competition on commons. Production at the smaller plants 
is restricted by bad weather, and the larger mills count on 
a more receptive market for commons during spring. 


Scarcer West Coast Items Are Showing Price Strength; 
Foreign Market More Promising 


The West Coast market continues in a disturbed condi- 
tion as a result of the abandonment of Code minimum 
prices; though it is generally felt that an open market has 
prevailed in violation of Code provisions, and that little 
change in actual sales prices is to be expected. The gen- 
eral feeling is that depletion of mill stocks of many items is 
certain to result in price advances as soon as buying for 
spring requirements begins. 


Rail buying has been generally dull, but there have been 
encouraging inquiries from large line yards and from the 
railroads. Mill assortments of commons are reported to be 
rather broken, hence the interest of these buyers in filling 
out stocks now. Scarce items, the mills believe, may be ex- 
pected to show strength, and they are not inclined to sell 
ahead at current market. 


Atlantic coast storage stocks have been considerably re- 
duced by recent yard buying, which has been fair for the 
season. Since abandonment of Code minima, mill prices 
have strengthened, and orders offered at $3.50 off Code 
have been refused, with the intercoastal rate remaining firm 
at $12. There have, however, been some reports of large 
tramp steamer shipments, which may have an adverse ef- 
fect. In the California trade, says one report, shipments 
are to be made at less than Conference rate. California 
buyers are hesitant, and are taking mostly cheaper items. 


There continues to be a good movement to China, with 
the movement to South America active and improving, 


while there are indications of larger buying by Japan, but 


European markets are quiet. Canadian exchange is now 
less unfavorable to American sales, and return to open- 


market conditions is expected to stimulate the movement 
from Northwest mills. 


Western Pine Mills Report Good Volume of Orders 
With Quotations Showing Strength 


Bookings of western pine mills in the two weeks ended 
Dec. 29 were about seventy percent above those during 
the corresponding period of last year, and practically three 
times current production—which is of course seasonally 
small and about one-third less than at this time last year, 
Prices are showing much strength, and in fact some groups 
of mills have announced advances over abandoned Code 
minima. Producers have been encouraged by a showing of 
interest by millwork plants in future requirements; while 
they are now inactive, they are likely to require a consider- 
able footage for spring housing demand. The outlook for 
railroad orders has become more encouraging. Shop seems 
to be moving just a trifle better; there is a comparatively 
good call for selects; lower grade commons have sold best, 
with the No. 2 still rather slow. Files of unfilled orders 
are light, and stocks have increased during the year but 
are small in relation to anything like a normal demand. 


Northern Pine and Hemlock and Eastern Spruce Slower 
But Prices Show Firmness 


Northern pine producers find retailers in the Northwest 
hesitant because of the possibility of reductions in other 
species, though they are placing a few sorting-up orders; 
but industrials continue to take a fair quantity of low 
grades. In the Niagara area, retailers seem to have begun 
to stock up for expected revival in housing consumption in 
the spring, while increased activity at manufacturing plants 
is bringing an improved call for pattern stock. The unex- 
pected strength shown in competing species is likely to 
bring more buyers into the market soon. Production is at 
a very low winter level. 


Northern hemlock business is dull, but at almost the 
same level as at this time last year. While there has been 
some accumulation of stock during the year, holdings of 
the mills had previously touched a very low level. Current 
production is a little above that of last year. 


Demand for eastern spruce has been tapering off, buy- 
ers showing hesitancy because of the feeling that competi- 
tive woods may be lower, and because an open market will 
now prevail on waterborne Provincial and Maine random. 
Dry stocks of many dimension items are scarce and strong. 


Hardwood Prices Tend to Firm Up But Scattered Low- 
Priced Offers Make Buyers Hesitate 


The hardwood market is showing much more strength 
than many expected it to. Stocks of popular items are low, 
and mill surpluses have been disposed of, while it is known 
that large domestic consumers have but small assortments, 
and larger prospective needs. The outlook for overseas 
business is said to be much improved with a return to open- 
market prices. Most of the domestic orders recently booked 
were for current requirements, but the inquiries indicate a 
tendency to buy ahead. Buyers are not feeling certain 
enough about prices, however, to contract for large volume, 
as they have been receiving some scattered offers of stock 
at low prices. Operating schedules are to be larger in 
January, but wet weather holds down southern output. 


Statistics, Page 41 — Market Reports, Pages 52-56 — Prices, Pages 59-60 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the followin 


n, but 


>} now Exchange, New Orleans, La., for sales made in the period Bee. 17-24, but, w ices f is i 
citi Go Gee buses beats Tonted an pene HE ee ben Fs ut, where prices for this period were not available, prices for the 


average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber 
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RED CEDAR SHINGLES 


Seattle, Wash., Dec. 31.—Withdrawal of the 
code minimum prices has had little effect 
on the shingle market; however, variations 
of fifteen to twenty cents may be found in 
the prices quoted below: 


To THE TRADE— No.1 No. 2 No. 3 
i ees $2.01 $1.67 
SE” GEE) cocccccceees Se 2.01 1.42 
ee Be Wee. BE vccces 3.18 2. O13. 35] i. 57 
Se CEN EERD cocccese - 2.79 2.1 .52 
Dimoneiene— 

MCE  scheddnts 2.94 2.40 


(6”- 5/24"-18) sce ee 
72. WHOLESALERS (Less Segeent)— 


18” ers 1.83 1.20 
24” (4 bdl. sq.)...... 2.88 1.76 1.32 
Be” CRIED coccecces Bue 1.93 1.34 
Dimensions— 

(5/2-16”") . 2.24 


(6"-5/2%"-18) ..... 2. 36 


Mixed Cars—Add 15 cents per square where 
shingles are shipped in mixed cars—except 
when mixed with cedar lumber. 


Kiln Dried Shipments by Water—For kiln 
dried shingles shipped by vessel, add 15 
cents a square for 16- and 18-inch; and 20 
cents a square for 24-inch. 


CHICAGO MOVEMENT 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
4 C. West, statistician, of the Board of 
Trade, for the five weeks, Dec. 3 to Dec. 29, 
inclusive, and for the year to date, Jan. 1 
to Dec. 29, 1934, with comparative figures for 
the corresponding periods of 1933: 














i Receipts 
; Ship- Above 

Lum ber— Receipts ments Shipments 
Dec. 5 to / 1934 75,145 21,079 54,066 
Dec. 29 § 1933 61,030 18,998 42,032 
Inc. or Dec..... + 14,115 +2,081 §+12,034 
Jan. 1 to | 1934 915,753 297,287 618,466 
Dec. 29 {1933 907,065 297,407 609,658 
Inc. or dec..... +-8,688 —120 §+8,808 
Shingles— 
Dec. 3 to / 1934 7,975 6,735 1,240 
Dec. 29 {1933 5,547 4,712 835 
Inc. or dec..... + 2,428 + 2,023 §+ 405 
Jan.1 to} 1934 163,847 56 11,285 
Dec. 29 §1933 176,375 d 22,569 








Inc. or dec.... —12,528 —1,244 §—11,284 


§Last figure in each group gives difference 
between 1934 and 1933 net receipts. 





Hymeneal 


MINTON-DANT. Sarah Croan Dant, daugh- 
ter of C. lL. Croan, president of the Fergu- 
son Lumber Co., Louisville, Ky., and operator 
of a number of small country mills, also a 
cooperage plant at Campbellsport, Ky., was 
married on Dec, 15 at Louisville to Robert 
Bassett Minton, of Barbourville, Ky., member 
of the well known Minton family which for 
years has been a large producer of hickory 
wood and other lumber specialties at Bar- 
bourville. 


DYKE-CRANDALL. Nathaniel Dyke Il, 
senior member of Dyke Bros. Lumber Co., Ft. 
Smith. Ark., and widely known in the lumber 
business of the Southwest, was married on 
Dec. 28 in Los Angeles, Calif.. his bride being 
Miss Frances Whitney Crandall of that city. 
Mr. and Mrs. Dyke will reside in Fort Smith 
after a wedding journey on the coast. 

JANECK-ARKLEY. Miss 
Lothian Arkley, sister of A. K. and Robert 
Arkley, prominent Raymond, Wash., shingle 
manufacturers, was married on Dec. 18 at the 
home of her at oy in Tacoma, Wash., to 
Kenneth Newcomb Janeck, of that city. Both 
are graduates of the University of Washing- 
ton and Mr. Janeck is in the insurance busi- 
ness in Tacoma. 


Junior College to Teach 
Forestry, Lumbering 


LonGcview, WasuH., Dec. 29.—At the sugges- 
tion of leading industrialists and citizens of this 
district, decision has been reached to include 
a curriculum of forestry and lumbering in the 
first catalog of the Lower Columbia Junior 
College, to be published early in the spring. 
The college, a State sponsored institution, is 
now in its first year. Dr. H. A. Bauer, head 
of the college, is preparing the curriculum, fol- 
lowing conferences with Dean Hugo Winken- 
werder, of the college of forestry of the Uni- 
versity of Washington, Seattle. 


Mary Helen 
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Business Changes 


ALABAMA. Uniontown—Canebrake Warehouse & 
Trading Co. sold lumber business. 

CALIFORNIA, Pine Grove—C, A. Berry & Sons 
succeeded by Berry Lumber Co. (Ltd.). 


CONNECTICUT. East Hartford—East Side Lum- 
ber Co. changed name to Davis & Bradford Lum- 
ber Co. 


FLORIDA. Chipley and Greenhead—Pleasant 
Hill Lumber Co. moved to Panama City, Fla., and 
changed name to Jinks Lumber Co. 

GEORGIA. Quitman—Shore Lumber Co. plant 
leased by Jackson Bros. of Valdosta, to Gulf State 
Cooperage Co., who will make changes in equip- 
ment necessary for the manufacture of barrel 
heads. 

ILLINOIS. Chicago—W. B. Crane Co., 913 W. 
Cermak Road, changing name to Crane Lumber Co. 

Clay City—Clay City Lumber & Hardware Co. 
purchased by H. D. Thing and W. J. Musgrave. 

Milledgeville—Simpson Powelson lumber yard has 
been purchased by the Puterbaugh Grain Co., 
which has leased the yards for the last two years. 

INDIANA. Greensburg—aAllen Bros. Lumber Co. 
is now being operated solely by Estevan Allen, 
he having purchased the half interest of his sister- 
in-law, Mrs. Marie Allen. The company will be 
continued under the same name, Mrs, Allen re- 
maining with the firm as an employee. 

MICHIGAN. Detroit—Simms & Morall Lumber 
Co. changed name to Simms Lumber Co., 12844 
Greenfield Ave. 

NEBRASKA. Fort Calhoun—Calhoun Lumber 
Co. acquired by Pauley Lumber Co. of Lincoln. 
— yard will be restocked with both lumber and 
coal. 


NORTH CAROLINA. Franklin—Zickgraf-War- 
ren Lumber Co.: interest of Frank Warren pur- 
chased by W. C. Zickgraf aud name changed to 
Zickgraf Hardwood Co. (Inc.). 

Lexington—Hackney Manufacturing Co. plant 
purchased by B. I. Gregson of Liberty, who plans 
operating it. 

OHIO. College Corner—College Corner Lumber 
Co. changed name to Connersville Lumber Co. 

PENNSYLVANIA. DuBois—John E. DuBois suc- 
ceeded by John E. DuBois Lumber Co.; John E. 
DuBois Estate, proprietor. 

TEXAS. Lubbock—Butler-Bacon Lumber Co. suc- 
ceeded by Butler Lumber Co. 


Incorporations 


ARKANSAS. Altheimer—Home Lumber Co.; 
$900. Incorporators: A. W. Leake, E. C. Evans 
and Willis P. Clary. 

Camden—Arkansas Lumber Co. Incorporators: 
A. G. Stone, 8S. A. Doyle and D, W. Harrell 

CALIFORNIA. Oakland—T. P. Hogan Co. in- 
corporated as Hogan Lumber Co. 

GEORGIA, Savannah—B. J. Sheppard Furniture 
Co.; $10,000. Benjamin J. Sheppard, Sr., inter- 
ested, 

ILLINOIS. Chicago 
James E. Burkross, 
incorporator. 

KENTUCKY. Louisville—James 
ture Co.; $25,000. Incorporators: 
A., Frances M., Patrick S., 
Greene. 

Louisville—Bullitt Timber Co., $1,000. 
tors: Gene Sims, C. H 
Mitchell 

Louisville—Model Casket Co.; $10,000. C, Rhodes 
and Hurley Pope incorporators. 

LOUISIANA. Vinton—J. F. Ellis Lumber Co.: 
$19 000. D. J. Moreau an incorporator. 

MARYLAND. Chesapeake City—Miller Lumber 
Co. _ Incorporators: Harvey K. Miller and Elmer 
S. Miller of Chesapeake City, and Charles D. 
Hummer of Chester, Pa. 

MASSACHUSETTS. 
Building Supply Co. 
an incorporator. 

Worcester—Home Builders’ Supply Co. 
T. Lee, 344 Salisbury St., an incorporator. 

MICHIGAN. Ionia—W. C. Page Co.; 
Building materials, etc. 

MISSOURI. Jefferson City 
W. F. Wells and William F. 
tors. 

NEW YORK. Elmira—Dove-Lock Fixture Cor- 
poration; woodworking. Incorporators: J. Vincent 
O’Brien, 510 East Church St.; Leah R. Harvey, 423 
East Thurston St., and Thelma M. Coleman, 370 
Baty St. 

NORTH CAROLINA. 
Furniture Co.; 





& Supply (Inc.) 
4023 West Addison St., an 


Greene Furni- 
James, Roger 
James J. and Joseph A, 


Incorpora- 
Block and Katherine 


Boston—National Lumber & 
Morris Kaitz, 691 Morton St., 


Samuel 
$15,000 


Midwest Timber Co. 
Goodman incorpora- 


Oxford—Hood & Gresham 
$50,000. F. L. Hood an _ incor- 


porator. 

OHIO. Barberton—Ultra-Modern Storm Sash Co., 
271 Twenty-fifth St. N. W. To manufacture sash 
of several kinds, 

OKLAHOMA. Ada—Adams Lumber & Supply 


Co.; $30,000. L. B. Adams an incorporator. 
OREGON. Portland—East St. John Shingle Co.; 
£5,000. W. W. and G. H. Gotcher interested. 
SOUTH CAROLINA. Anderson—Daniel Construc- 
tion Co.; $25,000; will specialize in industrial con- 
struction work throughout the southeast. Officers— 
president, Charles E, Daniel; vice presidents, R. 
Hugh Daniel and C. F. Dunham; and secretary- 
treasurer, *" K. Prevost. Officers and _ storage 
quarters will ‘be at the Townsend Lumber Co. plant. 
VIRGINIA. Gate City—J. M. Craft & Son; to 


deal in lumber and timber. 
corporator, 

Norfolk—Carpenter Construction Co.; $25,000. C., 

Clinton Carpenter of Norfolk is president. 
_ WASHINGTON.  Seattle—Puget Sound Box & 
Crate Co., 767 Myrtle St.; $5,000. Manufacturer of 
boxes and packing cases. W. R. Elsie and Harold 
Pacquette interested. 

WEST VIRGINIA. Princeton—Hunters Alum 
Land & Lumber Co.; $25,000. Incorporators: J. §, 
Lilly, W. D. Shuff, E. E. Bailey, M. E. Kennedy 
and A. N. Sutton, all of Princeton. 


New Ventures 


ALABAMA. Gordo—Parker Lumber Co. of Tus- 
caloosa has opened a concentration lumber yard 
and planer mill here. 

CALIFORNIA. Los Angeles—Ed Miller Building 
Material Co., 5815 S. Normandie Ave. Ed Miller 
and E. R. Hill are interested. 

Los Angeles—Pelton Lumber, 2402 West 7th St.; 
wholesale and retail. Under management of Al- 
fred T. Pelton. 

Los Angeles—West Boulevard Lumber Co, has 
established a retail yard at 6800 West Boulevard, 
under management of C. E. Wittwer. 

San Francisco—Davis-O’Connor Lumber Co., 450 
Monadnock Building. A. B. Davis and C. T, O’Con- 
nor. Commission and wholesale. 

INDIANA. Portland—Haynes Milling Co. has 


opened a new lumber yard and builders’ hardware 
department. 


J. M. Craft is an in- 


IOWA. Audubon—Lindholm Lumber Co. will 
open here. Holger Lindholm, proprietor. 
KENTUCKY. Louisville—W. J. Hughes Lumber 


Co. announces opening of a branch retail yard at 
Broadway and Beargrass Creek. 

NEW MEXICO. Hatch—W. R. Thomas, of Dusty, 
is opening a lumber yard on Price Street. 

NEW YORK. Brooklyn—Lion Lumber Co., 934 
Bergen St.; retail. 

NORTH ‘DAKOTA. Mayville—C. M. Putman of 
Larimore will open a lumber yard here. 

PENNSYLVANIA. Reading—Floyd L. 
wholesale (no yard). 

TEXAS. Mt, Pleasant—D. A. Snider will operate 
a house wrecking business here and will also carry 
a full supply of new lumber and building materials. 

WISCONSIN. Milwaukee—American Ice & Coal 
Co. has established a lumber yard at 4963 North 
35th St. 

Milwaukee—N. W. Wrecking Co. has taken out 
a permit for a lumber yard at 627 South First St. 


Casualties 


FLORIDA, Bagdad—Bagdad Land & Lumber Co. 
sawmill destroyed by fire with loss estimated at 
about $150.000, covered by insurance. The planing 
mill, lumber stock and other sections of the plant 
were saved. Will rebuild. 

KENTUCKY. Casey Creek—Casey Creek Lumber 
Co. planing mill and dry kiln, all machinery, and 
several stacks of lumber destroyed by fire. Loss 
estimated at approximately $20,000. No insurance. 
Sawmill and storage room were saved. 

Louisville—Mutual Service Co. had fire loss of 
about $25,000; reported insured. 

MASSACHUSETTS. Quincy—Fire swept through 
the lumber yard of L. Grossman's Sons here, de- 
stroying the main sheds, office building and piled 
lumber, at a loss estimated at $125,000. 

PENNSYLVANIA. Lancaster—B. B. Martin Lum- 
ber Co, suffered loss by fire of a storage building 
and lumber valued at approximately $50,000. A 
fire on Thanksgiving Day occasioned a loss of 
about $5,000. 

VIRGINIA. Lexington—Higgins & Irvine suf- 
fered fire loss in their planing mill and lumber 
yard estimated at between $25,000 and $30,000. 


New Mills and Equipment 


INDIANA. Marengo—Claude R. Poe is prepar- 
ing to rebuild his sawmill, recently destroyed by 
fire. 


MISSISSIPPI. Pelahatchie—Pearl River Valley 
Lumber Co. will rebuild its sawmill and power 
house recently damaged by fire. 


OREGON. Medford—Timber Products Co., which 
recently suffered fire loss, is about to erect a 
$20,000 storage plant and yard. 


VIRGINIA. Winchester—P. W. Plumly Lumber 
Co. of Barnesville, Ohio, plans branch hardwood 
sawmill here. 


Shops Reopen to Make Auto- 
mobile Freight Cars 


Kansas City, Mo., Dec. 31.—Increasing de- 
mand for automobile freight cars has resulted 
in cancelation of a scheduled semi-shutdown in 
Burlington railroad freight car reconditioning 
plants, it was announced last week by H. H. 
Urback, superintendent of motive power. More 
than a hundred men were recalled to work at 
the Havelock (Neb.) plant of the road, and 
similar numbers have been employed at other 
company plants. The majority of recondi- 


Lance; 





tioned cars will be sent to Detroit, Mich., for 
loading. 
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fence that defies rust! 


A vital profit advantage 


Two Types of 


both nationally 
known brands— 


i] 
H 
1 
u 





Steel Posts 


fF 2) 
| RED TOP 
| POST 


~ Reinforced 
Studded Tee 





type, with 
handy fas- 
tener, identi- 
fied by the 
well known 
“red top.” 





KEYSTONE 
POST 
TeeRailtype 
with positive 
fastener, 
identified by 
a handsome 
“aluminum 
stripe.” 





Poor fence, without enough copper in the 
steel, and with only a thin, skimpy protec- 
tive coating of zinc! Such fence quickly goes 
to pieces. Then comes trouble—sometimes 
tragedy. It’s a bad bargain. It’s always a 
source of dissatisfied customers. 

Here’s good news! Red Brand Fence has 
the two strong fighting forces needed to 
combat rust in this climate. It actually 
defies rust. A vital selling advantage! 


A thicker coating of zinc 
Enough copper in the steel 


Red Brand fights rust, first, with a patented 
(heat-treated) Galvannealed zinc coating 
MUCH THICKER than on ordinary gal- 
vanized fence wire. 

Red Brand fights rust, second, with a real 
copper bearing steel that lasts at least 
TWICE as long as steel without copper. 

Red Brand Fence stubbornly fights rust 
clear to the core. Your customers get a 
fence that’s there to stay. You build a 
profitable fence business. 


Dealer prices—Agency details 
New Catalog describes Red Brand hog, field 
and poultry Fence, Red Top and Keystone 
Steel Fence Posts, and other wire and fenc- 
ing products. This catalog, dealer prices, 
and all agency details, are sent on request. 
New Fence Building Guide, for promoting 
fence sales, now supplied in quantities. 
Write today. 


Fence may now be purchased under N. H. A. 


KEYSTONE STEEL & WIRE COMPANY 
1877 Industrial St., Peoria, Illinois 


RED BRAND FENCE 


Fights rust 2 Ways! Topper Bearing 











LUMBERMAN 





se_tinc Celotex 


FOR 


INTERIOR FINISH 


—enables dealers to serve the interior 
finish market with present stocks of Celotex 
Building Board—the three-purpose ma- 
terial that builds, insulates, decorates— 


with one investment in one inventory. 


But to assure Celotex dealers the oppor- 
tunity of serving every phase of the in- 


terior finish market, Celotex offers— 


A complete line of Celotex Tile 
Board and Celotex Finish Plank in 8 
colors and finishes—Celotex Mold- 
ings and Friezes in 14 desirable 
widths and patterns—Celotex Orna- 
ments and Medallions in 9 attractive 


designs. 


The scope and completeness of the line 
make possible a great variety of effects and 
measurably increase the usefulness and 


appeal of Celotex as an interior finish. 


Ask your Celotex representative. He will 
gladly assist you in developing the larger 


Celotex market. 


THE CELOTEX COMPANY 
919 No. Michigan Avenue, Chicago, III. 


Remember—No other insulating building 
material offers your customers all the ad- 
vantages Celotex assures. All Celotex Cane 
Fibre Products are manufactured under the 
Ferox Process (patented) and therefore ef- 
fectively resist damage by Fungus Growth, 
Dry Rot and Termites (White Ants). 


CELOTEX 


BRAND 
INSULATING CANE BOARD 
(Reg. U. S. Pat. Off.) 


BUILDS e INSULATES « DECORATES 





62 


AMERICAN LUMBERMAN 








OBITUARY RECORD 








LOREN LOCKE PRESCOTT, who all of his 
life had been associated with lumbermen 
through his connection with the sawmill ma- 
chinery manufacturing business founded by 
his father, D. Clint Prescott, died at his home 
in Menominee, Mich., on Dec. 10, as_ briefly 
noted in the AMERICAN LUMBERMAN of Dec. 22. 
His death followed an illness of about a 
year of myocarditis, and he had been unable 
to attend to business during that time. 
Masonic funeral services at the home in 
Menominee were followed by burial at River- 
side Cemetery there. He was 64 years old. 
A widow, four children, one brother and one 
sister, with nine grandchildren, survive him. 
Mr. Prescott was born in Marinette, the son 
of D. Clint Prescott, pioneer sawmill ma- 
chinery manufacturer, who went to that city 
from New Hampshire in 1865, and was the 
inventor of some of the most successful and 
widely used devices in the sawmill business. 
Loren Prescott grew up in the business and 
was an authority on sawmilling machinery 
and history, having been familiar with all its 
developments through many years. He was 
a contributor to the columns of the AMERICAN 
LUMBERMAN with articles and comment on 
old and new developments in the machinery 
line. He numbered among his personal 
friends most of the prominent lumbermen of 
the United States. Mr. Prescott was married 
in Chicago in 1893, and for a time lived in 
Duluth, Minn., where he was in the iron 
mining business. Upon the death of his brother 
Curry, he went to Marinette to take charge 
of the Prescott plant there and remained 
there until 1900 when a plant was established 
in Menominee, where he had since made his 
home. He was vice president and chairman 
of the board of the Prescott Co. at the time 
of his death. His brother, Sumner K. Pres- 
cott, is head of the Prescott Iron Works, of 
Seattle, Wash. 


ELIJAH HUDSON, president and manager 
of the Central Lumber Co., of Minneapolis, 
Minn., died on Dec. 24 after a brief illness 
of pneumonia, at the age of 67. Mr. Hudson 
was born in Prophetsville, Ill, going to Min- 
neapolis in 1886, where he at once entered the 
lumber business, with which he has since 
been connected. He first entered the employ 
of Johnson, Hurd & Co., then a large mill- 
work manufacturer, and a few years later 
joined the J. B. Bassett Lumber Co., one of 
the early lumber manufacturers of that then 
newly developing section. A few years later 
he became associated with the E. W. Backus 
Lumber Co., as salesman, remaining in that 
capacity until 1899, when he joined the Car- 
penter-Lamb Co., then operating a sawmill 
in Minneapolis. In 1903 the Central Lumber 
Co. was organized by members of that or- 
ganization and Mr. Hudson was given charge 
of its business. This company now operates 
a line of yards throughout Minnesota and 
North and South Dakota. Under Mr. Hud- 
son’s able administration the company has 
expanded rapidly and is one of the most en- 
terprising and successful line-yard concerns 
operating in the Northwest. Besides his 
wife he is survived by a son, Lyle Hudson, 
and two daughters, Mrs. Norm P. Kraff, Min- 
neapolis, and Mrs. H. C. Hall, Los Angeles, 
Calif., also several grandchildren. 


HOWARD E. LEACH, vice president and 
treasurer of Leach Bros. (Inc.), retail lum- 
ber dealer of Joliet, Ill., died at his home in 
that city on Dec. 17 at the age of 62 after 
a lingering illness. Mr. Leach had been en- 
gaged in retail lumbering in Joliet for 24 
years, having succeeded his father, Henry 
Leach, who founded the business in 1890. His 
brother, the late Arthur C. Leach, who had 
long been associated with him in the busi- 
ness, died a few months ago. Mr. Leach was 
also at one time associated in a law office 
with Orrin N. Carter, formerly chief justice 
of the Illinois Supreme Court. He was a 
graduate of Northwestern and Kent law 


schocls. The brothers were known as pro- 
gressive and successful building materials 
dealers, the office and yard being recog- 


nized as one of the best laid out and most 
uptodate in northern Illinois. Mr. Leach was 
active in the Illinois Lumber & Material Deal- 
ers’ Association and prominent in local civic 
affairs. He is survived by two sons, Paul How- 
ard and Henry, a daughter, and two brothers, 
Henry C., of Joliet, and Elmer S. Leach, of 
Beaumont, Tex. 


JAMES E. KEENAN, aged 71 president and 
general manager of Keenan Bros. (Ltd.), 
lumberman and woodenware manufacturer of 
Owen Sound, Ont., died on Dec. 26 at his 
home there after seven months’ illness. He 
was born in Scio, N. and entered the 
lumber business as a youth at Buffalo in 
the employ of Taylor & Crate. Later he 
formed a partnership with T. J. Sullivan. 
He went to Owen Sound as a buyer about 
1896 and remained there, buying a small 


sawmill on the Sydenham River and later 
acquiring the property of the Goderich Lum- 
ber Co. Later he took over the mill of Mait- 
land & Nixon, and purchased the factory of 
the Parkhill Basket Co. which became the 
Keenan Wooden Ware Co. He also bought 
the Eureka Refrigerator Co., operating at 
Toronto, and built a large factory in Owen 
Sound. Mr. Keenan was associated in busi- 
ness with his three brothers, the late John 
C., the late William P.. and Richard T. 
Keenan, who survives. They bought large 
timber limits on McGregor Island, and on 
the White Fish and French rivers, and did 
business over a wide territory including 
much of the United States. They also organ- 
ized the Keenan Wrecking & Towing Co., and 
operated several boats on Georgian Bay and 
Lake Huron. A widow and four children 
survive, 

J. F. DAUBENBERGER, president of the 
Daubenberger Lumber Co. of McGregor, 
Iowa, one of the oldest lumber concerns in 
that region, died Dec. 27 at McGregor at 
the age of 72. The business wWas founded 
by his father, Vincent Daubenberger, in 1865, 
in partnership with Peter Stauer, under the 
firm name of Stauer & Daubenberger. They 
operated a sawmill on the Mississippi River, 
first at McGregor, and then at Prairie du 
Chien, Wis., employing 250 men. After the 
decline of rafting on the Mississippi the mill 
was closed, and the lumber yard at Mc- 
Gregor became the main business. Lumber 
was hauled from it 100 miles into the Iowa 
interior. Mr. Daubenberger became manager 
of the business after the death of his father 
42 years ago. In 1932, because of ill health, 
he turned the business over to his son, 
Phillip, the present manager, and the third 
generation of the Daubenberger family in the 
business. 


AURELIUS MILCH, prominent lumber ex- 
porter and a factor in the development of the 
deep water port at Beaumont, Tex., was 
found dead in his hotel room in that city on 
Dec, 18. He had been in ill health for some 
time and was 53 years old. Mr. Milch was 
born in Austria, coming to this country and 
to Beaumont in 1906 as a representative of 
Hugo Forchheimer & Son, of Germany, and 
remained there in the lumber export trade. 
He is said to have handled the first cargo of 
lumber sent to a foreign port from Beaumont. 
He was local manager for the Standard Ex- 
port Lumber Co., of New Orleans, resigning 
to become vice president of A. J. Higgins 
Lumber & BPxport Co. in 1918. He left that 
company in 1921 to organize his own export 
business at Beaumont. For some years he 
was president of the International Lumber 
& Export Co., of Beaumont. The only survi- 
vors are a brother and sister in Austria. 


FREDERICK J. BANNISTER, formerly 
president of the Long-Bell Lumber Co., and 
later of the Weed Lumber Co., Weed, Calif., 
was found suffering from a bullet wound, 
believed to be self-inflicted, at his home in 
Kansas City, Mo., on December 21, and died 
a few hours later at the hospital in that city. 
Mr. Bannister had been despondent over busi- 
ness conditions and in ill health. He was 65 
years old and had a long career in the lumber 
business. In 1921 he was elected president 
of the Long-Bell Lumber Co., at Kansas City, 
and in the same year became president of 
the Weed Lumber Co. He left those com- 
panies in 1923 after thirty-one years in their 
service to become head of the Edward J. Ban- 
nister Lumber Co., of Kansas City. In 1926 
he became associated with the Reciprocal 
Underwriters of Kansas City. 


ALBERT T. ALLAN, aged 63. died at his 
home in Grosse Pointe Park, Mich., on Dec. 
28. Mr. Allan came to America as an infant 
from Wales in 1872 and was reared in De- 
troit. As a young man he was known 
for his athletic prowess as amateur boxer and 
cyclist. In 1894 he started in the lumber busi- 
ness with the old Delta Lumber Co., of De- 
troit. Later he engaged with his brother, 
Alfred E. Allan, in the wholesale lumber 
business in Detroit under name of Allan 
Bros. Finally he entered business for him- 
self in Detroit under name of A. T. Allan 
Co., conducting a retail coal and lumber busi- 
ness there until his death. A widow, one son, 
one daughter, two brothers and two sisters 
are the survivors. 


RALPH MAY, aged 60, one of the most 
popular lumbermen of Memphis, Tenn., died 
suddenly on Dec. 26 at the Baptist Hospital 
there after one day’s illness. Mr. May was 
stricken at his home with a heart attack on 
Christmas day. He had not been in ill health 
and his death was a great shock to all his 
friends. Mr. May was a partner with his 
brother, Frank May, in May Bros., and oper- 
ated a mill in Memphis for many years. The 
company dissolved a few years ago and since 
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that time Mr. May has spent his time on a 
farm near Cleveland, Miss., and looking after 
other interests. A widow, two brothers and 
three sisters survive. 


FRANKLIN DICKEY, 62 years old, secre- 
tary of the Indianapolis Lumber Dealers’ 
Association from 1924 to 1930, and prior to 
that acting in a similar capacity for the 
Pittsburgh Lumbermen’s Club, died on Dec. 
29 at his home in Indianapolis. Mr. Dickey 
was an active and able executive, widely 
known and liked. Since leaving asociation 
work he was commissioner for the face brick 
industry in central and eastern states. He 
was born near Marion, Ind., and had lived in 
Indianapolis about ten years. He had studied 
law and had been admitted to the bar. A 
we three sisters and three brothers sur- 
vive. 


CHARLES McCLEARY, aged 47, prominent 
lumberman of southwestern Washington and 
manager of the Henry McCleary Timber Co., 
of Shelton, Wash., died on Dec. 22, at his 
office of a heart attack. Mr. McCleary was 
a son of Henry McCleary, pioneer lumber- 
man of the Pacific Northwest, after whom 
the town of McCleary, Wash., was named. 
The family operates mills in McCleary, Shel- 
ton and Olympia. Mr. McCleary had been ill 
for about two weeks and had been released 
from the hospital only a few days before his 
death. A widow, one son, his father and a 
brother survive. 


E. J. ROBINSON, aged 77, well known com- 
mission lumber salesman of Detroit, Mich., 
died on Dec. 21 as the result of an automo- 
bile accident. Mr. Robinson was formerly 
engaged in a partnership with F. W. Dut- 
weiler, of Toledo, Ohio, in the Robinson & 
Dutweiler Lumber Co. He went to Detroit 
about the beginning of the century and was 
well known as one of the old timers in the 
white pine and hemlock field. A widow, two 
daughters and aged mother survive. 


JAMES M. McLENNAN, aged 71, long asso- 
ciated with his brother, William N. McLen- 
nan, in the City Lumber Co., Detroit, Mich., 
died at his home in that city on Dec. 23 
after a long illness. He first engaged in the 
lumber business with his father and brother 
in Bay Citv Mich., and in 1905 went to De- 
troit to join with his brother in the City 
Lumber Co. Besides the brother, two sisters 
survive. 


GEORGE APPLEBY, an officer of the 
Coatesville, Ind., Lumber Co., Clayton, Ind., 
was killed instantly on Dec. 10, at Amo, Ind., 
when his automobile was struck by a Penn- 
sylvania train. He was 60 years old and had 
been in the lumber business at Clayton 
twenty years. He was prominent in fraternal 
affairs there. The widow, a daughter, two 
brothers and two sisters survive. 


CLIFFORD E. CRAWFORD, secretary of 
the Deming Thompson Lumber Co., Frank- 
fort, Ind., died at his home there on Dec. 26 
at the age of 57, following an illness of two 
weeks. He was mayor of Frankfort and had 
been defeated in the last Democratic primary 
for the nomination. Mr. Crawford was born 
in Middlefork, Ind. A widow, one daughter 
and one son survive. 


CHARLES NEWTON HOLKINS, aged 80, 
of C. N. Holkins & Son, Howell, Mich., died 
at a hospital there on Dec. 7 of heart trouble. 
He had been in the retail lumber business 
since 1907 and was also active in church 
affairs. He is survived by his widow, one son, 
and two grandchildren. The son, R. E. Hol- 
kins, was associated with him in the business. 


THOMAS J. CARTER, lumber dealer of 
Tulsa, Okla., died recently at the Mayo hos- 
pital in Rochester, Minn. Mr. Carter was as- 
sociated with his son, Dale Carter, in the 
Carter Lumber Co., where he had been in 
business for many years. He was 6§ years 
old. Two other sons survive besides a widow, 
three daughters and several grandchildren. 


JOHN B. PEALE, head of the Peale Lum- 
ber Co., Harrisonburg and Rockingham, Va., 
died at the home of his daughter in Chat- 
tanooga, Tenn., recently, after a long illness. 
He was 74 years old. Mr. Peale was at one 
time the most extensive lumber dealer in the 
Shenandoah Valley. A widow, one daughter 
and two grandchildren survive. 


OTHA H. McMINIMY, one of the _ well- 
known central Illinois lumbermen, died at 
his home in Carthage, Ill., after a short ill- 
ness. He had been in business in that city 
for over forty years. Two sons survive. 


MOSES STINCHFIELD, 82 years old, for- 
merly associated with the Schultze & Walt- 
man Lumber Co., of Evansville, Ind., died 
there on Dec. 20. He had been engaged in 
general contracting for a number of years 
prior to his retirement from business a few 
years ago. 


CHARLES DEWEY, well known merchant 
and timber dealer of Jasper, Ohio, died re- 
cently at the age of 76. He was engaged 
in the marketing of ties, posts, props and 





mine timbers from the forests of Pike and 
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January 5, 1935 


adjoining counties for many years. His wife, 


one son and one daughter survive. 


OTTO MORIN, aged 60, associated with the 
Erith Lumber Co., Jasper, Alta., Canada, died 
on Dec. 9, following an operation for appen- 
dicitus. He went to Jasper about ten years 
ago from Battleford where he had been in 
the grocery business. 


JAMES ROWE ROPER, lumber dealer of 
Duluth, Minn., died on Dec. 27 from inhaling 
monoxide fumes from his car. Mr. Roper was 
born in Glasgow, Mo., and had been in busi- 
ness in Duluth about ten years. A widow 
and one son survive. 


LANDON C. BELL, JR., aged 19, son of 
the well-known chairman of the board of 
the W. M. Ritter Lumber Co., died on his 
way back to his school in Virginia after 
passing Thanksgiving holidays with his fam- 
ily in Columbus, Ohio. 


FRED L. SOLOMON, aged 79, formerly en- 
gaged in the lumber business in Grand 
Rapids, Mich., died at his home in that city 
on Dec. 25. He retired about ten years ago. 
He is survived by three sons, a daughter and 
six grandchildren. 


MRS. CLARA WILCOXEN, wife of a well- 
known Memphis, Tenn., lumberman, died at 
her home in that city on Dec. 13 at the age 
of 56. Her husband, W. L. Wilcoxen, is head 
of the Mid-South Lumber Co. A daughter 
also survives. 


FRED KENDALL, operator of a sawmill at 
New Maysville, Ind., died Dec. 21 in a hospital 
at Greencastle of injuries received when he 
became entangled in the machinery at the 
mill. A widow and daughter survive. 


MRS. ADELAIDE V. LEWIS, aged 35, wife 
of Dennis W. Lewis, president of the D. W. 
Lewis Lumber Co., Louisville, Ky., died on 


Dec. 29 of pneumonia, at St. Joseph’s In- 
firmary in that city. 
ALVIN SNELLENGER, coal and lumber 


dealer of South Milford, Ind., was killed in 
an auto accident near Kendallville on Dec. 
21. He is survived by a widow. 


NEWS LETTERS 


(Continued from Page 56) 
inventories far under normal for this time 
of year, will be seriously handicapped if wet 
weather continues another ten days. 

Southern Hardwoods—Recent suspension of 
cost-protection prices has caused most buyers 
of hardwood to hesitate until they can see 
just where prices will settle, but industrials 
requiring specialty stock have orders placed 
for shipment after the first of the year. 
Dealers wanting mixed cars are placing 
orders to take care of their immediate re- 
quirements, including stock items of flooring 
that are available. Such orders are largely 
to obtain stock already sold. With dealers’ 
stocks so low, they frequently find it neces- 
sary to purchase a mixed car to take care 
of a new job calling for even a small amount 
of stock they do not have on hand. Demand 
for No. 1 and Bé&better short flooring and 
No. 2 flooring continues in excess of avail- 
able supply. Some price concessions are be- 
ing made on the better grades of both white 
and red oak flooring, varying from $1 to $3 
off present lists. Mill owners expect to 
tighten up prices as soon as part of their 
surplus stocks is moved. Operating sched- 
ules for flooring plants are still too limited 
to require them to purchase rough flooring 
oak, which is now in fair supply. Some 
small concerns want to sell enough of their 
stock to get by on, but are also willing to 
gamble on a better market, believing that 
both demand and prices will improve when 
spring buying gets under way. With con- 
tinued wet weather, logging has practically 
ceased, and it will be several weeks at best 
before logs can be accumulated in quantity. 














Louisville, Ky. 


Southern Hardwoods—With Code restric- 
tions off, most lumber concerns have gone 
ahead quoting about the same levels as the 
last Code, or slightly over, some items being 
considerably higher. Some of the larger 
houses are pricing red oak, FAS, inch, at 
$57@58; No. 1 common, $42@43; No. 2 $31@34, 
with white oak, FAS, from $5 to $9 higher; 
No. 1 common $2 higher; No. 2, even with 
red, $1 higher. In sap gum, FAS is being 
priced at $41.50@44; No. 1 common, $31.50@ 
34; and No. 2, $21.50; with quartered sap 


AMERICAN 


$45.50@47; No. 2, $35.50@37; plain red gum, 
FAS, $59@65; No. 1, $42@44; No. 2, $29@32. 
In some cases companies are long on gum, 
not meeting much demand, and have their 
prices admittedly too low because they are 
trying to stimulate sales. A lot of much 
lower prices are being reported. Demand 
generally is poor, but orders and shipments 
have been double the low recent production. 
Some inquiry has been received that indi- 
cates that a few old companies will be in 
the market shortly after the first of the year 
for their requirements, but very few con- 
sumers buy that way today, most buying 
being on a hand to mouth basis. 


Birmingham, Ala. 


Southern Pine manufacturers report files 
full of orders for upper grades, but contain- 
ing few for lower grades. Demand during 
the closing week of the year was the best 
since peak days. Sales are largely of mixed 
cars, and, for the first time in many years, 
the mills require mixed orders on account 
of having only limited stocks of certain 
items. No. 1 common, and certain items of 
B&better, are sold ahead to March 1. Stocks 
of edge grain or “shot,” and some items are 
sold ahead to April 15. Limited quantities of 
No. 2 common are being sold at full list, with 
most mills asking Group No. 1 list for all No. 
2 and better ceiling; No. 2 list on No. 2 flat 
grain flooring; No. 3 list for No. 3 common. 
Dimension is listed as a rule at full No. 1 list 
for shortleaf, and $1 over list for longleaf. 
Advances in 1x3-inch No. 1 flat grain; No. 1 
rift and B&better rift above the old list, for 
Group No. 1 mills, range from $2 to $5.50. 
Dimension is expected to decline, because of 
small-mill competition. Demand for car deck- 
ing shows a steady increase; siding and lin- 
ing are slow; demand for bridge and trestle 
timbers as well as heart ties shows a steady 
gain. Industrial buyers have begun listing 
their January needs. Volume of business in 
ties, poles and timbers is small, but is expand- 
ing, with prices at a low level. Planing mills, 
sash and door plants as well as jobbers of 
panels and plywood report increased busi- 
ness. Export trade is quiet. 


Hardwood Flooring manufacturers have 
issued instructions to salesmen to stick to 
present list except on No. 2 flooring in all 
widths, and this is to carry about 25 percent 
advance, as demand for this grade exceeds 
the production. 


Red Cedar Shingles are being offered at 20 
cents per square less than the day before can- 
cellation of the cost-protection price; de- 
mand is fair. 


Cypress manufacturers have started in to 
bring their prices back to the pre-Code level, 
as many items were reduced by the Code Au- 
thority when their cost-protection prices 
were first set. 





Hewn Ties Exceed Sawn 


The indicated proportion of sawn cross tie 
shipments to a total consumption of hewn and 
sawn cross ties was 38% in 1933, 43% in 1931, 
and 39% in 1929. These figures have been de- 
rived from a comparison of shipments of sawn 
ties reported to the Lumber Code Authority by 
its administrative agencies, with Department of 
Commerce data on railroad purchases, compiled 
biennially, plus exports for 1929 and 1931. Rail- 
road purchases in 1933 were computed from re- 
ported Class I railroad purchases. 

Reported production of sawn ties was 2.4% 
over shipments in 1933, 6.6% more in 1931, and 
5% greater in 1929. These excesses included 


both unsold production and sawmill use for. 


logging railroads, the proportion of each class 
not being reported. 

Data secured from lumber and cross tie agen- 
cies, on sawn cross ties, for use in connection 
with the determination of lumber production 
quotas, show shipments as follows: 


Shipments 1933 Shipments 
, re 35,259,062 TS ree 6,043,877 
[eee 20,727,183 
eee 13,439,248 North 2.2.08 2,336,771 
Ee 13,139,576 
(4th qtr. 1934 West.........5,058,600 
estimated ) 
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How to Figure Costs for Advertising ] 
In Classified Department 





Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. ° 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











Too Late To Classify 


JOHN WILLIAM RYAN 


Last heard of in 1927 working as a lumberman at 
the Red River Lumber Company at Westwood, 
California. Mr. Ryan is about 49 years old. He 
was born in the State of Connecticut. He or his 
relatives should write or wire cellect immediately 
to Cromwell and Company, 5229 Kimball Avenue, 
Chicago, Illinois, for information to their advan- 
tage. 








WANTED | 


Salesmen 


WANTED: COMMISSION SALESMAN 


To sell Ponderosa and Idaho White Pine in terri- 

tories where we are not now represented. Give 

references, experience, and territory covered. 
Address ‘‘H. 80," care American Lumberman. 














WANTED 


Experienced and capable road salesman for Sash, 

Doors and general line of Millwork. Give neces- 

sary particulars for Southern engagement. 
Address ‘“‘H. 83,’ care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That’s why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING depart- 
ment to get it or sell it. Read the 
Classified advertisements. Advertise 
in a paper that reaches the people 
who would be interested in what you 
want to sell. When you want to sell 
anything used in the lumber world 
and allied industries, advertise in the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





CAN YOU SELL? 


An honest and timely service for square shooters 
in Illinois. Ph.: Wab. 1288, Chicago. 


WANTED: COMMISSION REPRESENTATIVES 


Cc. D. Johnson Lumber Company wants reliable 
wholesale and commission representatives in terri- 
tories not now covered. Write 330 American Bank 
Bldg., Portland, Oregon. 
page 39. 





See advertisement on 
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WANTED | 


WANTED 








FOR SALE 











Salesmen 


WHOLESALE SASH & DOOR JOBBER 





Wants experienced millwork salesman to sell mill- 
work and plywood to retail trade in Northern 
Indiana and Eastern Illinois. Good opportunity 
for live wire Give reference and past record. 
Address “H. 94,"" care American Lumberman, 





SALESMAN FOR NORTHERN ILLINOIS 


To solicit retail lumber trade for sash & door & 
plywood business. We want a man with a good 
clientele. State age, experience and reference. 


Address “‘H. 95,” care American Lumberman. 





Employees 





WANTED 


Millwork Plant in the South 
Doors and general woodwork, 
special. 

82,"" care American Lumberman. 


Superintendent for 
manufacturing Sash, 
both stock and 

Address ‘‘H. 





Employment 





al 

SALES MANAGER 
Experienced Lumber Salesman, seeking change, 
would like to make new connection with manu- 


facturer as Sales Manager or District Sales Man- 
ager. 
Address “E. 96,"" care American Lumberman. 





ACCOUNTANT, CASHIER, PAYROLL 


And general office man wants permanent 


location. 


Experienced in mill, retail and wholesale lumber 
business Good references. 
Address “H. 96," care American Lumberman. 





WTD. POSITION AS RETAIL YARD MANAGER 
Have held present position as retail yard 
for twelve years; desire change to 

Address “H. 98,"" care American 


manager 
western states, 
Lumberman. 





WTD. POSITION—GEN’L SUPT.—YARD FOREMAN 
Also Al hardwood 





and hemlock inspector: 21 yrs.’ 
exp.; married; 37 years of age; Al ref. M. A. 
GOODWILL, 320 Wolcott Ave., Iron Mountain, 
Mich. 

POSITION WANTED 

20 years’ experience in retail management and 
sales. Executive ability, good education, fine ref- 
erences, age 42. 


Address ‘J 26," care American Lumberman. 





THOROUGH RETAIL LUMBERMAN—MARRIED— 


Complete experience from bottom to 
Chicago or No. Ill. territory. 
now 

Address “H. 97.” 


manager; 
Open for an offer 
care 


American Lumberman. 





MANUFACTURING LUMBERMAN 


Of extensive and successful experience desires im- 
mediate connection. Willing to go any place and 
accept moderate compensation. Can give good ref- 
erences 
Address “Sam,’’ 


care American Lumberman. 





A-1 INDUSTRIAL AND YARD SALESMAN 
Available Jan. ist for Pittsburgh territery, with 
15 yrs. exp Good following. Fully capable of 
managing Branch Office. Age 45, married, college 
graduate and of good habits. 

Address “H. 86," care American Lumberman. 





RETAIL LUMBERMAN OF ABILITY 
Age 34—12 yrs. exp. city of 45,000 including book- 


keeping, typing. estimating (Holt-bid or Blue 
Print), lumber and millwork buying; last two 
years as manager. 

Address “H. 87," care American Lumberman. 





SAWMILL BOOKKEEPER AND ACCOUNTANT 
Age 35. 


9 yrs. exp. large mills. A No. 1 ref. Good 
health, well educated, now studying for C. P. A. 
Employed. Desire change. State salary. Address 
“H. 88,” care American Lumberman. 





WANTED YARD MANAGEMENT’ 
Town 6000-15000 pop. Ind. Ill. Ohio. Able, am- 
bitious, fully qualified, age 34, married, A-1 refer- 


ences. 
Address “H. 63," care American Lumberman. 





| 





Employment 


DO YOU WANT EMPLOYMENT? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, III. 





LUMBERMAN OF EXPERIENCE AND ABILITY 

Wants to operate retail lumber and building ma- 

terial yard or yards on salary and commission. 
Address “H. 60,” care American Lumberman. 





Lumber and Dimension 


INTERESTED IN 
Of 2%” No. 2 











THE PURCHASE 
and 3A Birch delivered Sheboygan, 


Wis. 
MAISLEIN-DAWSON LUMBER CO., Sheboygan. 


Retail Lumber Yards 


FOR SALE—2 GOOD COUNTRY LUMBER YARDS 





Population one thousand and two thousand. Cen- 
tral Illinois. 
Address ‘‘H. 100,’’ care American Lumberman. 





Lumber and Dimension 


WE SOLICIT INDUSTRIAL INQUIRIES 
For Lumber, Crating, Small Dimension Pattern 
stock for Card Tables, Step Ladders and etc. 
McCORMICK LUMBER CO., Pirmingham, 





Ala. 





HUNDRED THOUSAND FEET WALNUT, OAK 
Elm, Maple, 1 Com. & B. 8/4, Dry. 
HILL, Adrian, Mich. 





WANTED TO BUY ALL KINDS LUMBER 
And Millwork odd lots or use Dim. 
& Boards. 

Cc. H. 


closeouts; can 

Rail or water shipment. 

DESCH, Contractor, 121 S. Main 
Albany, N. Y. 


Posts and Poles 


WANTED: OSAGE ORANGE FENCE POSTS 


Missouri Lumber company 


Ave., 








wants to buy quantity 


of Bois d’are or Osage Orange fence posts. Make 
offer. 
Address “J, 25," care American Lumberman. 





Retail Lumber Yards 


WANTED TO BUY RETAIL LUMBER YARD 
Want location where owner 
Address “H. 99," care 





can make 
American 


his home. 
Lumberman. 





Business Opportunities 


ADDISON, N. Y., WANTS INDUSTRIES! 


No labor troubles; 100% cooperation to reputable 
concerns; factory sites available: Erie main-line, 
B. & O. terminal: low utility rates; coal fields 
near; all American labor. 


Address INDUSTRIAL COMMITTEE, 
Box 370, Addison, N. Y. 


Used Machinery 


CASH FOR OLD LOG BAND SAWS AND GANGS 


$30 to $40 per ton, delivered. 
MINER HOE WORKS, Meridian, Miss. 


WANTED—CLARK BROS. FRICTION FEED 


For Sawmill Carriage. Cheap for Cash. 
JOHN GALL AND SONS, LaPlata, Md. 


WTD. SECOND HAND OR REBUILT 12” x 42’ 


Seven section shot gun steam feed complete with 
piston rod, cylinders, valves, connections and saw- 
yers lever. 

Address ‘‘H. 85,” 














care American Lumberman. 


WANTED 


44-in. band resaw, either Yates or Mershon. 
KUEHNE MPG. CO., Flora, Ill. 








WTD 80 TO 125 H.P. ECONOMIC TYPE BOILER 








50 K.W. A.C. 3 Ph. Engine Generator Set. 12” 
Moulder Hermance or American. 
Write P. O. Box 274, St. Marys, Pa. 
Miscell 
CASH WAITING FOR DISTRESSED 
Or bankrupt merchandise. Wanted windows, 
frames, doors, garage doors, shingles, all kinds 


building materials. No amount too large or small. 





Address “H. $3,” care American Lumberman. 
WANTED 

Dry Shavings and Sawdust, carload lots. Send 

samples and quote prices f.o.b. loading point. 


GREER BROTHERS, North Tonawanda, N. Y 











ON CYPRESS, YELLOW PINE & HARDWOODS 














Let me quote your requirements. WM. A. HAM- 

ILTON, 2218 Myra St., Jacksonville, Fla. 

™\<TT IIIf a Ser 
FOR SALE 

Locust—Chestnut—Cedar Posts, round and sawn 

PENNA. LUMBER & POST CO., INC., 
Hyndman, Penna. 

Timb d Timber Land 
FOR SALE 

Fifty million feet Appalachian hardwood. Eight 

million feet second growth pine, South Carolina 

Both good properties, well located, priced right. 

For information address P. O. BOX 2884, St. 


Petersburg, Fila. 





FARM LANDS 
Mississippi, Alabama, and Louisiana farms, ranches 
and plantations. Improved or unimproved propo- 
sitions. 

TIMBER LANDS 
Southern Pine and Hardwoods. 
tracts, large or small 
operation. 


Several 
propositions, 


desirable 
also sawmill 


TUNG OIL LANDS 
The coming moneyed-crops of the South. Have 
tracts ranging from 5,000 to 50,000 acres along the 


Gulf Coast region in the most favored proven 
section. 


FELKER REALTY CO. 
REALTORS, 


Threefoot Bldg. Meridian, Miss. 





TIMBER AND COAL LANDS 


4400 Acres of timber and coal lands, 75 miles due 
South of Lexington, Kentucky, close to route 80 
a first class State road. Contains 19 million feet. 
Virgin forest as regards red oak, chestnut oak, 
black oak, pines, beech, chestnut, hickory, maple, 
etc. Some white oak and poplar. Will sell the 
land, including the valuable coal, oil and gas 
rights, or the timber separately. 

President, NEWARK STEEL POST COMPANY, 
West Orange, N. J. 


Used Machinery 


FOR SALE—STEARNS 60” EDGER, LEFT HAND 
Hill Curtis double cylinder steam nigger; set of 
nine live rolls 10x24 in. Filing Room Equipment. 
200 dry kiln trucks. 
HERMANCE MACHINE COMPANY 
Williamsport, Pa. 


BIG VENEER LATHE, SLICERS, BAND MILLS 
3 Coe Slicers 11’ to 17’, Coe Lathe 5’x10’, complete 
7’ Clark, 9’ Prescott Band Mills, 75” Edger, 64” 
Veneer Clipper. Send for illustrated circular. 

N. B. PAYNE, 105 W. 55th Street, New York City. 














WOOD-WORKING MACHINERY BARGAINS 


Write us. 
J. LEE HACKETT COMPANY, Detroit, Mich. 





WOODWORKING MCHRY. BARGAINS IN STOCK 


Timber Framing Plant with Woods Sizer, Greenlee 
Gainer, Borer, Mortiser, cut-off Saws. Woods slip- 


on heads for Moulders, Matchers, Profilers. 
K. BOSHCO, West Medford, Mass. 
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